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N. Y. Dealers Promote Safety Thinking— 


John J. Evers jr., center, executive vice-president, New York State Automobile Deal- 
ers Assn., presents $100 award to the four members of an annual “mock legislature" 
who introduced the best legislative bill on highway safety and motor vehicle problems. 
dealer group for the past three years has awarded $100 to the high school dele- 
fo the annual three-day “training in government" session who, in the opinion 
the delegates themselves, introduce the best highway safety bill. This year approxi- 
500 representatives of more than 374 Hi-Y Clubs took part. The winning 
| proposed a “‘debit-credit" system of setting automobile liability insurance rates, 
based on the individual operator's accident and traffic violation experience. Winners 
n above, in the Assembly Chamber in the State Capitol at Albany are, from left, 
Axelrod and Stuart Horn, Albany; Mary C. O'Neil, White Plains, and W. Ward 
Gork, Fairport, acting on behalf of Curran Murphy, Fairport, not shown. 


102,000 Cars Produced 
Despite Yule Cutbacks 


By Martin L. Whitmyer | time in the last eight weeks that 
Staff Writer U. S. car production had exceed- 

IAR output exceeded the 100,000) ed the 100,000 unit level. 
weekly level for the second con- The 152,437 cars turned out dur- 
cutive time last week despite|ing the week ended Dec. 19 mark- 
ristmas curtailments. ed the highest level weekly output 


The 102,205 cars scheduled for |@8 Teached in both the 1959 cal- 


endar year and 1960 model runs. 
yo a = 4 The last time U. S. car assemblies 


_ | topped the 152,000 level was during 
ee ee ee bat the week ended Dec. 22, 1956, when 
= é 154,832 units were rolled from the 
all marked only the second assembly lines. 
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anadian Leaders 
Peak Year 


for Auto Sales 


MONTREAL. — Officials of Can- 
ada’s motor-vehicle industry 
e predicted a highly favorable 
r in 1960, In year-end comments, 
ll officials expressed optimism, 

E. H. Walker, president of 
General Motors of Canada, de- 
clared most sections of Canada’s 
economy can look for continued 
Steady growth which should be 
feflected in the auto industry. 


He forecast sales of close to 540,- 

D new Canadian, European and 

merican vehicles—450,000 passen- 

‘ cars and 90,000 trucks, This 

ould be an alltime high and about 

3,000 more than the estimated 
for 1959, he noted. 


* * * 


TANDARD-SIZE cars will con- 
tinue to dominate sales and 
Production for the foreseeable fu- 
fire, he said. Compact cars have 
Mad a favorable reception since 
heir introduction but because of 
limited and interrupted production, 

added, it is too soon to assess 
fairly their ultimate sales strength. 

At the same time, Walker con- 
inued, smaller European Cars, 
hich accounted for 26 percent of 
ihe market in 1959, will continue to 
present an important factor in 
les planning. 

Production of Canadian-b u il t 
vehicles may run as high as 400,- 
000 units in 1960, Walker said, an 
increase of about 37,000 above the 
estimate for total production in 


Rhys M. Sale, president of Ford 
motor of Canada, said the Cana- 
(Continued on Page 4, Col. 1) 
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* * 


LL U. S. car makers were on 

3%-day schedules last week ex- 
cept Studebaker, which worked 
only Monday through Wednesday. 
Studebaker, however, plans to work 
four days this. week, while the 
other makers tentatively have 
scheduled the same assembly op- 
erations as last week. 

Ford division’s Kansas City 

(Continued on Page 29, Col. 3) 





Show Spark— 


It better be a good show or one of 
these Milwaukee County Auto Show Com- 
mittee members will get the “hot seat.” 


As they appear, from left, Lou Siegel 
(Cadillac), John Madden (Plymouth-Dodge- 
Chrysler), and Ed Wehe (Studebaker), Gen- 
eral Chairman, have just appropriated the 
largest promotion budget in history to 
make sure everyone knows about the spec- 
tacular 1960 Show to be held Feb. 6-13 
at the Milwaukee Auditorium-Arena. A rec- 
ord amount of space has already been 
leased by Milwaukee County dealers. 























DETROIT, DECEMBER 28, 1959 


By Robert M. Lienert 
Associate Editor 


HEN the books are closed on 
1959 next Thursday, estimated 
new-car registrations for the year 
will have topped six million units. 
Based on a projection of the 
current selling rate, the ultimate 
1959 total should be 6,036,000 new 
cars, including 600,000 imports. 
This will make 1959 the first six- 
million-unit year since 1955, when 
7,169,908 new cars were registered. 
The only other year to top six mil- 
lion was 1950, when the count was 
6,326,438. 












* * * 


7 year’s total will be roughly 
a third better than the 1958 
count of 4,650,313, which included 
377,548 imports. 

As compared with last year, 
imports will be up 58.9 percent, 
while domestics alone will be up 
27.2 percent. 

Compact cars and imports this 
year will account for an estimated 
1,270,000 units, or a bit more than 
21 percent of the total, Never be- 
fore have smaller vehicles account- 
ed for a million sales in a year’s 
time. 
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AD it not been for the steel 

strike, which hampered produc- 
tion in the fourth quarter and ef- 
fected a two-way squeeze on sales, 
this year’s total might have reach- 
ed 6% million. 

Whether these sales have been 
lost forever is uncertain. Some 


* * 





By Maynard M. Gordon 
News Editor 

7S new compact cars are flood- 

ing dealerships with hidden 
harvests of used-car buyers and 
second-car purchasers, an AUTO- 
MOTIVE News nationwide survey 
discloses. 

Under a head of steam from 
the best-selling Ford Falcon, the 
number of used-car buyers pur- 
chasing new compacts has more 
than doubled since Lark and 
Rambler were joined in the field 
two months ago by the Big 
Three. 

Smaller gains have been shown 
in the number of compact buyers 
adding second or third cars to 
their families and in the group of 
first-car purchasers. An offsetting 
factor is in a dropoff of compact 
trades of cars bought new, whose 
owners were inclined to stay with 
bigger-size vehicles. 

+ * + 


IG THREE sources have come 
up with the following break- 
down of compact-car buying 
groups, compared with comparable 
totals on bigger series purchased | 
a@ year ago: 
Bought tradeins used, 42 percent} 
and 17 percent; bought trades new, | 
43 and 73; adding car, 12 and 8, and | 
first-car purchase, 8 and 2. 
On a regional basis, Automo- | 
tive News correspondents re- | 
ported that the new Big Three 
compacts still were a solid sell- 
out at full or nearly full profit | 
takes, 
Falcon, blessed by Ford’s supply 
of steel, forged into first place 








Used-Car Purchasers Step Up... 


Source of Compact Buying 


|; compacts were the first to get back 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich, 





°59 Sales Rise One-Third; 
Smaller Cars Take 21 Pet. 


industry observers say the 
fourth-quarter pinch merely de- 
layed sales until the first quarter 
of 1960. 


Most industry spokesmen tend to} 
go along with this view and, as a 
result, have revised upward their 
estimates of new-car sales next 
year. 


At the time new models were in- 
troduced, auto executives used 6.2 
to 7 million as their guessing 
ground. 


Now, as the year ends, the con- 
sensus has moved up to 7 to 7% 
million. 

+ * * 

~ BREAKING down next year’s 

market, forecasters have almost 
unanimously settled on 500,000 as aj 
good, round number for imports. A 
year ago, they had anticipated that 
1959 would see 300,000 to 500,000 im- 
ports sold in the U. S. All guesses 
were far below the 600,000 sales ac- 
tually produced. 


As late as April, when a Brit- 
ish auto executive became the 
first person to go on record with 
a forecast of 600,000 import sales 
in the U, S. for this year, there 
were many persons in the indus- 
try who considered him overly 
optimistic, 


Aside from imported cars, com- 
pact cars are expected to total 2.5 
to three million units in 1960. This 
could well amount to half the over- 
all market and would explain the 
rush of Lincoln-Mercury, B-O-P 
and, reportedly, Chrysler Corp., to 


among all compacts in the first 10 
days of December. Ford reported 
dealer deliveries of 10,500 Falcons, 
compared to 9,885 listed by Ram- 
bler. 

Last month’s steel tieup still was 
hampering Corvair and Valiant. 
Both the Chevrolet and Plymouth 





into production when the flow of 
steel resumed earlier this month. 
of * cd 


[ AnKs volume showed a mild 
upturn in the first December 
period as Rambler lost its leader- 
ship to Falcon. The latter will seek 
to press its new laurels next month 
with addition of two-door and four- 
door station wagons to its line, 
while Corvair will supplement its 
four-door sedan with a sports 
coupe. 

Ford division marketing ex- | 
perts, appraising the impact of | 
the new compact cars, estimated 
that Falcon and the others have 
brought into the new-car market 
an added sales contingent of 41 
percent who otherwise might 

(Continued on Page 5, Col, 1) | 
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introduce compact cars in medium- 


price lines. 
: SOME JU. S. makers introduce, 
in the course of next year, new 
models rumored to be smaller than 
present compacts, standard sized 
autos might have to be content 
with even less than half of 1960’s 
total sales. 

If 1960 turns out to be as good 
as the seers say, it will be one of 
the best years in auto history. 
Some observers say that indus- 
try forecasters privately believe 
1960 will be a record year, but 
hesitate to predict publicly the 
breaking of an old record. 
Therefore, they say, the industry 
leaders have settled on seven mil- 
lion as the popular choice for a 
1960 forecast. 

Ba 


Year-E all Vise 
Of 1960 Sights 
7 Million Sales 


By Kenneth C. Kelley Jr. 
Staff Writer 


= second best auto sales year 
is about to begin. 

That is the consensus of year- 
end statements from industry 
leaders and others in a position 
to know what 1960 will bring. Car 
sales in 1960 are generally esti- 
mated at 7 million units, with 
some projections a bit below that 
total and some going up around 
7% million. 

The outlook for business in gen- 
eral is that the new year will be 
one of the best on record. Most ob- 
servers feel that sales that were 
postponed by the steel strike will 
be regained in the early part of 
next year and the economy will be 
running at a boom pace by the end 
of 1960. 

Truck sales in the new year are 
expected to be high, perhaps top- 


ping the one-million mark. 
* Ed * 


* * * 


NE of the auto executives who 

sees about 7 million car sales 
in 1960 is Frederic G. Donner, 
chairman of General Motors. Ear- 
lier he had said he expected sales 
in 1960 to reach 6.8 million, 

Donner said 500,000 imports would 
be included in the 7 million sales 
next year. He said truck sales 
‘would total one million. 

George P. Hitchings, Ford Motor 
Co. economist who made the Ford 
prediction on auto sales, agreed 
with the 7-million total. He said 
that proper economic and credit 
conditions would be needed to 
reach the 7-million level. 

Chrysler President L. L. Col- 
bert said auto sales next year 
may exceed 7 million. 

Colbert, along with most other 
industry observers, introduced one 
qualification to his prediction. All 
bright predictions for the new year 
are off if there is a serious resump- 

(Continued on Page 25, Col, 1) 


Inside Automotive News 


X-raying the import 
Rust war pressed on 


Importers sight 1960 


7 Page 2. 
13. 


608, 
Auto advertising plans for"6U, Page 6. 


gains, Page 8. 


A pro’s compensation plan, Page 3. 














2 


AUTOMOTIVE NEWS, DECEMBER 28, 1959 


Small Cars Take Two-Thirds .. . 





X-Raying the Import Market 


By Robert M. Lienert 
Associate Editor 
As COMPACT cars swing into 
high gear in the 1960 sales 
race, certain observers say that the 
new U. S. offerings can’t help but 
hurt ‘mports. 

Others say they will only in- 
tensify interest in the alien breed 
and assist their sales. 

Both camps could be correct, de- 
pending upon what part of the im- 
ported-car market they are talking 
about. At this point, it seems prob- 
able that some sections of the im- 
port field will be hurt worse than 
others. 

* * +e 

ee present a mixed bag of 

vehicles that is difficult to clas- 
sify. Broadly, however, the half-a- 
hundred leading makes can be 
fitted into five categories: Baby 
cars, small cars, compact cars, lux- 
ury cars and sports cars. 

In the first nine months of this 
year, small cars dominated sales 
among imports. These vehicles, 
made up almost entirely of family 
sedans and station wagons, ac- 
counted for a flat 66 percent of 
import sales in this period. 
Meanwhile, compacts took 20.25 

percent of import sales; sports cars, 
12.15 percent; baby cars, 1.50 per- 
cent, and luxury cars, 0.10 percent. 

If Mercedes-Benz is classified as 
a luxury car rather than a compact 
(and of course, some Mercedes 
models are sports cars), the shares 
are revised to 18.03 percent for 
compacts and 2.32 percent for lux- 
ury units. 

o * + 

oe top three imports, Volks- 

wagen, Renault and English 
Ford, are all small cars. Their com- 
bined total of 181,166 registrations 
in the first nine months accounted 
for more than half of all registra- 
tions in the small-car field. 

Other leading imports in this 
field include Fiat, Simca, Hillman 





By John E, Walsh 
Staff Writer 
ORKING salesmen on the floor 
of the 52nd annual Chicago 
Automobile Show again will have 
an opportunity to share in a $10,000 
incentive jackpot, according to 
Walter A. Gerwig, show chairman. 
The program, introduced at last 
year’s show to salesmen in do- 
_mestic car exhibits only, has 


“Each afternoon and evening, 
representatives of the Chicago Au- 
tomobile Trade Assn. will circulate 
through the exhibits and present 


* * * 





Auto Show Feature— 


“Unie,” an auto-mechanical man made 
from part of a car, will put on a stage 
act as a feature of the Chevrolet display 
at the Chicago Auto Show in the Inter- 
national Amphitheatre Jan. 16 through 
24; The tophatted, radio-controlled robot 
is built from the rear power train of a 
Chevrolet Corvair. Unie will move about 
the stage under his own power, wink his 
eyes and bandy words with a comely 
mode! as he tells the Corvair story. Unie 
rehearses here. with Marylou Kelley. The 
Chevrolet display, large® ever scheduled 
for the Chicago show, also features a 
wide variety of animated engineering 
exhibits and a representative array of 
the company's 1960 cars and trucks. 
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For Chicago Salesmen ... 


$10,000 Show Jackpot 


and Morris. (These lines offer 
convertibles, too.) 


Wartburg. 
Leading the way in the compact 
field are Opel and Vauxhall, which 


Toyopet Wagon 
On Dealer Display 


LOS ANGELES.—The new Toyo- 
Pet station wagon currently is mak- 
ing its first U. S. appearance at 
Toyopet dealerships. 

Standard equipment includes a 
double-steel reinforced chassis, 
washable vinyl upholstery, foam 
rubber seats and a “one-hand” rear 
window and tail gate operation. 
The Toyopet station wagon has a 
p.o.e. price of $2,111 for the two- 
door model and $2,211 for the four- 
door. 





Harder Elected Director 


Of Standard Products 
CLEVELAND.—D. 8S. Harder, 
former executive vice-president of 
Ford Motor Co., has been elected 
a director of Standard Products 
Co., automotive 
parts and build- 
ing products firm, 
according to J. S. 
Reid, chairman. 


Harder, a Ford 
Motor director, 
began his auto- 
motive career 
with Durant Mo- 
tor Co. in 1915. 
He was with 
Budd Co., Fisher 
Body and E. W. 





D. S. Harder 
Bliss Co. before joining Ford as 


manufacturing vice-president in 


1947. Harder retired from Ford last 
January. 





account for more than half of all 
sales in their class. An additional 

Also in the small-car class are|one-quarter of compact-car sales 
Metropolitan (a “personal” car),| among imports are accounted for 
Taunus, Saab (which has sporting| by Volvo and Mercedes-Benz, while 
tendencies), Austin, DKW, Singer,|the rest of the field is shared by 
Datsun, Skoda, Riley, Panhard and| Peugeot, Borgward, Goliath, Cit- 








roen, Toyopet, Lancia, Rover and 
Humber. 
+ * + 

_ THE sports-car field, 80 per- 

cent of all sales are chalked up 
Triumph, MG and Austin-Healey 
(which includes Sprite). Most of the 
other sales go to Jaguar, Porsche, 
Alfa Romeo and Sunbeam. A trickle 
of sales covers Berkeley, Morgan, 
Aston Martin, Ferrari, AC and Ar- 
nolt Bristol. 


Baby cars are dominated by 
NSU Prinz and BMW Isetta, 
which seize two-thirds of their 
market. The rest is divided 
among Lloyd, Goggomobil and 
Maico. 


In the luxury field (not counting 
Mercedes-Benz), Rolls-Royce had 
complete domination, with Bentley 
and Facel-Vega bringing up the 
rear. 

Captive imports in the first nine 
months—English Ford, Opel, Simca, 
Vauxhall Taunus, Metropolitan and 
| Mercedes-Benz—accounted for 29.69 
percent of all imported-car sales. 

Imports with rear engines ac- 
counted for approximately 40 per- 
cent of all sales in the first nine 
|months. Cars with front-wheel 
drive were less popular, taking 
only 2.68 percent of the import 
market. 





* * * 


AKES in the Top Ten in the 

first three quarters provided 
74.94 percent of all imported-car 
sales. An additional 17.32 percent 
was sold by the next eight makes: 
MG, Austin-Healey, Morris, Metro- 
politan, Mercedes-Benz, Peugeot, 
Borgward and Taunus. 

In other words, 18 imports 
grabbed 92.26 percent of the mar- 
ket. Below these rankings, no 
single import managed to sell as 
much as one percent of the im- 
port market. 

Registrations of the Top Ten in 
the first nine months: Volkswagen, 
82,755; Renault, 65,244; English 
Ford, 33,167; Opel, 29,847; Fiat, 29,- 
454; Simca, 28,688; Hillman, 22,330; 





$25 cash awards to those salesmen 
who are aggressively ‘on their toes’ 
meeting people and explaining the 
merits of their products,” he added. 

The show will open to the public 
in the International Amphitheatre 
on Jan. 16 following a preview for 
press, radio and television person- 
nel on Jan. 5. The exposition will 


close Jan. 24. 
* * * 


Triumph, 18,049; Vauxhall, 17,264, 
and Volvo, 14,215. 

Makes selling from 10,000 to 14,- 
000 units included MG, Austin- 
Healey, Morris, Metropolitan and 
Mercedes. 

A range of 4,000 to 10,000 regis- 
trations covered Peugeot, Borgward, 
Taunus and Jaguar. Selling from 
1,000 to 4,000 were Saab, Austin, 
Goliath, Porsche, NSU Prinz, BMW 





Cmwe said that as many as 
40 awards of $25 each may be 
given each day of the show to 
salesmen who qualify in the opin-} 
ion of the CATA “shoppers.” 

“With some half million people 
expected to attend the 1960 show, 
we feel certain that there will be 
many thousands of prospective 
buyers among them who will 
visit each exhibit,” he continued. 
“If the salesmen on duty will 


work as hard at the show as they|| Automotive News Economic Index — 


do at their dealership, we have no} 
doubt that they and their dealer- 
ships will receive direct gross profit 
benefits,” Gerwig said. 

Last year’s show drew 481,358 
visitors, 7 percent under the rec- 
ord 518,521 who attended the 1958 
exhibits. The '59 decrease was 
blamed on four straight days of 
heavy snow, icy streets and low 
temperatures which followed the 
best weekend in the show’s history. 

* * Ba 


7s show again will utilize a 
half million square feet of floor 
space, all at ground-floor level, in 
the three interconnecting Amphi- 
theatre buildings. 

U. S. passenger cars will be ex- | 
hibited in the Exposition Hall, | 
trucks in the new Donovan Hall 
and foreign cars and trucks in 
the north and south wines of the 
Amphitheatre proper. 

Imports have been assigned 
62,000 square feet of space, compar- 
ed with about 45,000 a year ago. 


Fire Loss $35,000 
GULFPORT, Miss.—Fire did 
damage estimated at $35,000 to 
Keyes-Dorman Motor Co., accord- 
ing to B. F. Keyes, owner. 


Isetta, DKW, Alfa Romeo, Lloyd, 
Citroen and Sunbeam. 

Under 1,000 but over 500 were 
Singer, Toyopet, Datsun and Lan- 
cia. All other imports sold fewer 
than 500 units in the first nine 
months. 
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Portland (Ore.) Dealers Pick Chiefs— 


New officers and the outgoing president of the Automobile Dealers Assn. of Po 
land (Ore.) are, from left, Douglas D. Moore (Chevrolet), retiring president; Marvi 
Tonkin (Mercury), new president; Knute Qvale (Volkswagen), vice-president, and Fr 
Baver (Chevrolet), secretary-treasurer. In addition to Moore, directors include Alton 


Alexander (DeSoto-Plymouth), Warren Braley (Buick), Hersh Dunham (Oldsmobil 
Philip L. Fields (Chevrolet), C. Edwin Francis (Ford), and M. M. Meadows (Pontiad 





New Teamster Drive Aims 
At Detroit Car Salesmen 


By Frank Gawronski 
Staff Writer 
EALERS in the Detroit area 
are bracing themselves for an 
allout Teamsters Union drive to 
organize both used-car and new-car 
salesmen, 

The union’s new organizing cam- 
paign has been confirmed by offi- 

cials at the Team- 

sters Detroit office. 

The office also serves 

as the headquarters 

for the home local 

of James R, Hoffa, 
national president of the Team- 
sters. 

The new campaign to recruit 
auto salesmen is expected to get 
under way early in January, 

Union officials refuse to say 
how much money Teamsters 
brass has earmarked for the or- 
ganizing campaign. However, the 
drive has been described as a 
“pilot operation” which, if suc- 
cessful, will be adequately fi- 
nanced and spread to other big 
cities around the country. 

As part of the preparations for 
the drive, the Teamsters have 
chartered a new Detroit local, No. 
77. Union chiefs also have secured 
the services of several former 
salesmen who have reputations in 
the auto sales field to head the 
local and to handle the organizing 


drive. 
* * + 


OCAL labor relations experts in- 
terpret the campaign as “a 
union move designed to meet the 
needs of automobile salesmen.” 
“What they are trying to do is 
separate the salesmen from serv- 
ice personnel in hopes of inducing 
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more salesmen to join the union,’ 
he said. 

The new local also is expected 
to lobby for a bill to license au- 
tomobile salesmen. 

The Teamsters had been in the 
auto sales field in Detroit with 
Local 376 but had no great success 
in organizing salesmen. The local 
won only one representation elec- 
tion—a one vote victory among 
salesmen at Cadillac’s Detroit fac- 
tory branches. 

Local 376, which represents 
mostly auto mechanics and shop 
personnel at dealerships, has 
agreed to surrender organizing 
rights over salesmen to the new 
local. It will remain in the garage 
field, according to union officials. 

* a ok 


Union Ousted 


| ie OTHER dealership labor de- 
velopments, mechanics and shop, 
parts and maintenance personnel 


at Southern Motors (Cadillac), 
(Continued on Page 4, Col. 4) 


AMC Will Add 
3rd Shift to Hike 
Production 33 Pct. 


DETROIT. — American Motors 
will start third-shift operations at 
its Wisconsin plants, hire an ad- 
ditional 3,500 employes and boost 
production in the first and second 
quarters 33 percent above last 
year’s levels, according to President 
George Romney. : 

By late February, the companys 
final assembly plant at Kenosha 
and the body plant in Milwaukee 
will be operating 24 hours a day, 
six days a week “to meet unprece- 
dented Rambler demand,” Romney 
said. 

During the first quarter of 1960, 
AMC said it has scheduled 133,000 
Ramblers, an increase of 33 percent 
over the 100,258 made in the like 
1959 period. 

In the last quarter of 1959, the 
company has scheduled 113,800 cars, 
compared with 84,279 produced in 
the 1958 period, an increase of 35 
percent. 

“Our projected production sched- 
ule for the second quarter of 1960 
is 155,500 cars, which is 33 percent 
over the total of 116,513 produced 
in the corresponding quarter in 
1959,” Romney said. 4 

AMC said the program will in- 
crease body production at Milwau- 
kee 25 percent—from 1,200 a day 
to 1,500—and final assembly of 
Ramblers at Kenosha from 1,750 8 
day to 2,200. By late February, 
AMC automotive employment 1 
Kenosha and Milwaukee will be 
more than 27,000, the company 
said, 

Romney said Rambler dealetj 
have been short of cars for mo 
than a year. “Through Dec. 10,” B 





said, “our dealers had sold 348,104 


Ramblers so far this calendar yee 


This compares with 179,302 for thehy 


like period iast year—an increé 
of 94 percent.” 
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aN A FEW days dealers will begin 


what some auto men believe will 


be a great year for the auto indus- 


try. Looking into a crystal ball is 
always interesting, and we'll carry 
our share of the predictions. But 
the only one we’re sure of is the 
one which says “the year will be 
one of change in the auto business.” 


You don’t have to be any great 


shakes as a prophet to make this | 


one, and you don’t have to look 
back too far to prove that it is 
sound, How would you have bet 
a couple of years ago on the fate 
of the Rambler? The fate of the 
Edsel? 

We recorded mentally a number 
of conversations with industry peo- 
ple, and the word was that the 
chances for the Rambler were slim, 
while Edsel had a long way to go 
but was sure to make it. Now the 
Rambler looks -more beautiful as 
each day passes, while the Edsel is 
in the automotive graveyard. 

As a perceptive observer oncé 
noted: “There is but little virtue 
in masses of men.” And a dedicated 
man out running is always a better 
bet than the gang grouped around 
the hot stove. 

Or, as the Texas trader says 
when faced with the consensus: 
“When the consensus is for selling, 
I'm buying, and vice versa.” 

+ * + 


Beholder’s Eye 


PEAKING of the looks of cars 
changing in the beholder’s mind 
recalls a recent conversation with 
Jack Wood, one of the few dealers 
selling both of Sweden’s automo- 
tive products—the Volvo and Saab. 

I mentioned to Wood that 
while the Volvo four-door looks 
like all good cars should look, 
the two-door looks like a gal- 
loping camel with its head just 
above the sand. 

He laughed, and told this story: 

“About 12 years ago, shortly after 
the Volvo came out, I bought from 
Ford a Volvo that company had 
been testing. I don’t know why I 
bought it. Perhaps because I fig- 
ured any car only a year old was 
worth more than $700, and that’s 
what I paid for it. 

“I didn’t have any trouble with 
most of the ad I used to sell it. I 
Started it with capital letters: 
‘SWEDISH.’ Then I wrote: ‘A 


2 Dealer Groups 
In Florida Elect 


ORLANDO, Fla..— Vic Francis 
(Dodge-Plymouth), Pompano 
Beach, has been elected president 
of the Broward County Automobile 
Dealers Assn. William J. Kelley 
(Chevrolet), Hollywood, is vice- 
President, and Turner Narmore 
(English Ford), Fort Lauderdale, 
Secretary-treasurer. 

G. W. Randall (Studebaker-Mer- 
cedes-Benz) has been named presi- 
dent of the Lakeland Automobile 
Dealers Assn. J. H. Rhodes (Willys- 
English Ford) is vice-president, 
and George J. Husek 





Oldsmobile), secretary-treasurer. 
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(Cadillac-| will look to the years ahead, not 
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Dealer Forum 


by Robert M. Finlay 


product of fine Swedish craftsman- 
ship. . But the price; I just 
didn’t know what to ask for it. 
Finally, I thought: ‘Well, if this 
ear IS a product of fine Swedish 
craftsmanship, it ought to be worth 
$1,495.’ So I wrote it in. The next 
day the lot was filled with a crowd 
of Swedes fighting for the chance 
to pay $1,495 for the car. 

“That first Volvo looked 
awfully ugly to me, but through 
the years I have learned so many 
good things about the car that 
now whenever anyone says any- 
thing about the car’s looks, I sort 
of bristle inside.” 

As he talked, you could almost 
see the lines of the car grow more 
familiar. They even took on a cer- 


tain charm. 
oe + * 


Opportunities 
We. WERE going to mention 
that in the new year there 
would be great opportunity in the 
auto business to raise the level of 
automotive salesmanship. And I 
am sure there will be. But when 
ever I chat with dealers with the 
enthusiasm of Jack Wood — and 
there are many — I realize that 
there is plenty of fine selling ability 
in the industry, and that the suc- 
cess of the Rambler didn’t just 
happen—it was the result of an 
inspired selling job. 

This is something that is over- 
looked at times in the industry— 
what a terrific job an inspired 
selling organization can do. 

In respect to his own organiza- 
tion, this should be a source of 
personal confidence to every dealer. 
The year ahead and the years 
ahead may be uncertain, But if a 
dealer guides his organization with 
integrity and inspiration, he will 
have little to fear. 

Problems will simply become op- 
portunities. 


Vermont Dealers 
Urge Sales Tax 
For Road Funds 


MONTPELIER, Vt.—The Ver- 
mont Automobile Dealers Assn. has 
proposed a seven-point legislative 
program designed to solve the 
state’s highway financing problems. 

The proposal, outlined by John 
D. Carbine, of Rutland, counsel for 
the association, includes a sales tax 
on automobiles, increases in the 
gasoline tax and a tax on diesel 
fuel. 

The dealer group described the 
present amount of bonding as 
“conservative” and urged that all 
new permanent highway construc- 
tion be financed by issuing debt 
securities and that revenue meas- 
ures be passed to provide amorti- 
zation of bonds over a 20 or 25- 
year period. 

“Patchwork measures should be 
avoided,” the association declared. 
“We favor a taxing program that 


just the next year.” 


The association proposes a one 
percent sales tax on automobiles 
which would be administered by 
the motor vehicle department. It 
would be accompanied by a use 
tax on autos purchased outside of 
Vermont. This levy would be set at 
2 percent to give businesses in this 
state a “slight competitive advan- 
tage.” 

The VADA would also increase; 
the taxation of out-of-state trucks 
using Vermont highways by impos- 
ing a weight-distance tax on trucks 
from nonreciprocity states. It is 
estimated that this should produce 
revenue of $250,000 to $700,000, de- 
pending on the nature of the tax. 











Fire at Schroeder 


TAYLOR, Tex.—A fire destroyed 
the sales and service building of 
Schroeder Motor Co., with a heavy 
loss. Several new cars were also 
destroyed in the blaze. 


12 Finalists Named 
For Satevepost 


Dealers Award 


PHILADELPHIA.—Twelve final- 
ists have been selected for the Sat- 
urday Evening Post “Benjamin 
Franklin Quality Automobile Deal- 
er Award.” 

The award will be presented Jan. 
31 during the NADA convention in 
Washington. 

The finalists are: Arthur E. Sum- 
merfield jr., Flint; W. O. Bankston, 
Dallas; Charles C. Freed, Salt Lake 
City; Fred W. Forness jr., Olean, 
N. Y.; Harry H. Brown jr., New 
Haven, Conn., and Birkett L. Wil- 
liams, Cleveland. 

Charles J. Whittey, Bismarck, 
N. D.; J. Saxton Lloyd, Daytona 


























Beach, Fla.; C. J. Murray, Sioux 
City, Ia.; K. T. (Ted) Pollack, Fort 
Morgan, Colo.; James A. Mason, 
Ferndale, Mich., and Jack Blair, 
Pocatello, Id. 








Dayton Dealers Elect Officers— 

Newly elected officers of the Montgomery County Automotive Dealers Assn. 
©.) are, from left, Ray Bryant, vice-president; J. S. Davis jr., president, and directors 
| John Ferrell, Dee Birdsall and C. C. Vaniman jr. Frank Vari, director, is not pictured. 


(Dayton, 


Base Compensation on Gross Profit Retained, He Urges. . . 


Reese Tells His Sales Pay Plan 






DREXEL HILL, Pa—What is 
your salesmen’s compensation plan? 
Where do you get good salesmen? 

These questions were among 
those asked most frequently at 
dealer meetings which he has ad- 
dressed, said Dave Reese, owner of 
Dave Reese Olds, Inc. (Oldsmobile- 
Rambler). 

He has spoken at dealer con- 
ventions in 38 states and Canada 
and participated in numerous 
NADA business management 
seminars and Rally Days for 
Profit, 

Reese said the ideal compensa- 
tion plan for salesmen should be 
based first on gross profit retained, 
with an additional incentive for 
total accumulative monthly gross 

profit, 

“We pay $75 weekly salary plus 
commission based on gross profit 
retained,” he said. “The commis- 
sion amounts to 10 percent of the 
gross on eight new cars, and 12 
percent over eight cars, retroactive 
to the first car.” 

He said trades are “taken at 
absolute wholesale cash value,” and 
commissions are paid on the fifth 
of each month. 

“I have found that salesmen 
are more impressed with one big 
check than four small ones,” 
Reese continued, “They also learn 
to budget their living expenses 
within the weekly salary.” 

He said the weekly salary should 
be based on living costs in the 
dealer’s own area. 

“Another rule of thumb that can 
be used is to pay a maximum of 
25 percent of the retained gross 
profit as salesmen commissions, 
which would be total for salary 
and commission,” Reese said, 

He added that his firm has op- 
erated this year on a total cost of 
$82 per new car sold, which in- 
cludes salaries and commissions for 





Warranty System 
Being Liquidated; 
700,000 Claimants 


SALT LAKE CITY.—Consoli- 
dated Warranty System, of Spring- 
field, N. J., is being liquidated, 
apparently with more than 700,000 
claims outstanding, Carl A. Hul- 
bert, Utah commissioner of insur- 
ance, reported last week. 

Efforts to reach Consolidated 
Warranty and its president, James 
Smith, for comment on the report 
proved unsuccessful, A phone call 
to the office brought the reply that 
the phone had been disconnected. 

A telegram to the office brought 
a reply from Western Union that 
the phone was disconnected, the 
building was unoccupied and the 
company was liquidating. 

The company was the largest 
writer of used-car warranties. A 
number of states including Utah 
consider the business an insurance 
activity and ruled the company 
should qualify under insurance 
laws. 

The Utah Automobile Dealers 
Assn. said Smith had promised to 
appear at the NADA convention on 
Jan. 28 to explain how the company 
plans to meet the backlog of claims. 





both new and used-car salesmen. 

Speaking of incentives, Reese 
said, “we have to get salesmen 
thinking in terms of gross profit, 
and the only way I can think of 
is to set up rewards for selling at 
maximum gross profit available 
in a dealer’s competitive market. 

“Pay $35 extra for the highest 
retained unit gross in the month,” 
he suggested. “Then $25 for the 
second highest, $15 for the third 
highest, 

“You also might pay $50 to the 
salesman with the highest total 
gross for the month,” he continued, 
“$35 for second highest and $25 for 

the third.” 

He suggested that the incentives 
be based on gross and not number 
of units. Pay the sales manager on 
the number of units, he added. 

You get good salesmen the 
same way that professional base- 
ball and football teams get good 
athletes, he said, You buy them, 
he added. 

These teams “have an investment 
in each player whether he turns 
out good or bad,” Reese continued. 


Moore Will Talk 
In New Orleans 


NEW ORLEANS. — James C. 
Moore, NADA executive vice-presi- 
dent, will be among the principal 
speakers at the 23rd annual con- 
vention of the Louisiana Automo- 
bile Dealers Assn. to be held here 
Feb. 15. 

Other speakers include E. F. 
Wonderlic, president, General Fi- 
nance Corp., and Amos E. Neyhart, 
administrative head, Public Safety 
Institute, Pennsylvania State Uni- 
versity, according to Garland Ma- 
haffey, association president. 

Everett Richaud, vic e-president 
of the association will be master of 
ceremonies. William J. Cleveland, 
Louisiana’s NADA director, will re- 
port on the activities of the na- 
tional association. 


On the House... 


“An automobile dealer has to do 
likewise, by hiring the best man 
available. 

“After carefully checking his 
character, reputation, family status, 
ambitions and his ability to sell 
himself, you can train him to sell 
autos if he has the aforementioned 
qualifications,” he said. 

He suggested the following trial 
period for the new salesman: 

The first month he should sell 
at least four to six new cars and 
two to four used cars. Give him 
a second month if he falls short 
of this goal because of bad 
breaks or economic conditions 
and a third month if he shows 
progress in the second. 

“At the end of the third month 
he is either a good salesman or not 
worth taking up floor time,” Reese 
said. “If he hasn’t made progress, 
get rid of him and try another one. 
This is what we did to build our 
sales force.” 


Adman to Address 
NADA Conclave 


WASHINGTON.—M. Belmont Ver 
Standig, president of the advertis- 
ing agency here bearing his name, 
will be among principal speakers at 
the 43rd annual NADA convention 
and exhibition here Jan. 30-Feb. 3. 

Ver Standig’s address, entitled 
“Today's Big Sales Killer: The 
Borax in Your Ads,” will highlight 
the convention’s morning session 
on Feb. 3. 





Falcon Leads Compacts 


In North Carolina 

RALEIGH, N. C.—According to 
the North Carolina Automobile 
Dealers Assn., compact-car reg- 
istrations in the state in Novem- 
ber were: 

Falcon, 418; Rambler, 387; Cor- 
vair, 325; Studebaker, 208, and 
Valiant 7. 





“ 


A Detroit newspaper is reported ready to launch 
a “Draft-Romney-for-Governor” campaign shortly 
after first of year. Page-one ballots will ask readers 


to choose whom 


they'd like to lead Michigan out 


of financial doldrums, with George Romney’s name 


heading list. 


Later, if readers so indicate, news- 


paper will follow with a crusade to draft AMC's 
president ... With Ford’s penchant for bird names 
on its products, the latest experimental small car 
(smaller than the Falcon) is dubbed the Humming 


Bird around the 


Wemhoft 


Ford shop... 


It’s reported in England that Henry Ford II will 
be in Melbourne March 7 to drive the first Ford 


The Han- 


ford Crockard Memorial Fund will be distributed as student loan 


funds in five California state colleges . . 


. Two New Orleans dealers, 


Joe Paretti and Oliver Cinnater, have been elected directors of 


city’s better business bureau . 
association’s field force... 


. Ken Necom has joined Iowa 


Binghamton (N. Y.) dealers’ sales and service forces took active 


role in city’s drive to cut December traffic deaths ... 


ex-NADA managing director, has 


serve as General Telephone’s vice-president there . . 


Missouri director, has been elected 


Fred Bell, 
been shifted to Wash!ngton to 
. Tom Allton, 
regional NADA vice-president . . . 


A Happy and Prosperous, New Year to All. 





—Pete Wemuorr, Editor, 
Automotive News 
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Governments Prefer New Sizes .. . 





Compacts Deepen Fleet Inroads 


tests, according to Public Works| partment chooses between the 


By John E, Walsh 
Staff Writer 

YONVENTIONAL autos will yield 

a greater share of their fleet- 
sales market to compact cars in 
the coming year, according to re- 
ports from governmental agencies 
which have been received by AvuTo- 
motive News. 

In Philadelphia, John E. Fran- 
cis, deputy public property com- 
missioner, said the city is con- 
sidering replacing most of its 
1,000-car fleet with the smaller 
cars. 


Several manufacturers have 
agreed to turn over their new com- 
pacts for an intensive testing pro- 
gram, he added. The city could save 
$225,000 alone on purchase price by 
the shift, he estimated. 

“And there would be further 
economies as a result of reduced 
operating and maintenance costs,” 
Francis said. 

Police Commissioner Thomas J. 
Gibbons likes the compacts, too. He 
said they would serve the police 
department “100 percent as well as 
standard cars now in use.” 

cm * + 
i PHOENIX, ARIZ., a spokes- 
man for the city’s purchasing 
department announced an order has 
been placed with Ray Korte for 34 
Rambler Americans. 


City officials in Raleigh, N. C.,| 


also are considering small-car pur- 
chases. Two Studebaker Larks have 
proven far more economical] than 
conventional cars during six-month 





Director Warren Mann. 

He said he will recommend 
that the city purchase additional 
economy cars for operations sim- 
ilar to those for which the Larks 
were bought last March, They 
were used by the inspections and 
water collections departments. 

Mann said the Larks were oper- 
ated at a cost of 2.19 cents and 2.8 
cents per mile during the tests, 
compared with 7.8 cents per mile 
for a conventional car used in the 
same type of work. 

The State of North Carolina also 
is preparing to place an order for 
Larks. A. W. Allers, purchasing 
agent, said the exact number will 
be decided when the education de- 





Was Sold 2 Faulty Cars 


In 30 Days, Buyer Says 


GRAND RAPIDS, Mich.—New- 
house Oldsmobile, Sparta, has 
been sued for $1,200 by a Grand 
Rapids man who said he wound 
up on the short end of two pur- 
chases from the dealership in 30 
days. 

Dewey Culp said he paid $1,644 
for a 1957 model that was not in 
proper running condition. He said 
he returned it within a month 
and bought a ’59 domestic com- 
pact whose right door was sprung. 
This car also was returned but 
the defendant didn’t refund his 
money, Culp said. 








Canadian Auto 


Leaders See 


Record Sales in 1960 


(Continued from Page 1) 


dian auto industry appears well on 
its way to its most productive per- 
iod in its history. 

Estimates indicate 1959 passen- 
ger-car sales will hit a record 425,- 
000 units, he said, compared with 
376,723 in 1958. There are strong 
indications that sales in 1960 will 
exceed this year's total, he added. 

~ * 


E, GRUNDY, president of Stu- 

® debaker-Packard of Canada, 

Ltd., said that barring further in- 

terruptions in the flow of steel, the 

auto industry in Canada can look 
forward to a good year in 1960. 

“There is every indication that 
Canadian economy will con- 
at a high level, sparked in- 
by the rebuilding of de- 
inventories and sustained 
a large capital expansion pro- 
gram,” he said. 

“Adequate funds to finance this 
activity should be available, at- 
tracted from outside sources and 
from our own Canadian investors 
by the high interest rates which 
will likely continue through the 
year,” Grundy added. 

Grundy said Studebaker-Packard 
doubled its production in 1959 and 
“we expect to see a further sub- 
stantial increase in 1960. Our Lark 
has not suffered in comparison with 
the compact cars introduced by our 
competitors, Rather our dealers re- 
port more interest and greater ac- 

ce.” 

Ron W. Todgham, president of 
Chrysler Corp. of Canada, said, 
“we are confident that consumer 
reaction to new North American 
conventional cars and to the new 
compact cars will be extremely 
favorable. Early indications as 
revealed by surveys recently com- 
leted by Chrysler of Canada, 
strongly support this view. Given 
the favorable outlook for con- 
sumer buying power and high in- 
tentions to buy, one can afford to 
be quite optimistic.” 

He said Chrysler planning for 
1960 is based on these two assump- 
tions: 

“First, that monetary and fiscal 
policies of Government will be de- 
signed to promote stable economic 
growth and that they will not be 
unduly restrictive in the consumer 
goods sector of the economy. 

“Second, that there will be no re- 
sumption of the steel strike after 
the 80-day cooling off period. 

H. J. lL. Suffield, managing di- 
rector of British Motor Corp., 
North American, said that “with 


“Tea 


the economic picture across the 
Dominion continuing to be steady 
and with our own accelerated ex- 
pansion of service programs fitting 
in with an improved dealer net- 
work plus a line of new Austin and 
Morris cars, the British Motor 
Corp. views optimistically the year 
1960.” 

Norman H, Bell, president of 
White Motor of Canada, said his 
firm’s sales increased substanti- 
ally in 1959 and added “we ex- 
pect to maintain and increase 
our share of the market in 1960. 
“Although there have been some 
rumors to the contrary, I am of 
the opinion that there will be a 
continued expansion of highway 
programs throughout Canada,” said 
Bell, “and this means that long- 
distance hauling will become more 
economically attractive requiring 
the efficiency, stamina, power and 
speed that is built into vehicles 
comprising the heavy-truck field.” 
Bell said first-quarter volume 
probably will be down slightly, due 
to shortage of steel, and added that 
“any increase in the price of steel 
inevitably will be reflected in the 
cost of our products.” 


Lark and Plymouth Savoy for driv- 
ing-training classes. 
* * * 

LLERS said the Lark bid was 

$1,551.18, which was $3.02 below 
the Ford Falcon figure. The Chev- 
rolet Corvair bid was about $75 
higher than Lark’s, he added. 

Even if the education department 
chooses the Plymouth, Allerg con- 
tinued, Larks will be purchased for 
the State motor pool. 

He said North Carolina also will 
buy 400 Ford Fairlanes at $1,720.46 
each, and 75 Ford two-door and 
four-door station wagons, Plym- 
outh was the second low bidder on 
the conventional cars, he added, 
and offered a further reduction of 
$100 for each driver-training car. 


Allers said bids on about 500 
new cars for the state highway 
= will be opened in Decem- 

P. 

Frank P. Free, Vermont pur- 
chasing agent, said he has arranged 
for a demonstration of several 
compact makes, The State operates 
200 passenger cars which are used 
by 28 departments. State Police 
would not use compacts, he said. 

The State of Washington an- 
nounced the award of contracts for 
83 autos at a total cost of $159,102. 
The successful bidders were: 
Imperial Motors (Chrysler-Plym- 
outh), Bremerton, 46 vehicles for 
$90,426; Capitol Chevrolet, Olympia, 
17 for $31,114; Westlake Chevrolet, 
Seattle, 12 at $22,056; West Side 
Ford, Inc., Seattle, four at $8,802, 
and Smith-Gandy, Inc, (Ford), Se- 
attle, four at $6,704. 
* * * 
T= Arkansas Purchasing De- 
partment announced it will pay 
$85,525, plus tradeins, for 66 ve- 
hicles from Moore Ford Co., North 
Little Rock, and Bale Chevrolet Co., 
Little Rock. 

Moore received the larger order, 
30 new State Police cars for $57,748. 
No tradeins were involved in this 
contract. 

The City of Detroit bought 27 
new Dodges from Stanford Motors, 
Inc., in suburban Lincoln Park, for 
uSe as police patrol cars. 

Seven cars, five for the police 
and the others for the engineer- 

ing and water departments, were 
purchased by the City of Salem, 
Ore., from Capitol Chevrolet for 
$9,629.60 plus tradeins. 

The steel strike cost Santa Fe 
Motor Co, (Chevrolet) an order for 
12 police cars for the City of Santa 
Fe, N. M. The company submitted 
the low bid but couldn’t promise 
delivery until after the strike was 
over, 

The order then went to Sanco 
Ford, the only other bidder, which 
said it could deliver the cars within 
45 days after the order was placed 
with the Ford division’s Denver 
office. 

Four of the six cars to be pur- 
chased for the Huntington (W. Va.) 
police will be compact models, ac- 
cording to a city official, He did 
not specify which make would be 
chosen. 





Sales Training Can Be Fun— 


Hoehn Chevrolet, Memphis, sparked the interest of its salesmen and increased their 
knowledge of the Corvair by holding a Corvair tournament. Basically, it was a series 
of contests pitting one salesman against another, testing their knowledge of the 
product. The winner of one contest, determined by the sales force, was pitted against 
the winner of another contest until the finals were held. The winner of a suit of 


clothes was Wally Wallace, right, pointing to the Corvair engine. 


Runnerup was 


Clyde Koch, left, also pointing to the engine. 





Ford Output Tops 2 Million— 


Henry Ford Il, left, observes Ford Motor Co. auto production climbing to its third 
highest annual total in 56 years. Car and truck output topped the 2,000,000 mark last 
Thursday (Dec. 17), but for picture purposes, the Ford president noted the event a day 
early, Ford visited the Mercury assembly plant in Wayne, Mich., to watch a 1960 Mer- 
cury convertible—chosen to represent Vehicle No. 2,000,000—roll off the line. Stand- 
ing directly opposite Ford in the photo are Ben D. Mills, Lincoln-Mercury general man- 
ager, and J. J. Kaye, plant manager, far right. Despite uncertain steel supplies late 
this year, company car and truck production will top an estimated 2,075,000 units, and 
will be exceeded only by the alltime high in 1955 and by output in 1957. It also 
reached the two-million level in the model-T year of 1923. 


For Salesmen’s Drive .. . 
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Detroit Dealers Brace 


(Continued from Page 2) 





Memphis, voted 34-to-14 for decer- 
tification of the Machinists and 
Teamsters Unions in a National 
Labor Relations Board election. 

The dealership had been work- 
ing under a six-month contract 
with the unions when it petition- 
ed for an election, contending 
that the unions no longer rep- 
resented a majority of the 
workers. 

According to Downing Pryor 
(Oldsmobile), president of the 
Memphis Automobile Dealers Assn., 
Southern Motors was the only deal- 
ership of the 25 in Memphis oper- 
ating under a union contract. 
There are no franchised dealers in 
Tennessee now organized by 
unions. 

There have been 14 NLRB elec- 
tions in Memphis since 1957. Of 
this number the dealers won 12 
and the unions two—Southern Mo- 
tors and Gilmore Motor Co. (Mer- 
cury). 

The Gilmore election was declar- 
ed void when it merged with Cor- 
bitt Motor Co. (Mercury), according 
to Pryor. 

In Hamburg, N. Y., service em- 
ployes at Walt Steffan Chevrolet, 
Inc., voted 15-to-2 in favor of rep- 
resentation by Amalgamated Local 
55, United Auto Workers, in an 
NLRB election. 

In Midland, Mich., all garage and 
service employes at Bandeen Chev- 
rolet Co, will vote for or against 
representation by District 50, 
United Mine Workers of America, 
in an NLRB election. 

* * * 


Aluminum Pact Signed 


eAnware, the United Steel- 
workers of America reached 
an agreement with five aluminum 
companies on new three-year con- 
tracts. 

Negotiators agreed on a benefit 
package which the union esti- 
mated at approximately 30 cents 
an hour for three years. The 
agreements covered 37,500 work- 
ers of Aluminum Co, of America, 
Reynolds Metals Co., Kaiser Alu- 
minum and Chemical Corp., 
Ormet Corp, and Olin-Mathieson 
Chemical Corp. 

The announcement said that the 
agreements with the aluminum 
firms differ in detail, but added 
that “in general, the wage increases 

for the three year average about 
21 cents.” 

“The remainder of the package 
is made up of fringe benefits, in- 
cluding total pickup by the com- 
panies of present employe contri- 
butions to insurance which average 


from 2% to 3 cents an hour for 
most of the companies.” 

The benefits are retroactive to 
Aug. 1. 


* * * 


Companies to Make Offer 


THE steel front, steel produc- 

ers last week agreed to union 

demands for company-by-company 
contract negotiations. 

Bargainers for each of the Il 
major steel companies conferred 
separately in Washington yester- 
day (Dec, 27) with union repre- 
sentatives. The other 82 stecl 
concerns involved in the dispute 
held similar meetings in their 
own localities. 

David J. McDonald, union presi- 
dent, hailed the change in bargain- 
ing, saying it is “what the union 
had been insisting on all along.” 

Industry officials indicated they 
had some misgivings about the 
plan, pointing out that company- 
by-company bargaining earlier had 
gotten nowhere. 

In other developments, the steel 
firms were directed by President 
Eisenhower's fact finding board to 
make their final contract offer to 
the union today (Dec, 28), If no 
settlement is reached by Jan. 6, 
the steel workers will vote on the 
companies’ last offer in an NLRB 
supervised election. 


U.S. Tax Agents 
Check on Imports 


In Louisville Area 


LOUISVILLE. — The Internal 
Revenue Service is checking im- 
ported-car dealers to determine 
whether the 10 percent Federal ex- 
cise tax on cars has been paid, 
according to William M. Gray, dis- 
trict director here. 

Gray said investigations in other 
cities disclosed that cars are being 
imported without payment of the 
tax. The importer is liable for the 
tax on each foreign car sold in the 
U. S., Gray said. 

He explained, however, that 4 
person who buys a car from 4 
foreign manufacturer and brings it 
to the U. S. for his own use is 
exempt from the tax. 

Gray said “attention will be paid 
to any tax-avoidance scheme used 
by importers to circumvent pay- 
ment of the tax.” 

The 10 percent tax levied on im- 
porters is equivalent to the manu- 
facturer’s excise tax charged on 
U. S.-made cars. In each case, it is 
passed along to the consumer, Im- 
ported cars also carry an 8% per 
cent import duty. 
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Two-Car Families Attracted .. . 





New Compacts Lure 
Used-Car Buyers 


(Continued from Page 1) 


have bought used cars or bought 
nothing at all. 

Of 2,091 Fords traded in for Fal- 
cons, 304 were ’52 models or ear- 
lier; 227 were ’53s; 235 were ’54s; 
251 were ’55s; 305 were ’56s; 342 
were ‘'57s; 188 were ’58s; 92 were 
59s, and for 147, no year was avail- 
able. 

City reports confirmed that a 
heavy preponderance of compact 
trades was originating from the 
“junk transportation” brackets, 
with new-car dealers facing a 
growing problem of whether to 
overhaul the oldies or whether to 
scrap. This conceivably could lead 
to a used-car market upheaval. 

Area market reports on compact- 
car buying trends follow: 

* * + 


Atlanta 


ALCONS, Corvairs and Valiants 
in the Atlanta market are 
selling as fast as dealers can get 
them. More could be sold if more 
were available, dealers say. No 
dealer ever has more than two 
on hand at a time, it is reported. 
Valiants have been particularly 
slow reaching dealer showrooms, 
but Valiant wagons and those with 
automatic transmissions are ex- 
pected to start coming in fairly 
good supply this week. 

More Falcons have been avail- 
able than other compacts, Fal- 
cons are allotted to dealers on 
about a 10 percent ratio of total 
Ford cars ordered by the dealer 
each month. Demand is three 
times greater than the supply, 
one Falcon dealer stated, Falcon 
supplies are expected to improve 
this week, 

At the rate the Corvair is selling, 
one dealer said he doubted if there 
would be adequate supplies “until 
late mext year. certainly not until 
March at the earliest.” 

One third of the cars this dealer 
ig selling are Corvairs. However, 
he said this percentage may change 
when more standard Chevrolets are 
available, 

* + 

_eouT 50 percent of compact 

sales are straight sales. Many 
buyers are purchasing compacts 
for their second and third cars, Of 
those trading in cars, most are 
older models ranging from ’50 
through '55, especially lower price 
lines. Few tradeing are foreign 
makes. 

Only one dealer (Valiant) re- 
ported most of his tradein sales 
were to owners of. late model 
“bulky” cars, such as Buicks, Olds- 
mobile, Dodge and Chrysler, Be- 
cause Valiants have been in such 
short supply, he has tried to up- 








grade buyers to Plymouth without 
success, he says. 

The percentage of cash to time 
Payment sales seems to vary here 
with the location of the dealer. 
One suburban Falcon dealer is sell- 
ing only 10 percent of his cars for 
cash, while a downtown dealer re- 
ports 50 percent cash sales. The 
latter adds this ratio will probably 
drop in favor of the time payments 
&@s soon as cars are plentiful. 


A Valiant dealer on the North- 
side is selling 60 percent of his 
cars for cash, a much higher cash 
ratio than Valiant dealers else- 
where in the city. 

A downtown Corvair dealer finds 
50 percent of his sales are for cash, 
while a suburban dealer’s Corvair 
cash sales are running only 25 to 
35 percent. 

+ * *. 

EALERS of all three makes be- 

lieve the majority of their sales 

are “conquests,” most buyers hav- 
ing declared they looked at all com- 
pacts before making their choice. 

The future for all compacts is 
“very favorable,” dealers say. 
They believe compacts will in- 
crease in popularity, and “will 
force conventional models to be | 
made smaller, with less ginger- | 
bread and more economical fea- | 
tures.” 

“One reason the three compacts 





have been so successful,” a Falcon 
dealer declares, “is that all have 
had good sales organizations be- 
hind them, Manufacturers did not 
make the mistake of setting up 
new untried dealers to market 
these cars.”—(E, C. Bash.) 


* * * 


Milwaukee 


OMPACT car dealers here have 

one thing in common: They 
want more cars. 

Falcons, Corvairs and Valiants 
are moving at a satisfactory pace, 
according to all dealers queried. 
Sales managers report that the ex- 
pected stepup in deliveries during 
January should prove a big volume 
booster. 

Valiant sales manager Dick 
Linden, at Rank & Son, claims 
the dealership is selling to a lot 
of people who had previously 
considered buying a foreign 
economy car, Conquest sales are 
accounting for “about half” of 
the transactions, he adds, 

“We recently took in a Cadillac 
and a DeSoto,” he said. 

Elmer Schwartzburg, Schwartz- 
burg Chevrolet, claims it is diffi- 
cult to place compact car buyers 
in any specific categories. 

“They come from. all over the 
board,” he finds. 

* * a. 
£4 to Schwartzburg, a 
good share of the Corvair sales 
is being made without tradeins. 
Likewise, he also is taking in a 
good share of big cars in trade. 

Milton Berman, Knippel Selig 
Ford sales boss, finds he is selling 
Falcons to a growing number of 
people who are buying their first 
new car. 

“A lot of these people are cus- 
tomers who are attracted by the 
lower price tag,” he said, “Before 
checking the Falcon they had 
been considering buying another 
late-model used car.” 

Tradeins are reportedly averag- 
ing a little older than those taken 
in on full-size domestic cars, This 
poses a problem, according to sev- 
eral dealers who hesitate to load 
up their used-car lots with older 
models, 

* * * 

AID Schwartzburg on the con- 

quest situation: 


“We could probably sell a lot 
more compacts if we could dispose 
of the cars people are offering us 
in trade, But, since we are getting 
only a limited supply of Corvairs, 





A Lark for Laos— 


Dr. Thomas A. Dooley, center, founder 
of two hospitals in Laos, is presented with 
a 1960 Lark station wagon, for use in 
laos, by A. J. Porta, Studebaker-Packard 
Corp. executive vice-president. Sister M. 
Madeleva, C. S. C., president, St. Mary's 
College, South Bend, Ind., witnesses the 
presentation which took place when Dr. 
Dooley came to the college for a talk. 
Dr. Dooley, 32, a cancer victim, assisted in 
establishing MEDICO (Medical Internation- 
al Co-Operation), a private organization 
setting up clinics throughout Asia and 
Africa. He is returning to Laos to start a 
third hospital. 





Texas Independents Play Santa Claus— 
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Officials of the Lubbock Independent Automobile Dealers Assn. look at the receipt 
book which shows that $4,181 was collected in a public car auction for the benefit 
of Lubbock Goodfellows. From left are Ed Fertsch, LIADA vice-president; Jim Robbins, 
LIADA treasurer; Chick Poindexter, past president of the Texas Independent Automo- 
bile Dealers Assn.; Otis Maner, LIADA, past president; and Joe Fralin, TIADA presi- 


dent. 


we feel we have to take care of 
our regular Chevrolet users first.” 


Most dealers agreed that a high 
percentage of their compacts are 
being sold for cash, Schwartz- 
burg Chevrolet said about 70 per- 
cent of its recent Corvair deals 
had been on a cash basis, 

“We do business primarily with 
the people who live on the conserv- 
ative, German-populated north side 
of Milwaukee,” Schwartzburg said. 
“Many of these people don’t like to 
buy a big ticket item until they 
have all the money on hand.” 

* + ++ 


AST SIDE CHEVROLET'S 

front office also noted that 
“about 75 percent” of Corvdir sales 
were cash. 

“Maybe the percentage of cash 
sales won’t be so high when we get 
more cars to sell,” the spokesman 
said. 

Comments on the outlook for 
compact car selling were unanim- 
ously optimistic. According to Rank 
& Son, “We are bound to cut in 
deeply into the low-priced car mar- 
ket.” 

According to Schwartzburg: “We 
are limited now by low supply. and 
a lack of variety in our Corvair 
stylings. But, when we get more 
models on the floor, such as two- 
doors and station wagons, our sales 
will really begin to climb.”—(Benn 


Ullman.) 
+ ca cm 


New Orleans 


ENTHUSIASM among dealers 
handling the new compact cars, 
Falcon, Corvair and Valiant, has 
been high since the introduction of 
the smaller cars. 

Dealers are optimistic regarding 
the future of the compact business. 
Most dealers say it isn’t a question 
of selling them, but a problem to 
get them. 

The Valiant dealers seem to have 
more unfilled orders than the Cor- 
vair and Falcon dealers. Each of 
the Valiant dealers had one car on 
the showroom floor with no inten- 
tion of selling it—just to show to 
prospective buyers. 

The Falcon and Corvair dealers 
also had unfilled orders, but not 
as many as the Valiant dealers. 
The dealer stock of the Corvair 
and Falcon was called unsatisfac- 
tory. 

Some dealers were grossing more 
on the compacts than on conven- 
tional cars. 

* * +” 

"Faas is no particular segment 

of people buying the compacts, 
according to the dealers, although 
a couple of dealers said these cars 
were sold mostly to school teachers, 
nurses and people living in subur- 
ban areas. 

Dealers said everything is being 
traded on the compacts, heavy 
stuff down to some imports. 

Conquest sales were greater with 


Valiant dealers than with Corvair| .) 


and Falcon, The dealers stated 
about 30 percent are straight sales. 
As to the ratio of cash to time 


sales, most dealers said it is on a| 


50-50 basis.—(Gordon Hebert.) 


* * * 


New York City 


QGTaaL. strike-imposed shortages | 


make a clear estimation of com- 





Dealers donated 30 cars for the auction. 


pact car reaction difficult to obtain, 
even from dealers. Yet the general 
impression from the majority of 
dealers is that compacts are here 
to stay, though their personal] esti- 
mates of how big the actual market 
is varies from 20 percent to as high 
as 80 percent of the total. 


Right now the impression is that 
people from all walks of life, a true 
cross-section of America, is buying 
the compact. One sales manager 
said: 

“It’s really too early to try and 
determine who will be buying 
these cars in quantity. Unfortu- 
nately we haven’t had enough 
cars yet actually to test the depth 
or breadth of the market, But 
what we have had has been sold 
to a varied cross-section of peo- 
ple. Doctors, plumbers, secretar- 
ies, young married people, older 
people, families with young kids, 
second car families, it has run 
the gamut.” 

Another dealer, whose success 
with the compact has not been 
startling, stated that his customers 
were all coming from the lower end 
of the middle class range, but tem- 
pered the statement by adding that 
much of his impression might be 
distorted because of the income 
groupings in the territory his deal- 
ership served. 

+ ~*~ * 
r IS interesting to note that the 
majority of dealers claim that 
they are taking older used cars in 
trade on the new small cars. 

“Most of the trades we get, when 
we get them, are older cars,” a 
Ford dealer said. “We notice that 
more than 90 percent of the trades 
are five years and older. 

“That fact doesn’t indicate that 
the people are struggling to make a 
living and couldn’t afford some- 
thing bigger or shall we say, better. 
It indicates to me that they are 
cautious buyers, who have been 
waiting for something more to 
their tastes, and the smal] car is 
finally the answer. They are not 


ha 


Honeywell Spoofs the Auto Industry— 





SUE UE EERIE EERE 


pretentious people, although most 
of them seem more than comfort- 
able.” 

Again, it is difficult to get a 
true picture of the market, but it 
seems that sales of the smaller 
cars do not necessarily include a 
trade, The impression gained was 
that trades were made in fewer 
than 50 percent of the cases 
where a new small car was pur- 
chased. To the minds of several 
dealers this indicates an expand- 
ing market of virgin new-car 
purchasers. 

Time sales patterns seem to fol- 
low closely on the heels of the 
standard-size car purchases, One 
dealer estimated his time sales as 
high as 90 percent, while another 
said his were as low as 45 percent. 

Yet the average works out to 
about 80 percent, with most dealers 
expressing delight at the number 
of time contracts the compact car 
stimulates. This, in conjunction 
with the better profits, by some $50 
to $100 per unit, makes the compact 
a particularly exciting piece of 
merchandise for most dealers today. 

* + + 

HERE are some side effects be- 

ginning to crop up, to take 

some of the first rosy glow off the 
newly ripened sales apple. Custom- 
ers are beginning to complain about 
the failure of their new compacts 
to deliver the economy claimed for 
them in early compact-car an- 
nouncement ads. This could become 
a sticky problem, and one which 
imports are bound to hop on, once 
it becomes general currency. 

A few optimistic dealers feel that 
the entry into the automotive mar- 
ket of higher-priced compacts will 
generate more excitement and in 
general be a welcome stimulant to 
a new theory, but it is only fair 
to state that they are in the minor- 
ity. 

The overwh majority of 
opinion right now is that a high- 
er-priced compact makes no 
sense at all, and that the market 
for such an undertaking is strict- 
ly limited. From the sales point 
of novelty appeal, such vehicles 
would have an initial good sale 
upon introduction, but the vast 
majority of dealers and sales 
managers feel the market would 
dry up rather quickly. 

Yet each man making such a 
statement appends his judgment by 
saying: 

“You can’t really tell about the 
American public thought. I’ve been 
wrong in the past and I might be 
wrong again.” 

Dealers in all lines of the com- 
pacts claim conquest sales. Many 
of them stating that they are even 
taking sales from the economy im- 
ports. But again, the absence of 
vehicle availability makes a gen- 
eral rounded picture of this situa- 
tion difficult to obtain, — (Ed 


Brown.) 
o~ . * 


Minneapolis 

(oeraet cars appear to have 

been well received by the public 
here, are selling and the dealers 
have great hopes for them in the 
future. Some dealers say that it’s 
the one-car family that is buying 
the compacts, while other dealers 

(Continued on Page 27, Col, 1) 





Minneapolis-Honeywell. Regulator Co. is off on its annual spree of spoofing its 


customers and itself and business generally with its lampooning calendar. 
edition seems certain to generate as many corporate chuckles as ever. 


Its 1960 
Eighty thou- 


sand of the multicolored calendars are being distributed by the avtomatic control 


firm's Philadelphia-based Brown instruments division. 


In this drawing, one of 12, 


artist Bill Eddy sees the lighter side in the automotive world. 
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If Strikes Don’t Intervene .. . 


Autos Map Peak Ad Outlays 


By Martin L. Whitmyer 
Staff Writer 


money into spectaculars and the 
possibility of new advertisers com- 


rena a resumption of the! ing into the medium, estimates net 
steel strike or a prolonged rail-| time and talent at $1,650,000,000 in 
road strike, which could force a! 1960. 


severe cutback in automotive pro- 
motional expenditures both on a 
local and national level, 1960 should 
go down as the biggest year for 
auto advertising. 

Media data estimated 1959 ad- 
vertising expenditures including 
production and talent cost, at 
$11.1 billion—an alltime high for 
promotions by U. S. manufactur- 
ers and retailers, 

The 1959 advertising expenditures 
marked a 7.8 percent increase over 
the $10,301,800 invested in product 
promotions in 1958, and is 7.7 per- 
cent above the previous high of 
$10,310,600 spent by U. S. advertis- 
ers in 1957. 


> * + 
Alu media anticipate increases 
in advertising revenue and 
some observers see overall adver- 
tising expenditures climbing to 
$12,321,000—a 11 percent boost over 
the record level of 1959. Individual 
reports from media, however, in 
most cases do not include talent 

and production costs. 

Newspapers, which estimated 

its total revenue at an alltime 
high of $3,450,000,000 in 1959, fore- 
cast “continued increases” in the 

use of the medium in 1960. 

Charles T. Lipscomb jr., presi- 
dent of the Bureau of Advertising 
of the American Newspaper Pub- 
lishers Assn., said that “barring 
unforeseen external problems, 
prospects seem good for continued 
increases in 1960.” 

“We base this forecast on the 
fact that the outlook for the econ- 
omy as a whole is favorable and on 
the further fact that newspaper 
selling activity, which will include 
the second year of the industry’s 
‘total selling’ program, is likely to 
hit new peaks of effort and effect- 
iveness,” he said. 

The $3,450,000,000 estimated as 
total newspaper revenue in 1959 
was an 8 percent boost over 1958, 
and tops the record $3,283,000,000 
U. S. advertisers spent in the me- 
dium in 1957. 


* * + 
TV Sights 10 Percent Raise 


4 tyrnerchdagmee pl , with many auto- 
motive advertisers pouring 


Churchill Hikes 
Profit Estimate 
To $25 Million 


SOUTH BEND. — Harold E. 
Churchill, president of Studebaker- 
Packard Corp., has raised his esti- 
mate of the company’s earnings in 
1959 to “in excess of $25 million.” 

Earlier, he had put 1959 earnings 
at $20 million, In a newspaper in- 
terview, Churchill said the com- 
pany’s sales this year will exceed 
$400 million, compared with $180.6 
million last year. 

S-P earnings this year will be 
tax-free due to the company’s tax- 
loss carryforward. Churchill said 
all but about $2 million of the 1959 
profit will come from automotive 
operations.” 

Sales of Mercedes-Benz cars will 
produce $1.5 million and the two 
plastics companies acquired by S-P 
this year will show a profit of about 
$500,000, Churchill said. 

Other Churchill comments 
cluded: 

Mercedes sales are being restrict- 
ed only by the availability of cars. 

S-P is aiming for 3 percent of the 
1960 auto market. What effect a 
renewal of the steel strike would 
have on S-P output has not been 
determined. 

Plant improvements have boosted 
output from 70 cars an hour a 
year ago to 84 at present, with 
an output potential of 95 cars an 
hour, There are no plans to add a 
second shift now. 

The company has 2,600 dealers, 
up from 1,900 a year ago. Of these, 
28 percent to 30 percent also sell 
other factories’ cars. 

Asked about dividends to stock- 
holders, Churchill saff he felt that 
“at the present time, there are 
other things more pressing to put 
a organization in a sound posi- 

, 


in- 


That would be close to a 10 
percent increase over the esti- 
mated $1,510,000 spent on televi- 
sion net time and talent in 1959, 
and last year’s revenue was 12 
percent over 1958, 

Automotive spot revenue was up 
from $7,376,000 in the first nine 
months of 1958 to an estimated 
$12,793,000 during the same period 
of 1958, but network revenue dipped 
from $39,681,540 to $32,450,804 over 
the same period. 

Heavy final quarter schedules, 
however, were expected to raise 
automotive revenue for 1959 past 
the previous year. Much of the lag 
in automotive spending resulted 
from a slow recovery from the 1958 
recession in the first quarter of 


last year. 
* = x 


Closed-Circuit TV Climbs 


E medium that seldom comes 

into contact with the public, 
but is being used more and more 
by manufacturers to tackle market- 
ing problems is closed-circuit tele- 
visions, which has grown steadily 
in the last three years. 


Theatre Network Television, 
Inc., which captured an estimated 
85 percent of the total dollar vol- 
ume in business and industrial 
closed-circuit telecasts in 1959, 
predicts a 25 percent increase in 
volume in 1960. 

Projecting this over the entire 
closed-circuit industry, it is likely 
the medium will take in more than 
$4 million in 1960. 

TNT’s growth over the last three 
years has been steady, with $1 mil- 
lion grossed in 1957; better than 
$1,350,000 in 1958, and an estimated 
$2,750,000 in 1959. 

a * * 
ANOTHER medium that expects 
close to a 12 percent increase 
in advertising in 1960 is radio, 
which in 1959 boosted a 7 percent 
growth over the recession year of 
1958. 

Despite a bad first quarter in 
which radio suffered late from ef- 
fects of the recession felt earlier 
by other media, total local radio 
expenditures, including produc- 
tion, amounted to an estimated 
$93,974,000 in 1959. National spot 
expenditures were estimated at 
$199,080,000. 

Industry sources say the 12 per- 
cent increase in radio advertising 
revenue in 1960 will be traced to 
an acceleration in the medium, 
particularly among auto dealers, 
and the recession no longer is a 
factor in the country’s economy. 

* * * 


Business Press Up 


9 PERCENT increase in rev- 

enue also is anticipated by the 
business press in 1960, with in- 
creases both in advertising pages 
and rates, 

Advertising dollar volume for 
business papers for 1960 is $550.0 
million, compared with $503.5 
million in 1959, Advertising pages 
in business papers will reach an 
estimated 1,220,000 in 1960, com- 
Pared with 1,183,000 in 1959. 

Business paper rates also are to 
rise sharply in 1960, with better 
than half the increases scheduled 
to be more than 10 percent. 

Of 265 representative publishing 
houses reporting in a survey pub- 
lished in the December issue of 
Media/Scope, close to half the mag- 
azines reporting expect to increase 


Late Report... 





ad rates during 1960, as compared 
with less than 30 percent in 1959. 
* * + 


UTDOOR advertising, which 

probably is the slowest to react 
to either the onset of a recession 
or prosperity, is confident of a 10 
percent increase in revenue in 1960, 
with the automotive classification 
enjoying a similar rise. 

“The steel strike did put a dent 
in our anticipated automobile and 
accessories volume in 1959,” said 
Felix W. Coste, president of Out- 
door Advertising, Inc., “but, never- 
theless, we feel that we had an ex- 
ceptionally good year in this classi- 
fication. 

“I think it can be said that more 
cars were advertised in outdoor in 
1959 than in any other year during 
the recent history of the medium. 

“Economy cars, of course, ac- 
counted for a healthy amount of 
the volume, represented especially 
by Corvair, Falcon, Lark and Dart, 
with an increasingly large number 
of foreign models.” 

Outdoor advertising by truck and 
tractor manufacturers also has 
been running at a good level. Tire 
companies also were heavy on out- 
door advertising in 1959. 

One survey estimated revenue 
from outdoor standardized adver- 
tising, including local, at $130 mil- 
lion in 1959, compared with $129.4 
million a year earlier. 

* + 


Peak for Magazines 


pyacaainas are forecasting in- 
creases of from 10 to 12 percent 
in 1960—an alltime high for the 
medium, 

Revenue in this medium was 
estimated at $775 million in 1959, 
or 14 percent above the $696 mil- 
lion expended by national adver- 
tisers in magazines in 1958. 

Alltime high for magazine adver- 
tising was 1957, when an estimated 
$741.3 million was spent in the 
medium. 


* a * 

LTHOUGH information on the 

local level is limited, it is esti- 
mated that gains in local radio, 
television and newspapers will give 
local media a substantial increase 
in revenue in 1960. 

Estimated total investments by 
local advertisers in 1960 is ex- 
pected to top by at least 10 per- 
cent the $4,275,000,000 expended 
in 1959 and mark an alltime high 
to expenditures on the local level. 

The 1959 expenditures by local 
advertisers marked an 8 percent 
increase over the $3,970,800,000 
spent on local media in 1958. 

Highs for the use of direct mail 

and other miscellaneous aspects of 
advertising also are anticipated for 
1960. 
Such investments by national ad- 
vertisers was estimated at close to 
$3 billion in 1959, compared with 
$2,787,900 in 1958. 


Ford Credit Plans 
18 to 25 Branches 
During Ist Year 


DEARBORN.—Ford Motor Credit 
Co. expects to open 18 to 25 branch 
offices during its first year of op- 
erations, according to Robert S. 
Olson, president. 

The company last week opened 
its third office in Detroit. The other 
two are in Chicago and Indianapo- 
lis. No other offices are expected to 
be opened during 1959, 

Manager of the Detroit office is 
Joseph C. Bradley, formerly with 
Detroit Bank and Trust Co. and 
Universal CIT Credit Corp. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week fell $15 to $1,206, according to Automotive News’ index. 
Only two models escaped the downward movement, with ’54s 


advancing $9 and ’55s adding $11. 


Losses amounted to $3 on 53s, $4 on 57s, $5 on ’56s, $23 on ’58s, 
$26 on ’59s and $74 on ’60s. New lows were established for ’60s, 


"58s and ’56s. 


At a group of representative auctions last week, the average 
consignment was 2380.2 units, compared with 275.2 a week earlier. 
The sales ratio was 65.7 percent, compared with 67.7 the previous 


week. 


Auction reports begin on Page 18, 




















Cleveland Independents Reelect Officers— 


Joe Chizek, seated, center, heads the group of officers to be reelected for a second 
term by the Cleveland Independent Automobile Dealers Assn. Other officers are Harry 
Halpert, board chairman; Mark Durschlag, vice-president. Standing, from left: Mannie 
Weiser, treasurer; Sam Messerman, honorary board chairman, and William Scher, 
treasurer. Not pictured are Lou Katz, vice-president; John Chicker, executive board 


chairman, and Irv Rubin, honorary chairman. 


* * * 


* * * 


Used-Car Leaders Forecast 
Big Sales Year in 1960 


DETROIT.—A big year in 1960 
for used-car sales has been pre- 
dicted by two officials of independ- 
ent dealer associations. 

In Seattle, Al Schwartz, president 
of the National Independent Auto- 
mobile Dealers Assn., told 150 mem- 
bers of the Washington State 
Independent Auto Dealers Assn. 
that 1960 will be a “banner year.” 

Joseph Chizek, reelected presi- 
dent of the Cleveland Independent 
Automobile Dealers Assn., told his 
group “the next 12 months should 
be one of the best years in Cleve- 
land used-car history.” 

Schwartz visited Washington 
dealers in his first trip to the Pa- 
cific Northwest to study market 
trends. 

He said his prediction of a good 
year in ’60 was based on a belief 
that the steel dispute will be settled 
soon. 

Chizek said “only a return to 
the strike in the steel industry 
could mar what should be a ban- 
ner year in sales. 

“Good employment, a heavy de- 
mand for automobiles, both domes- 
tic and foreign, and continued good 
service by the used-car dealer all 
add up to success in ’60,” he said. 

Other officers who will serve with 
Chizek next year are: 

Lou Katz, Kay’s Auto Sales, 


Rowe Is Elected 
YMAC President 


DETROIT.—W. Harold Rowe has 
been elected president of Yellow 
Mfg. Acceptance Corp. Formerly 
executive vice-president, he suc- 
ceeds Arvid E. Kallen, who retires 
Thursday (Dec, 31), after 36 years’ 
service, Kallen has been president 
of the company since 1936. 


Rowe joined YMAC in 1928 and 
was elected a vice-president in 
1953, In 1957, he joined General Mo- 
tors Acceptance Corp. and was 
elected a vice-president of that 
company the following year. He re- 
turned to YMAC last June as 
executive vice-president. 

The principal business of YMAC 
is“to finance wholesale and retail 
sales of vehicles manufactured by 
GMC Truck & Coach division, 
earth-moving equipment manufac- 
tured by Euclid division and diesel 
engines manufactured by Detroit 
Diesel Engine division of General 
Motors. 


Next Year Call It 
Mobil Oil Co. 


LOS ANGELES.—General Petro- 
leum Corp. will change its name 
Jan. 1 to Mobil Oil Co. 

Mobil Oil Co. will be the operat- 
ing division of Socony Mobil Oil 
Co., Inc., for the U. S. and Canada. 

General Petroleum said that, 
under the new name, basic opera- 
tions would be continued on the 
West Coast. 


and Mark Durschlag, Mark’s Mo- 
tors, vice-presidents; William 
Scher, Disney Motors, treasurer; 
Mannie Weiser, Time Motors, 
secretary; Hurry Halpert, Public 
Auto, board chairman, and John 
Chicker, Ansel-Hough, executive 
board chairman. 

Directors include James Barber, 
Arden Motors; Charles Cabot, All- 
state Motors; Irv Elk, Elk Motors; 
Milton Leiken, Milton Motors; 
Sandy Deutsch, King Motors; How- 
ard Lieberman, Motorville; Irv 
Nadler, Nadler-Scott Motors; Joe 
Terman, Terman Motors; Elliott 
Weisenberg, E & L Motors, and 
John Murphy, Universal. 


Champion Nantes 
Sales Manager; 


Two Promoted 


TOLEDO.—Harry F. Davis, man- 
ager of Champion Spark Plug Co.’s 
equipment sales division, Detroit, 
has been promoted to general sales 





oO. C. Leighty 


H. F. Davis 


manager, according to R. A. Stran- 
ahan jr., president. 

In his new position, Davis will 
direct both the company’s national 
sales program and the equipment 
sales division. O, C. Leighty, sales 





D. V. Sherman G. F. Owens 


vice-president, will remain with 
the firm in an advisory capacity. 


Dewey V. Sherman and George 
F.. Owens, who have been assistant 
sales managers, were named East- 
ern and Western sales managers, 
respectively. 

Davis joined Champion in 1936 
and prior to directing equipment 
sales, served as a special represen- 
tative and territory representative 
in the eastern states. Leighty, with 
Champion since 1919 was named 
vice-president and sales manager 
in 1954, 

Sherman has been with Cham- 
pion 34 years. 
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AUTO SHOW SURVEYS SHOW MILLIONS ARE NOW SAYING: 


“My next car will be a Rambler’ 


: Here’s How Auto Show Visitors Reported Their Buying Preferences 
After They Had Seen All The 1960 Cars, Big and Little, Side by Side 


America has seen the 1960 cars . . . and 
the vote for Rambler is overwhelming! 


ha PyW eas 
That’s what three separate surveys | y Ae 
within recent weeks have shown—the * 
* 


result of hundreds of on-the-spot inter- 


views conducted among auto show IN THE WEST 


Visitors who plan to buy a new car ila- 2nd at Seattle 
P y ead Fair Rambler eoorets ad of all cars, 


cane ) : pin a Peer" 
within the next 12 months. uto Show with 77 o izes, except, the largest. 
all cars Wil". . c ts, ¥ selling make which got a vote 0 


53.9% compared to 
the Counpant® Rambler. 


.| Rambler Spells er 


Success For Rambler ’60 


Rambler Dealers By The World’s Largest Builder of Compact Cars 
Everywhere! AMERICAN MOTORS CORPORATION 


14250 Plymouth Road, Detroit 32, Michigan 
Rambler Franchises Available in Canada and in important Export Markets. in Canada, Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 
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VW, Renault Adding Retailers . . . 


Import Plans for 1960 
Stress New Dealers 


By Ed Brown 
Staff Correspondent 
W YORK, — Auto importers 
here will continue to receive 
dealer applications next year, un- 
daunted by the arrival of the new 
American compacts, 

Volkswagen and Renault plan to 
add dealers in 1960, an AUTOMOTIVE 
News survey showed, while other 
importers expect to sign up re- 
placements for dealers who are lax 
on servicing. 

Officials of the organizations ex- 
clusively handling compact imports 
—Borgward, Peugeot and Volvo— 
voiced optimism for growing U. S. 
markets next year. Shipments of 
compact imports will be increased 
in the face of new competition 
from domestic makes. 

Comments from the leading im- 
ports were as follows: 

+ + 
Fiat 

R. J. CALVI, General Manager 

of Fiat, Inc., “Fiat is not and 
never has been in a race for top 
sales in the U. S. Instead, a good 
service organization is our top ob- 
jective. In 1960, we will be market- 
ing the same models which found 
favor with American buyers last 
year and will add a more substan- 
tial supply. 

“We shall feature the 2100 
sedan and station wagon, both 
high quality automobiles, and & 
genuine sports car, the 1500 
Spyder. In 1959 sales were quite 
gratifying and we are hopeful 
for even better results in the 
coming year, which will mean 
good business for all of our deal- 
ers who are numerically limited 
but conveniently located from 
coast to coast.” 

Fiat has some 380 dealers now, 
and it is not likely that the number 
will go much over 400 during 1960. 
However, Fiat does not want to 
discourage dealer applications, be- 





Colorado Gives 
Inspection Law 


Sharper Teeth 


DENVER. — State’s attorneys in 
each of the Colorado’s 18 judicial 
districts will be asked to file crim- 
inal charges against motor-vehicle 
dealers and salesmen who violate 
inspection laws, according to Rob- 
ert A. Theobald, director of the 
Colorado Department of Revenue. 

Offenders would be prosecuted 
under the State’s Dealers’ and 
Salesmen’s licensing Law. Violation 
is classified as a misdemeanor. 
State-licensed auto dealers and 
salesmen found guilty of a misde- 
meanor can lose their licenses, 

Theobald said several investiga- 
tors from his department will con- 
tinue checking complaints and 
present evidence Jan. 12 when the 
Colorado Motor Vehicle Dealers 
Advisory Beard meets with him. 

The advisory board is empower- 
ed by law to police member dealers 
and salesmen to enforce proper in- 
spections. The new policy grew out 
of a current crackdown on licens- 
ing stations, Theobald said. 





Fan Belt, Carburetor 


Improved on Corvair 

DETROIT. — An estimated 40 
changes—most of them minor 
engineering refinements — were 
made in the Corvair during the 
shutdown brought about by the 
steel shortage. An interior styl- 
ing switch involved the door 
panels, which now boast more 
appealing trim. 

Top engineering improvements 
concerned the fan belt and the 
carburetor. The size and material 
of the fan belt have been chang- 
ed, which is said to prevent 
. The car- 
red to pre- 
vent icing in high-humidity 
areas. It now has a summer and 
winter air-intake switch. 





—————— nse 
ee 


cause these are valuable as replace- 


ments, 


+ * 


Peugeot 
RANCOIS DAESCHNER, vice- 
president and general manager 
of Peugeot, Inc.: 

“During 1959, Peugeot has sold 
close to 1,000 cars a month and has 
maintained 16th place among im- 
ported makes, Since October, we 
have stepped up our import rate 
in anticipation of nearly doubling 
our 1959 sales rate during 1960. 

“This would move us up several 
notches in sales rank, past makes 
which have been on the American 
market longer than Peugeot and/or 
which are sports cars with special 
but limited appeal. 

“This increased volume of cars 
will permit us to expand some- 
what the number of Peugeot 
dealers. Until now, we have had 
to limit the number of our deal- 
ers to nearly 500. 

“We feel the introduction of 
American compacts will be viewed 
by the prospective buyers as an 
endorsement of the concept upon 
which Peugeot success has been 
built. We feel, also, that the Ameri- 
can compact will appeal primarily 
to the buyer of a second car, while 
most Peugeot owners have only 

one car. 

“We anticipate that about half 
the market for American compacts 
will be at the expense of larger 
American models; one-fourth will 
represent normal expansion of the 
market, and one-fourth will be at 
the expense of imported makes 
which fail to provide adequate 
parts supplies and service, This 
should not affect us.” 

* * 


Volkswagen 


NCLUDING trucks and station 
wagons, VW registrations will 
hit 150,000 units this year. Depend- 
ing upon how rapidly Wolfsburg 
can expand its production lines, 
1960 will be an even bigger year, it 
is felt. VW of America wil! con- 
tinue to get its 20 to 23 percent of 
total VW production. 

While 1959 was a record breaking 
year for imports, the appearance of 
the compact car and a number of 
other related factors have ail as- 
sembled in time to create the 
reaching of a plateau, Some of the 
related factors are the selectivity 
on the part of the customer. 

However, at VW it is felt that 
during this period of separation 
of boys from men, they will 
stand on the side of the men. 
This is based on the healthy 
financial position of their dealers, 

the rational distribution followed 
by VW, the continued popularity 
of the product and the continuing 
lists of potential customers. 

It is felt that the VW share of 
the total market will rise, as the 
total market shrinks some, because 
VW sales will continue to increase. 

New dealers are wanted, but they 


cannot be established until there 
(Continued on Page 26, Col, 2) 


* 





Rushing the Season— 


Nickey Chevrolet, Chicago, did not anticipate volume deliveries of '60 models until 
warm weather, so the firm ordered Bermuda shorts to be in season. However, new cars 
have begun to arrive so the salesmen celebrated by donning their spring uniforms, 
consisting of Kelly-Green flannel blazers with Nickey's backward “K"' emblem on the 
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‘Our Hearts Were Young and Gay'— 


In the spring of 1917, Jack Weed, left, then advertising manager of Hal Motor Car Jack that prac- 





Co., Cleveland, set out with Fred Junk, chief test driver for HAL, in a daylight race- 
test from Cleveland to Chicago. Other makes participated in the run, which was or- 
ganized to try out cars for Gen. John J. Pershing's use in France at the start of World 
War |. The HAL touring car here boasted an engine with 12 cylinders, cast in blocks 
of three, arranged two blocks on each side with cylinders set on an angle of 60 de- 
grees. With a bore of 2% inches and a stroke of 5 inches, it developed 39 horsepower 
from its 389.6 cubic inches. The car had a 135-inch wheelbase and weighed 3,975 


pounds. Price was $2,600. 








Haulers See No Problems 
In Moving Flood of ’60s 


By John K, Teahen Jr. 
Staff Writer 

H VU. S, auto manufacturers 
hoping to assemble more than 
two million cars during the first 
quarter of 1960, the task of moving 
those vehicles to the nation’s deal- 
ers has become a prime considera- 
tion in factory traffic departments. 

The big question involves the 
haulaway industry, which trans- 
ports about 85 percent of U. S.- 
made cars from factory to dealer. 
Will these carriers be able to 
handle the mountain of cars that 
is expected to pour from the 
plants during the next three 
months? 

Several auto makers told 
Automotive News that they antici- 
pate no shortage of haulaway facil- 
ities in the upcoming quarter. Shar- 
ing that view is the National 
Automobile Transporters Assn., the 
haulaway industry’s trade group. 

+ * + 

UT there are dissenters. Some 

manufacturers feel that there 
is quite likely to be a haulaway 
jamup before the quarter ends. 
They believe, however, that it will 
be a temporary situation. 

One traffic man put the critical 
period at late January and early 
February. “If we can get to Feb. 10 
without a tieup, we'll be over the 
hump,” he asserted. 

The steel situation, of course, 
could render any discussion of 
haulaway facilities and auto pro- 
duction strictly academic. If the 
steel workers resume their strike 
when the Taft-Hartley injunction 
expires, there will be few cars 
to haul, 

Auto men who foresee a haul- 
away shortage mention an increase 
in piggybacking to take up the 
slack, 

In this system, two four-car trail- 





breast pocket, matching Bermuda shorts, knee-length hose and matching ties. 





ers are loaded on a railroad flatcar 
for delivery to a distant point. 
Upon arrival, the trailers are hook- 
ed to tractors to complete the jour- 
ney to the dealership. 
- + * 
EMBERS of the National Auto- 
mobile Transporters Assn. have 
not informed their trade group of 
any impending shortage of facili- 
ties, according to W. A. Bresnahan, 
NATA general manager. 

“The haulaway industry always 
has been able to meet auto man- 
ufacturers’ needs in the past,” 
he said, “and we’re sure we'll be 
able to do so even if production 
exceeds two million cars in the 
first quarter.” 

Bresnahan explained that haul- 
away companies work among them- 
selves to meet the demand for 
facilities. A company that needs 
extra equipment often can lease it) 
from a firm that is not operating 
at capacity. 

If auto output reaches two mil- 
lion units in the first quarter, it 
will be the third time that figure 
has been topped for a three-month 
period. The other two occasions 
were in 1955. 

* o * 
vex industry assembled 2,129,593 
cars in the January-March 
quarter that year and followed with 
2,127,257 in the April-June period. 

Bresnahan noted that there is 
more haulaway equipment in oper- 
ation now than in 1955. On the 
other hand, these carriers now de- 
liver about 85 percent of cars to 
dealers, compared with some 72 per- 
cent a few years ago. 

Some U. S. makes rely on haul- 
aways for nearly 100 percent of 
their deliveries. In the import 
field, trucks carry virtually 100 
percent of Volkswagens and Re- 
naults to dealerships, Some 75 
percent of British Motor Corp. 
cars use this method, 

Importers aren’t worried about 
finding sufficient haulaway space. 
Many of their distributors have 
their own trailers and, in addition, 
there’s the “backhaul” situation 
which benefits the foreign makes. 

x + a 

HE imports begin their trips 

to dealers from the Atlantic, 
Pacific and Gulf coasts, and there 
are plenty of empty haulaways in 
the port cities, Drivers are happy 
to take on a load of imports to 
avoid deadheading home. 

Generally, imported autos can 
be carried by the same trailers 
that haul U. S. makes, despite 
the difference in wheel track. 

A haulaway source said modifi- 
cations sometimes must be made to 
carry the foreign makes, but he 
noted wryly that modification has 
become the rule rather than the 
exception in his business. Equip- 
ment must often be modified with 
each model change, he said. 











Auto Milestone 
For Jack Weed 


50 Years in Industry 
Completed by Writer 
By Robert M. Lienert 


Associate Editor 

oa are three things that just 
about everybody in the auto in- 
dustry knows about Jack Weed: 
Never bet against him on a fishing 
trip, in a cribbage 
game or in dig- 
ging out the hard 
facts on a tough 

reporting job. 
But there is an- 
other thing about 


tically nobody re- 
alizes, and even 
when you know 
about it, it’s hard 
to believe: 

Jack has com- 
pleted 50 years in the auto business. 


Twenty-six of those years have 





Jack Weed 


~—© been with Automotive News, most 


of the time as truck and service 
editor. 

In his 50 years on the firing line, 
Jack has seen ’em come and go. 

In fact, he was one of the first 
to go—being fired after only three, 
weeks on his first job, road-testing 
Oakland cars in the pioneering 
year of 1909. 

+ * * 
| ge! THE years since then, Jack 
has covered lots of ground, writ- 
ten uncounted thousands of auto- 
motive stories (told even more 
fishing yarns) and hung up some 
enviable records. 

One indication of his consum- 
ing interest in the automotive in- 
dustry is his record of never hav- 
ing missed a convention of ATA 
or NADA; of having attended 
every single ASI show. 

Jack, through editorial] influence 
and personal suggestion, was also 
one of the guiding forces behind 
the organization of the Truck Body 


| & Equipment Assn. 


* * * 


COr= the years, Jack has fought 
many battles within the indus- 
try, taking always the role dictated 
by conscience. 

One of his campaigns—and one 
that still continues—is the fight 
to eliminate the use of sub- 
standard brake fluids. Jack has 
labored long and hard on behalf 
of heavy-duty fluid and likes to 
think that he hag been partly re- 
sponsible for the adoption by 16 
states of legislation requiring the 
use of such fluid. 

Another continuing campaign of 
Jack’s has been centered on efforts 
to promote better cooperation be- 
tween dealers and truck equipment 
distributors. 

A great believer in automotive 
men forming friendships outside 
business hours, Jack takes credit in 
having arranged—more than 20 
years ago—a luncheon which 
brought together for the first time 


(Continued on Page 29, Col, 4) 








Sign Tells the Story— 


Greenwald Auto Co. (Ford), New Ken- 
sington, Pa., is using the trading post idea 
to give special identification to its new 
and used-car outlet located on the ovt- 
skirts of the city. The occasion of this g 
picture was delivery of a Thunderbird 
and the firm's first Falcon to a father-son 
combination. From left are Calvin Goss, 
vice-president, Goss Gas, Inc.; W. V. Gil- 
key, Greenwald general manager; John 
C. Goss, Goss president, and Fred |. Lyle, 
Greenwald president. 
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Rolling along the open road or on busy city streets, the sound of your Delco Radio comes through full and clear. It’s In-Person sound! A lifelike, distortion- 
free sound, specifically developed to fit the acoustical needs of Generali Motors cars. It has greater fidelity, clarity, tonal range. In addition to having the 
greatest undistorted output, Delco is the only car radio with Straight-Line Tuning—more station separation! And Delco’s performance is matched by its 
dependability and reliability wherever you drive. When you buy your 1960 Buick or other fine General Motors car, insist 


on In-Person sound. It’s yours with the radio designed for the car—the factory-approved, transistor-powered Delco. LLCO 
EPENDABILITY 


Division of General Motors e Kokomo, Indiana e World Leader in Auto Radio D it O 
ELIABILITY 


as advertised in The Saturday Evening Post 
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Events 


%& Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan. 17-19—National Independent Auto- 
mobile Dealers Assn., [3th Annual 
Convention, Eden Roc Hotel, Miami 


Beach, 

Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D, C. 

Feb, 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Apr. 24-26—Automobile Dealers Assn, of 
enema. Buena Vista Hotel, Biloxi, 

iss, 

Apr. 2426— Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
«| 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo, 

May 6-7—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview, 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston, 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 29-3I—New Mexico Automotive Deal- 
ers Assn.. Western Skies Hotel, Albu- 
qerque. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, Y. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 


Sept. I1-13—New Hampshire Automobile 
Dealers Assn.. Farragut House, Rye 
Beach, N. H 


Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-20—New York State Automobile 


Dealers, 37th Annual Convention, The 
Concord, Kiamesha Lake, N. Y, 
. & 2 
Auto: Shows 


Jan, 8-10--Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 8&16—Iindianapolis Auto Show, State 
Fair Grounds, Indianpolis, 

Jan, 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh. 

Jan. 9-17—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 





Automotive Cartoon 


Of the Week 


“In his case it's a family car... he has to have 
everybody's approval.” 


Letterbox 








‘Ford’s Paradox?. . .. - 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. 


Start Cleanup at Home 


Two statements made by Benson 
Ford in your Nov. 30 issue (“Earn 
Public Faith—” etc.), are, I feel, 


worthy of special note. 


First, with reference to “Dealer 
Foxes,” Mr. Ford states that “they 
lure him (the prospect) into the 
trap with false promises, bash him 
on the head, clean his pockets, 


Address Editor, Automotive News, Detroit 7, Mich. 





regardless of how he gets them, 
and if a dealer goes around bash- 
ing people in the head, he should 
be terminated quickly by the only 
people who can do it, the FAC- 
TORY! 

On point number one I say to Mr. 
Ford, if you are really interested 
in cleaning up the auto merchandis- 
ing and advertising, YOU and 









AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM Jan. 9-17—Buffalo Auto Show, Maston I yours must be the ones to instigate 
0 mu ¥ |. Fair and equitable contracts between manufacturers and dealers in Avenue Armory, Buffalo. pitch him into the alley, and Wall) the proceedings! OVERPRODUC- 
E motor vehicles, parts and accessories; oe. denice Vee Midwest Auto Show, | him not to come back.” It is inter-| pron and the STUPID REGIS- 
A { 2. Every dollar of auto excise, gasoline and oil taxes, collected by states eatie ry RRRR ES Kinetetes Hr esting to note that in the article) TRATION RACE are the father 
t and U. S. governments, applied to building and maintenance of highways; ee a, : i r 

E E { 3. Guard th Rages ns Pera ce etn tee ih x A ar a vr pate, Show ot the National | immediately to the left about dealer| nq mother of a baby with very 

4 ar: recepts of individual freedom, whi ma + a i i “ 

® e great ond ove tts Glin more of the better dings of life than anywhere a alg a a ads stressing availability, no less dirty pants, namely, “BLITZ SELL- 


than THREE Ford dealers are 
quoted as saying, “We've got plenty 
of 1960 Fords. Loaded convoys ar- 
riving daily. 243 new Fords avail- 
able.” Or, “Our quota for Novem- 


ING,” and don’t you forget it! 
The second point of interest in 
Mr. Ford’s talk was the customer 
who instead of “feeling a warm 
glow of pride, feels bilked, cheat- 


else in the world. 


NEWS Jan. 15-25—International Automobile 


Show, Mexico City. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan, 20-24—Lincoln Auto Show, Pershing 





Capsule Comment 


Although suffering minor losses in volume and penetra- 
tion of market, imported cars survived their first real test 
in October, the first month which saw all U. S. compacts on 
sale. 


Still capturing about 10 percent of the total U. S. mar- 


Almost identical with NADA’s results last March, 
the Oklahoma poll on territory security shows 68.6 per- 
cent of that state’s dealers in favor of such legislation, 
with a strong preference for Senator Monroney’s bonus- 


Municipal Auditorium, Lincoln, Neb. 
Jan. 21-23—Greenville Auto Show, Green- 
ville Memorial Auditorium, Greenville, 


$. €. 

Jan, 23-30 — Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 

Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
feckedes imports). 

Feb. 614—Detroit Auto Show, Artillery 
Armory (includes imports). 

Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb, 19-2I—Albuquerque Auto Show, State 
Fair Coliseum, Albuquerque, 


ber—255 new ’60 Fords: 144 ready 
for delivery.” Or, get this, “We will 
make our quota by volume prices.” 

There seems to be quite a bit of 
reference to “quotas,” doesn’t 
there? But, of course, the manu- 
facturers can’t get lots of regis- 
trations if they don’t produce lots 
of cars, and if they produce lots 
of cars they must have lots of 
dealers to stock them, pay floor- 
ing, service, storage, etc., and 
eventually sell them at “Volume 
prices.” By the way, who estab- 
lishes the “quotas”? Certainly not 
the dealers! 


ed, and duped. Instead of proudly 
displaying his new car, he wants 
to hide it in his garage and for- 
get the whole thing.” 

I would like to have Mr. Ford 
meet and converse with some of 
the nice unsuspecting folks who 
bought ’58 and ’59 Edsels from me. 
Seems as how they think I’m the 
one who stopped production on the 
spur of the moment. 

Quite a few of them feel bilked, 
cheated and duped, and not all of 
them have garages to hide their 
cars in, and it will be a long time 


Feb. 27-March 6—K ity Auto Sh 2 
x ton penpese!. P Municipal Auditorium Exvibitien Holl Is it possible thet Oe | momuten- ‘aaee" they “forget the whole 
Congres: eo ansa ity. Tr n regis- - 
jaw £0 convince . March 30-April 3 — Louisville Auto Show, turers are more interes gi In summary, I’m strongly in 


trations than they are in their deal- 
er’s welfare? Do they proceed on 
the theory that in order to register 
seven million cars in a year, they 


Seven to 7.5 million new cars could be sold in the U. S. dur- 
ing 1960, if the steel crisis is not extended beyond January, 


Kentucky Fair & Exposition Center, Louis- 


ville, 
Apr, 49—Philadelphia International Auto 
Show, Trade and Convention Center, 


favor of good housecleaning as Mr. 
Ford advocates, but let’s start at 
the TOP. The average automobile 


Philadelphia, (Foreign and Domestic deal  helstek anit tees in bis 
i i Cars. must build eight million? ealer is hones re 
believes AMC President George Romney. ; oct. ibaa — National Automobile Show, | Personally I have never heard of advertising an ¢ dealing, and 8 
' * - roauce rea- 
And, he forecasts, one out of every three cars sold will | Cobo Hell. Detroit. oo cis Audi. |@ dealer being terminated for pro given a chance bell — e 


dueing TOO MANY registrations, 


The Big Stories 


be a compact. 


torium, Memphis. 


Give Mr. Average Dealer 4 
chance and do away with the 
source and cause of cross selling, 
blitz merchandising, etc., and start 
on your own back porch, RIGHT 
AT THE FACTORY!—Byron Ros- 


In a drive against gyp selling practices, the Federal Trade 
Commission last week held its First Conference on Public 
Deception with representatives of 47 national organizations 


in attendance. 34 Years Ago 
: : Four million automobiles will be built in the U. S. in 1926, according || "N5°N, Albany, Ore. 
Trying to lock the barn before the horse is gone. to predictions made by Col. Leonard P. Ayres, vice-president, Cleve- ee 
* * * land Trust Co. For Trash-Free Roads 


It seems to me the automobile 
industry could do something very 
constructive about the “litterbug” 
problem. Why not build automo- 
biles with a trash receptacle hook- 
ea on the right hand front side, on 


NADA’s efforts to halt bad auto advertising are 
bringing tangible results, says Chairman Walter B. 
Cooper, who notes that “deliberate deceit is now con- 
fined to a small minority of dealers in metropolitan 


20 Years Ago 
A seven-passenger mode] has been added to the line of 1940 cars 
produced by Dodge. With a wheelbase of 139% inches—20 inches 
longer than the standard Dodge model—the new model is set on a 
special frame. 


areas. 7 ft 
" é iseuided he 10 Years Ago the inside of one of the back doors 

x Now if only these misguided dealers” can be brought A replacement parts distribution setup, designed to place General |; °F 0m the back of the back seat ° 

into line. Motors dealers in direct competition with independent parts jobbers, I think such a receptacle in- 


stalled in all cars would cut down 
appreciably the amount of trash 
thrown out along the highways.— 
Mary ANN Muissner, Arlington, V@ 


Here’s wishing you a Most Happy and Profitable New 
Year. 


has been announced by GM. Under the setup, an overriding wholesale 
discount of 12% percent will be granted GM dealers and distributors 
on those GM parts which they sell at wholesale. 
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BENDIX PROP SHAFT PARKING BRAKE 


independent holding power-PLUS! 


SS DL. 





FOR TRUCKS, BUSES AND OFF-THE-ROAD VEHICLES 


Here is the most efficient parking brake ever built. 
With its heavy duty torque capacity, it holds on any 
road grade and is equally effective in both forward 
and reverse parking. 

The Bendix* Prop Shaft Brake is truly an extra brake 
with fresh capacity completely independent of the 
service brakes. This independent brake application 
obviously saves wear and tear on service brake linings 
and drums as well as serving as a safety stand-by for 
many emergency situations. 

Service is simplified with self-centered brake shoes, 


and adjustments for lining wear are readily made 
from the outside. 

Rugged, light in weight and simple in design, the 
Bendix Prop Shaft Parking Brake meets the most ‘ 
exacting standards of the industry, and all I.C.C. and 
state requirements. 

There’s a size for every truck, including the heaviest 
highway rigs and off-the-road vehicles. 


Bendix Division South Bend, rnp. 


*REG. U.S. PAT. OFF. 








TT RST 


Each model change brings forth new and varied uses of 
stainless steel for functional parts—in windshield wipers 
and motors, radiators, heaters, engines, trim, and fasteners. 

Car and automotive parts manufacturers have found in 
stainless a combination of qualities unobtainable in any 
other commercial metal. 

Stainless steel parts are tough and strong, yet light- 
weight. They offer outstanding resistance to heat and 
wear. Stubbornly resist rust and corrosion. Maintain 
their strength and toughness through extremes of heat 
and cold. 

These are definite advantages that only stainless steel 
parts can offer. Advantages that can help you sell new 
cars. Advantages that help you save on reconditioning 
costs when those cars come back as trade-ins. 

Know the stainless steel parts on your product. Check 
your manufacturer’s parts list. Point them out to your 
prospects, both men and women. They know about and 
respect stainless steel’s outstanding qualities. Cash in on 
their confidence by making stainless a regular part of 
your sales story. 


REPUBLIC 
STEEL 


GENERAL OFFICES - CLEVELAND 1, OHIO 








Highways & Safety... 
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111 Million Drivers 
Predicted for 1975 


United States Government fore- 
casters expect nearly 30 million 
more drivers on the nation’s streets 
and highways in the next 15 years. 
They also foresee a steady improve- 
ment in driving safety. 

The predictions are for 111 mil- 
lion drivers by 1975—a 35 percent 
rise from the present 82 million; 
an increase of 2,400 miles of driv- 
ing per year for the average 


| driver, and a decline in the na- 


tional traffic fatality rate from 
last year’s 5.6 per hundred mil- 

lion vehicle miles to 4.4 by 1975. 

In the current issue of its quar- 
terly publication, Automotive 
Safety, the Automobile Manufac- 
turers Assn. said that youth educa- 
tion will have an important bear- 
ing on this anticipated safety 
progress. 

The publication said national 
youth groups have adopted traffic 
safety as a major theme and are 
conducting intensified educa- 
tion programs throughout the 
country to supplement safety train- 
ing in the schools. 

Under the sponsorship of these 
organizations, AMA said, millions 
of youngsters from kindergarten 
through their teens, are joining or- 
ganized traffic safety programs. 

“The programs include oratorical 
and essay contests, economy runs, 
safe driving trials, safety poster 
and window display contests, auto 
maintenance projects, safety litera- 
ture distribution and traffic safety 
shows and demonstrations,” AMA 
said. 

The goal is to develop drivers 
with more positive attitudes to- 
ward highway safety, a better 
understanding of traffic problems 
and greater driving skills, 

“Much of the impetus for ex- 
panding traffic safety activities in 
youth organizations comes from 
two seminars held in Washington 
under the sponsorship of the Au- 
tomotive Safety Foundation,” the 
article declared, 

The meetings brought together 
leaders from 26 national youth and 
safety groups in discussions of 
needs, resources and objectives for 
traffic safety efforts. Ideas develop- 
ed at the seminars are being con- 
solidated as a guidebook for other 
youth leaders. 

Supported by funds from motor- 
vehicle manufacturers and allied 
industries, the ASF also is giving 
direct aid to individual youth 
groups in development of special 
safety programs. One three-year 
4-H Club project on automotive 

care and safety, now in its pilot 
stages, is expected to reach nearly 
100,000 teen-agers in its first year. 

Other youth groups active in 
traffic safety include the Boys 
Clubs of America, Future Farm- 
ers, Future Homemakers, Future 
Teachers, Girl Scouts, American 
Farm Bureau Federation, Na- 
tional Grange, National Assn, of 
Student Councils, National Coun- 


Dr. McFarland 
To Address NADA 
30-Year Club 


WASHINGTON.—Dr. Kenneth 
McFarland, automotive educational 
consultant and General Motors lec- 
turer, will be among industry lead- 
ers who will speak at the 43rd 
annual NADA convention and exhi- 
bition here Jan. 30-Feb. 3. 

McFarland will deliver the prin- 
cipal address at NADA’s annual 30- 
Year Club breakfast, which this 
year will honor William J. Mallon, 
NADA director for New Jersey. The 
event will take place Feb. 2 at 
Washington’s Sheraton-Park Hotel. 

A school executive through 25 
years in public education, McFar- 
land has been described as “the 
teacher who made the whole con- 
tinent his personal classroom.” 

In addition to being an educa- 
tional consultant and guest lecturer 
for the GM, he is educational] direc- 
tor for the American Trucking 
Assns. and is a member of numer- 
ous educational associations and 
committees. 

















cil of Catholic Youth and the 
United Christian Youth Move- 
ment, 


Backing their efforts in addition | 
to the ASF are such organizations | 


as the American Automobile Assn., 


| Assn. of Casualty & Surety Com-| 


panies, National Education Assn., 
National Congress of Parents & 
Teachers, President’s Commit- 
tee for Traffic Safety and numerous 


governmental, business and civic 
agencies. eo on 
Researcher Tells 


How to Safeguard 
Children in Car 


Edward R. Dye, Orchard Park 
(N. Y.) automotive safety re- 
searcher, has come up with some 
ways of protecting children and 
infants riding in a car. 

Dye has published a_ booklet, 
“Safe Motoring for Your Child.” 
Former safety-design research di- 
rector at Cornell Aeronautical Lab- 
oratory, he now heads his own 
company, New Products Research. 
He was a pioneer in the develop- 
ment of auto safety belts. 

Dye said the records show that 
40 children are injured for each 
child killed while riding in a car. 

He offers these suggestions for 
protecting children: 

1. Don’t drive with a child on 
your lap. 

2. Don’t drive with a child stand- 
ing on a seat. You won’t feel free 
to apply the brakes, and if you do 
the child can be thrown against 
the windshield or instrument panel. 


By Leo T. Parker 
Attorney at Law 

ie IS important for all auto deal- 
ers to know that photographs 
are good evidence and should be 
preserved in all instances to prove 
that an employe 
or other person 
performed unlaw- 

ful acts. 

For example, in 
Reaves v. Su- 
preme Court, 316 
S. W. (2d) 824, it 
was shown that 
a man, named 
Reaves, was tried 
and convicted 
of burglary by 

L. T. Parker breaking into 
Ben Powell Chevrolet Co. and steal- 
ing certain chattels valued at more 
than $1,000. Reaves was sentenced 
to 20 years for burglary. 

He appealed to the higher court 
on the contention that he was not 
given a fair trial because the jury 
was permitted to see photographs 
of the auto company office and safe 
and the articles found in Reaves’ 
auto. These photographs were 
taken shortly after the burglary. 

The higher court approved the 








Congressman Cited— 


Rep. Dante B. Fascell, Florida Democrat, 
received the Greater Miami Automobile 
Dealers Assn. “outstanding citizen award" 
for his civic contributions to Dade County 
and the State of Florida. Presenting the 
plaque at a testimonial dinner was Bur- 
ton S. Kahn (Pontiac), GMADA president. 





3. Drive slowly with small chil- 
dren in the car. They have no good 
way to brace themselves in case of 
a sudden stop. 

4. Train the child to keep hands 
off the door handles, and lock the 
doors. 

5. Power windows are a tempta- 
| tion. Train your child to respect 
them or he might open the window 
| wide enough to fall out or close it 
on his fingers or even trap his 
head. 

6. Keep heavy objects off the 
back shelf and the seat behind the 


child. 
.e 


Safety Comncil 
Gives Tips to Aid 


Winter Driving 


Tips on winter driving are given 
in a booklet prepared by the Na- 
tional Safety Council. It is entitled 
“How to Winter-Wise Your Driv- 
ing.” 

Answers designed to help drivers 
combat winter hazards are sup- 
plied by the council’s committee on 
winter driving hazards, which has 
been working on these problems 
for two decades, the council said. 

The committee has drawn up 
these six basic rules: 

1. Winterize your car and your 
driving techniques. 

2. Have good tires and tire 
chains. Snow tires and reinforced 
chains are preferable for more 
severe conditions. 

3. Keep windshield and windows 
clear. Be sure that wiper blades, 
heater, defroster are working prop- 
erly. Ventilate car to keep inside 
of windows from fogging. 

4, Get the “feel” of the road. Ad- 
just speed to road and weather 
conditions. 

5. Follow at a safe distance. It 
takes from three to 12 times more 
distance to stop on snow and ice 





Court Decisions 


than it does on dry pavement. 
6. Pump your brakes. 












lower court’s conviction, saying: 

“The admission and relevancy of 
such matters rests largely in the 
discretion of the trial court. We 
conclude that the photographs en- 
abled the witnesses better to de- 
scribe, and the jury better to un- 
derstand, the testimony.” 

+ * + 


Law in Title Fraud 


A GREAT many arguments have 
been presented with respect to 
the correct legal answer to a ques- 
tion, as follows: “If a dealer deliv- 
ers an auto to a buyer but retains 
the certificate of title promising the 
buyer to have it filled in and reg- 
istered, who is the loser if the 
dealer, or one who gets the cer- 
tificate from the dealer, fills in the 
certificate improperly with his own 
name, and then uses the certificate 
to borrow money and mortgage the 
car?” 

For instance, in Walters, 205 
S.W. (2d) 215, the higher court 
held that the one who loans on 
such a certificate is the loser, 
because the person who thus ap- 
propriated the certificate is tech- 
nically a thief, and the law is 
well settled that one who steals 
an auto cannot under any cir- 
cumstances transfer a good and 
legal title. 

For comparison, see Beau v. 
Nichols, 278 S. W. (2d) 535, where 
the testimony showed these facts: 
An auto was stolen from the ga- 
rage of a dealer. Later it was learn- 
ed that a person had repainted the 
car a different color and had re- 
moved the engine from the stolen 
auto and installed therein another 
engine. This reworked auto was 
sold to a man, named Beau. 


In later litigation, the higher 


i] court held that Beau must give up 


possession of the revised auto to 
the dealer from whom it was origi- 
nally stolen. This court said: 

“It appears to be a settled rule 
that a purchaser of an automobile 
from one who has acquired pos- 
session thereof by theft, acquires 
no title thereto, and it is well set- 
tled that one in rightful possession 
of an automobile may maintain an 
action for its recovery against a 
thief or one holding under him.” 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 











Rust War Stepped Up 


In New Unitized Bodies ~--- 


Unitized Bodies of the New Compacts— 


By Joseph M. Callahan 
Engineering Editor 
py THE years to come the 
1960 cars will be remem- 
bered for many things, but 
the most fundamental change has 
been the abrupt stampede toward 
unitized construction. This car- 
making technique, whereby the in- 





by Joseph M. Callahan 





Growing Need Is Seen 
For Air Horn on Cars 


ECAUSE of the faster 
cars and high-speed 
highways in .wthis country, 


there’s a growing need for louder 
horns and the air horn best satis- 
fies this need. 

This is the contention of Harold 
F, Hadley, whose small Toledo 
firm, Hadley Mfg. Co., produces 70 
percent of the air horns used by 
trucks and cars in the U. S. This 
amounts to about 60,000 horns an- 
nually, 

Although he sells many stand- 
ard air horns to auto enthusiasts 
every year, Hadley now has de- 
veloped a horn that is especially 
adapted to the passenger car and 
he’s hopeful that it will be ap- | 
proved as a factory or dealer- | 
installed extra for some ’61 cars. | 


However, he is much closer to 
selling some of the factories on an 
air horn for light trucks—trucks 
that don’t have air brakes with 
their special high-pressure air| 
tanks. 

A curious fact is that although 
these horns could be actuated by 
any number of tricky electronic 
devices, they still will be actuated 
by the driver pulling on a rope. 
This is a concession to these light- 
truck drivers who like to honk 
their horns just the way the heavy- 
truck drivers do. 

* a * 


ADLEY feels there is a need for 
louder auto horns because more 
and more motorists are finding 
themselves on expressways follow- 





ing fast-moving 40-foot trucks 
(Continued on Page 23, Col, 1) 


| side and outside sheet metal is 
|made to carry the structural load 


of the car, will gain more adherents 
in the next couple of years. 

Unitized cars will represent all 
or part of the 1960 production of 
every U. S. maker except Stude- 
baker-Packard. Between 30 and 
33 percent of all American cars 
will be unitized this year—a far 
cry from 1956 when only Ram- 
bler’s 1.93 percent of the market 
was without a frame. 

Joining Rambler, Lincoln and 
Thunderbird this year in unitized 
construction are the three compact 


:|cars—Corvair, Falcon and Valiant 


—as well as four Chrysler Corp. 
large cars, Plymouth, Dodge, De- 
Soto and Chrysler. In addition, the 
vast majority of European imports 
is unitized. 

This basic change in car building 
focuses attention on a vitally im- 
portant problem for the unitized 





Compact Cars Get 
7 

Spotlight at SAE 
A SPECIAL session on engineer- 

ing problems during develop- 
ment of the compact cars will be 
a highlight of the annual meeting 
of the Society of Automotive Engi- 
neers in Detroit Jan. 11-15, 

Papers also will be presented on 
uses of nuclear energy in the auto- 
motive field, possibilities of the new 
air-cushion vehicles, direct conver- 
sion of heat to electricity, uses of 
plastics as automotive materials 
and adaptation of computers to the 
work of vehicle designers and 
builders. 

More than 85 companies will par- 
ticipate in the largest engineering 


display in the history of the meet- 
ing. 


Engineers’ 


body builders—how do you prevent 


the sheet metal from 


‘ i. 


rusting out? 
ca 


(Continued on Page 15, Col. 1) 
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Valiant 


Cutaway drawings of the unitized bodies of Corvair, left, Falcon, center, and Valiant 


rocker panels, from corrosion. 


Bad Winters Are Good 
For Tire-Chain Makers 


Ratan cam have pre- 


dicted that this winter is going | states, 


to be unusually severe, and one 
group of automotive suppliers—the 
tire chain makers—couldn’t be 
happier. 

Contrary to the belief of many, 
this industry, which was founded 
in a New England onion shed 55 
years ago, is still flourishing, 
with retail sales expected to hit 
about $20 million for some one 
million sets of car tire chains 
this winter. 

Adversaries have been numerous. 
There’s been the postwar phenom- 
enon of less severe winters, the in- 
creased use of snow tires, road 
sand, salt and other chemicals, 
more public road clearing and the 
popularization of the nonskid dif- 

ferential. 

Despite all this, the nation’s 10 
tire-chain makerg are confidently 
preparing for some good years, 
blissfully aware that many long- 
range weather forecasters are pre- 
dicting the beginning of a new 
50-year cycle of colder weather. 
In the recent past, they’ve had to 
be content with one good winter 
(or miserable winter, if you don’t 
make chains) out of every three. 

. 


3 Good Markets 


(eRe CHAIN sales are pretty 
well confined to the New Eng- 


Showcase 


@ Ed Cole, Chevrolet general manager, has declared 
that he’s willing to go on the record that, contrary 
to many implications and statements, Corvair en- 
gine production will not be converted from low- 
pressure permanent mold casting to die casting. 


@ A supplier reports that 


one of the Big Three has 


released drawings for a central hydraulic system 
for one of its cars—probably a ’62 model. Initially, 


the system will be used for power steering and 
brakes. Later its application will be expanded to 
power windows and seats. 

@ The recent AMA-announced smog development was 
actually developed at the General Motors Tech Cen- 
ter but was released by AMA because of a previous 
industry agreement. The device diverts noxious 


gases originating in the 


crankcase back to the en- 


gine combustion chambers. The key question ap- 
pears to be: How much smog is caused by gas from 


the crankcase? 





land, Upper Midwest and Mountain 
although severe snows in 
several Southern states last year 
upped sales there. Hilly towns in a 
snow belt, such as Pittsburgh and 
those in upper New York, are gen- 
erally the prime market areas. 


One tire chain proponent glee- | 


fully described his favorite win- 
ter as one in which “we have a 
couple of inches of snow; then a 
good cold spell, and then a few 
more inches on top of this, If 
there’s too much snow, people 
will just stay home,” 


Auto tire chains are sold for 
$12 to $20 a pair by auto dealers, 
jobbers and gas stations, In addi- 
tion to the public, the principal 
customers are U. S. military groups, 
various governmental departments 
and private fleets of cars and 
trucks. 

* co * 

CCORDING to the National 

Safety Council, tire chains can 
be a big help in overcoming the 
polishing action of tires spinning 
and skidding on snow and ice, 
which greatly increase the slipperi- 
ness of already hazardous road sur- 
faces. 

National Safety Council tests 
indicate that a car travelling at 
20 miles on loosely packed snow 
can stop in 60 feet with regular 
tires, 52 feet with snow tires, 46 
feet with regular tire chains and 
38 feet with reinforced tire 
chains. 

The same survey also shows that 
a car on loosely packed snow can 
get started 51 percent easier with 
snow tires than with regular tires. 
If the car has reinforced tire 
chains, starting will be 313 percent 
better. 


* * * 


How Industry Started 


yeas industry got its start in 
1904 when W. B. Lashar, who} 
worked for a Bridgeport (Conn.) 
chain company, became extremely 
|curious as to why a certain Col. 
Harry Weed kept ordering small 
quantities of short chains by mail. 
Lashar finally went down to Can- 
astota, N. Y., to call on Weed, an 
onion farmer and amateur inven-| 
tor. He learned to his surprise that | 
Weed was making tire chains for| 
(Continued on Page 22, Col, 3) 
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GLANCE at the original rocker show how the construction of each compact car differs. One of the most important 
panels below the doors of most differences is the method used to protect the underbody, especially the box-section 





Average H.P. 





Compacts Shrink 
°60 Horsepower 
To 238 Average 


W ss happened to the horse- 
power On the 1960 cars? 

A comparison of the average 
1960 engine to the typical 1959 
power plant reveals that horse- 
power declined 1.5 percent—from 
270 to 266 horsepower. 

However, if the horsepower on 
the three new compact cars is in- 
cluded in the computation, the 
horsepower of the average ‘60 en- 
gine drops to 238. The Corvair, Fal- 
con and Valiant have ratings of 
80, 90 and 101, respectively. 

Average horsepower for each 
make was computed by adding up 
the horsepower of each standard 
and optional engine offered and 
then dividing this total by the 
number of engines. 


* a * 
Eyetas the horsepower varia- | 
tions are achieved by equipping 
the same basic engine with differ- 
ent carburetors, exhaust systems 


|and other options, but the compari- 


sons of the '59 and ’60 engines are 
valid if the same method is used 
for both years. No effort was made 
to weigh these figures in relation 
to the popularity of the various en- 
gines. 

Ten makers reduced the power 
of their average engine. They 
were Buick (down 10 horse- 
power), Chevrolet (down eight), 
DeSoto (down three), Dodge 
(down 25), Edsel (down eight), 
Ford (down one), Lincoln (down 
35), Mercury (down 24), Oldsmo- 
bile (down 15), and Pontiac 
down six). 


The following three cars increas- 
(Continued on Page 22, Col, 4) 


























AUTOMOTIVE WASHINGTON 


Senator Eyes High Tariff 
As ‘Gift? to Car Makers 


By William Ullman 
Washington Bureau Chief 
| Sl were in the news in Washington, and not all of them 
were under the tree. Senator Kenneth B. Keating, New 
York Republican, wanted to make U. S. auto makers and 


others a present of a high 

protective tariff. The final 

p of witnesses before the 

Ways and Means Commit- 

tee generously 

urged a Federal 
tax cut. 

Keating’s gen- 
erous impulse 
was prompted in 
part by “the rap- 
id increase in the 
importation of in- 
expensive men’s 
suits from the 
Far East, par- 
ticularly from 
Wiliam Uliman Japan and Hong 
Kong,” which are being priced far 
beneath those made in America. 

The New Yorker said he would 
introduce a bill to provide relief to 
certain industries through the Sec- 
retary of Labor. 

“The bill centers attention on 
the fact that wages and working 
conditions, which are controlled 
by law in the U. S., often makes 
it impossible for an American 
‘manufacturer to compete with 

manufacturers in foreign coun- 
tries in which wages are lower,” 
Keating said, 

“The proposal that the differen- 
tial in wages and working condi- 
tions should be taken into account 
in our trade policies is not a new 
one, although to my knowledge, 
little effort has been made to estab- 
lish this principle in law,” he 
added. 

Industries “badly hit” by cheap 
imports, according to the Senator, 
include clothing, automobiles, toys, 
light appliances, copper and brass 
pipes, tile, footwear, utensils, tools, 





What's New... 


rugs, steel ingots and heavy ma- 
chinery. : 

Present tariff on car imports is 
8.5 percent, although this rate is 
scheduled to drop at regular inter- 
vals until it eventually reaches 5 


percent. 
+ * + 


Ford Opposed to Hike 


T ISN’T certain whether all auto 

makers would welcome Keat- 
ing’s present, even if it could be- 
come law. Henry Ford II, for 
example, has appeared as a Con- 
gressional witness on the side of 
low duties and free trade. 

Also dubious about proposed 
gifts was Rep. Wilbur Mills, 
Arkansas Democrat and chair- 
man of House Ways and Means. 
After listening to a variety of 

tax-cut proposals for the last five 
weeks, he said he was “a little pes- 
simistic” about making reductions 
without corresponding steps to in- 
crease revenue from other sources. 
Action would be impossible before 
1961, he added. 

* 


* * 


Court to Rule on Gifts 


[= U. S. Supreme Court is 
going to be worrying over gifts 
long after the trash man has 
picked up the Christmas trees, The 
Court granted a Government plea 
for a ruling on the difference be- 
tween a tax-free gift and taxable 
income. 

The Government wants a rul- 


ing on the whole field of union . 


ard business “gifts,” including 
benefits paid to striking workers 
by their union. Government at- 
torneys also want the answer to 
such payments as severance pay, 
pensions, widow bonuses, employe 
bonuses, tips, Christmas gifts to 






buyers, finder’s fees, reference 
fees to lawyers, and kickbacks, 

The Government believes the “es- 
sence of a gift is that it springs 
from purely personal motivations— 
love, sympathy, generosity — to 
which the existence of a business 
purpose or justification is anti- 
thetic.” 


* * * 


Tax ‘Blue Book’ Available 


No quite a present, but almost, 
is the 1960 edition of the Inter- 
nal Revenue Service’s Blue Book, 
“Your Federal Income Tax.” 

Far more complete than the 
white pamphlet that comes free 
with income-tax forms, the blue 
book consists of 144 pages and 
describes all pertinent changes in 
the tax laws. Rights of appeal 
also are explained. The book 
costs only 40 cents from the Su- 
perintendent of Documents, 
Government Printing Office, 
Washington 25, D. C. 

New this year will be tax form 
1040W, a two-page job designed to 
simplify reporting for taxpayers 
whose income consists of salary 
and wages, plus not more than $200 
of dividends and income. The old 
four-page form 1040, plus the 
punch-card form 1040A, also will be 


available. 
a ok 


+ 
Bell Returning to Capital 


EAR ADMIRAL FREDERICK 
J. BELL, former NADA head, 
will be back in Washington Jan. 7. 
Bell, senior vice-president of 
industrial and public relations for 
Sylvania Electric Products, Inc., 
will return as vice-president of 
the Washington office for Syl- 
vania’s parent company, General 
Telephone & Electronics Corp. 
Bell will be responsible for co- 
ordinating relationships bet ween 
GT&E and the Federal Govern- 
ment. Bell guided NADA for six 
years, from 1953 to 1959. 


* * * 


U. C. Dealers Unite 


p Att move in the probe of 
shady used-car dealer practices 
in Washington came when 25 small 
used-car firms in the area formed 
their own Metropolitan Automobile 
Dealers Assn. (MADA). 

MADA’s attorney said the associ- 
ation was created “to establish 
within the used-car industry an 
organization to promote standards 
of ethical business practices.” 


In Parts and Accessory Distribution 





CHICAGO, — Warehousemen of 
the National Automotive Parts 
Assn, and their supplying manufac- 
turers, gathered for their annual 
meeting here, heard Robert L. 
Stacey, general manager, report a 
17 percent increase in NAPA sales 


ton Looney, Atlanta. Roy C. Bar- 
rett, Columbus, O., was named vice- 
president; W. G. Gurich, Chicago, 
secretary, and Stacey was named 
general manager. 

Directors named, in addition to 
Test and Barrett, were J. H. Bald- 


for the first 10 months of 1959 as| win, Indianapolis; A. F. Baxter, 


compared with 1958. 
Stacey also predicted a further 





Ny 





W. G. Gurich R. L. Stacey 
increase in NAPA volume for 1960. 

Other speakers included W. M. 
Stuart of Martin-Senour Co., 
chairman of the NAPA advertis- 
ing co who reviewed the 
1959 NAPA advertising program, 
and outlined the committee’s 
plans for continuation and exten- 
sion of the program in 1960. 

D. N. Test jr., San Antonio, was 
- elected president, succeeding Wil- 





Buffalo; H. E. Bowman, Des 
Moines; H. A. Bradley jr., Phila- 
delphia; J. O. Brittain, Oklahoma 





Firms Merge— 


John E. Echlin, left, president of Echlin 
Mfg. Co., Branford, Conn., and Leonard N. 
Fisher, right, president of United © Parts 
Mfg. Co., Chicago, Ill., mark the merger 
of Echlin and United with a handshake. 
Directors and stockholders of both com- 
panies have approved the merger to take 
place upon receipt of Treasury Department 
approval. Fisher will become a director 
and vice-president of Echlin and remain 
as president of the United Parts division. 
Charles D. Meginley also remains as United 
vice-president. 


City; R. C. Colyear, Los Angeles; 
J. R, Courim, Chicago; J. T. Emer- 
son sr., Milwaukee; Carlyle Fraser, 
Atlanta; Malcolm Fraser, Mem- 
phis; Frank Hummel, Salt Lake 





City; W. Looney, Atlanta; Ethel 
Meador, Richmond, Va.; F. E. 
Nolen, Los Angeles; Paul C. Schwe- 
singer, Cleveland; F. F. Rohrer, 
Pittsburgh; G. P. Rouge, Syracuse; 
and G. E. Schuman, Honolulu. 

The NADA manufacturers’ 
council reelected Neil A. Moore, 
Dana Corp., as chairman; E, J. 
Muldoon, New Britain Machine 
Co., vice-chairman, and Charles 
Lansdale, De Koven Mfg. Co., 
secretary and treasurer. 

Other directors named were H. 
W. Clough, Belden Mfg. Co.; J. E. 
E chlin, Echlin Mfg. Co.; L. N. 
Fisher, United Parts Mfg. Co.; Ed- 
ward Gammie, Victor Mfg. & Gas- 
ket Co.; C. B. Johnson, Precision 
Parts Co.; A, M. Currier jr., Clevite 
Service; Jack McCandless, National 
Products, Inc.; Charles Adams, Ve- 


At Autolite Kickoff Party— 





Top Detroit sports figures and representatives from Electric Autolite Co., Toledo, 
gathered at a kickoff party to celebrate Autolite's sponsorship of the “Budd Lynch 
sports show” Monday through Friday on WWJ radio in Detroit. Assembled to honor 
Lynch were, standing, from left, Buster Ramsey, Detroit Lions defensive coach; Red 
Rocha, Detroit Pistons head coach; Bill Kenville, Pistons guard; Alex Delvecchio, Detroit 
Red Wings forward; Lefty Wilson, Red Wings trainer, and George Wilson, Lions head 
coach. Seated with Lynch, left, are Autolite President Robert H. Davies and Edwin R. 


Stroh, Autolite sales vice-president. 





TV Spending Climbs .. . 





Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

Third quarter television spot 
gross time expenditures by national 
and regional advertisers totalled 
$133,581,000, compared with $113,- 
184,000 in the like period of 1958, 
the Television Bureau of Advertis- 
ing reported. Automotive was up 
from $1,438,000 to $5,233,000. 

An analysis comparing the 291 
stations reporting during the third 
quarter of 1959 and 1958 showed an 
increase of 13.8 percent in spot tele- 
vision expenditures. The total re- 
flects reporting from 342 stations in 
1959, 317 stations in 1958. 

Spot expenditures in the three 
quarters of 1959 totalled $448,904,- 
000, against $362,599,000 in the like 
period of 1958, an increase of 23.8 
percent. 


* * * 


Personnel Changes 

Andrew Sbrocco from writer on 
the Michigan City (Ind.) News Dis- 
patch to public relations staff of 
Automotive Parts Rebuilders Assn. 
... R. N. (Buck) Wright jr. from 
assistant news editor of the Chrys- 
ler Corp. press information section 
to manager of the Detroit office of 
the Dodge News Bureau, succeed- 
ing Raymond Guiles, who has re- 
turned to the central staff . . . Clyde 
E. Schetter from assistant public 
relations manager to Western pub- 
lic relations manager of Goodyear 
Tire & Rubber Co. . . . Robert J. 
Barrus from advertising staff of 
Union Carbide Plastics Co. to ad- 
vertising manager of Jefferson 
Chemical Co., Ine., Houston ... 





hicle Products Co.; G. Z. Spencer, |” 


Trico Products Corp.; Stuart, 
Martin-Senour Co., and M. B. Terry, 


American Brakeblok Division, |’ 


American Brake Shoe Co. 
* * * 


Canadian Group Schedules 


Management, Sales Course 


OTTAWA, Ont. — The Canadian 
Automotive Wholesalers’ & Manu- 
facturers’ Assn. again will hold its 
advanced management and sales 
course at the Banff School of Fine 
Arts in Banff, Alta., Apr. 17-30. 

Because of the success of last 
year’s course, the 1960 program has 
been extended from 10 days to two 
weeks, an association spokesman 
said. At least four lecturers will be 
personnel from the automotive re- 
placement industry, he said. 





For Sports Cars— 


Custom-tailored tread is offered by 
Goodyear Tire & Rubber Co. on its new 
line of sports car competition tires. The 
new tire, called the “Sports Car Special,” 
is svailable in three different tread com- 
pounds, tailored to fit all track conditions, 
according to Goodyear, The new tire is 
shown here alongside the company's 1920 
model racing tire. The old tire, 4Y% inches 
wide mounted on 32-inch rim is for racing 
on board tracks and high-speed beach 
runs. 


Sheldon Fitterer from advertising 
sales staff of Electronic Periodicals, 
Ine., Cleveland, to advertising sales 
staff of Stanley Publishing Co., 
Chicago . . . Peter Molson, former 
editor of Road & Track and man- 
aging editor of Motor Trend, to 
editorial staff of Consumer Reports. 
* aa * 

Sports Illustrated Ups 2 

John B. Ross, formerly Detroit 
sales manager, has been appointed 
to the new post of automotive man- 





J. G. Miles 


J. B. Ross 
ager of Sports Illustrated maga- 
zine. 

John G. Miles, a member of the 
Detroit sales staff since 1957, suc- 
ceeds Ross as Detroit manager. 

Ross’ new assignment reflects the 
steady growth of Sports Illustrated 
as a basic advertising medium in 
the automotive field, according to 
L. L. Callaway jr., advertising di- 
rector. The magazine now stands 
fifth among all magazines in the 
P. I. B. car classification, Callaway 
said. 

* ” ok : 
Detroit Adcraft Picks Wilson 

Lee H. Wilson has been named 
executive secretary of The Adcraft 
Club of Detroit, succeeding Loren 
T. Robinson, effective Jan. 1. Rob- 





L, H. Wilson 


L. T. Robinson 


inson will remain with the Club 
as a consultant until July 1, 1960, 


according to Wendell D. Moore, 
president. Wilson has been assist- 
ant secretary. 

“This change in - assignments 
carries out the long-range plan 
initiated when both’ men were ap- 
pointed to the Club’s executive 
staff in July, 1956," Moore said. 
Robinson assumed the Adcraft 

Club position upon his retirement 
from Campbell-Ewald Co., national 
advertising agency, with which he 
had been associated for 34 years. 
Wilson was previously vice-presi- 
dent of James P. Chapman, Inc., 
public relations firm. 
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On New Unitized Bodies .. . 


Factories Strive to Cut Rust 


(Continued from Page 13) 


current cars that are two, three or 
four years old will show that un- 
derbody corrosion is considerable, 
particularly in very damp or salty 
regions. This is merely a resale or 
aesthetic problem when the car’s 
structure is supported by a rail- 
road-track-like frame. 

But if this same amount of cor- 
rosion ‘were permitted to eat away 
the underbody structural members 
of a unitized body, the results could 
be catastrophic. Serious structural 
defects would occur and the event- 
ual collapse of the whole car would 
not be an impossibility. 

Of course, the body engineer at 
each auto company recognized 
the major proportions of this 
problem at the outset and each 
maker has devoted varying 
amounts of money and effort to- 
ward its solution. And peculiarly 
for this industry, whose members 
are so often criticized for copy- 
ing each other, each solution in- 
troduced by the Big Three this 
year differs widely from the 
others. 

It’s well to recognize at this point 
that it’s not the floor pan that must 
be given this extra durability. It’s 
the underbody members that carry 
the structural] load—rear rails, 
rocker panels, torque boxes, cross 
members and front rail extensions. 

+ * * 


Inside Is Important 


Se the key problem 
with these box-section members 
is how to protect their insides from 
corrosion. Damaging rust, of course, 
occurs on the outside of these 
members, but rusting develops 
much faster in areas where the 
moisture and the salts linger in 
comparative isolation. 

Awareness that the inside of 
these box sections must be pro- 
tected from corrosion in the best 
and most economical manner ex- 
plains why several makers — 
American Motors, Chrysler Corp. 
and Lincoln — depend largely on 
the body dipping system. 

However, the other auto makers 
have studied this problem at length 
and are convinced that their anti- 
corrosion techniques are the best. 
Only time and the study of these 
structural members a few years 
hence will tell who was most cor- 
rect. 

One process that all the auto| 
makers do use in common and one 
that has been employed for every 
U. S. car since World War II is 
“bonderiting” or “bonderizing’—a 
phosphate coating which is put on 
the bare metal to greatly improve 
the paint adhesion. In this process, 
the metal surface is covered with 
a nonmetallic, crystalene coating 
integral with the base metal. 

* * * 


JRONDERIZING was largely de- 
veloped by Parker Rust Proof 
Co. which still Supplies this coat- 
ing, and scores of others, for about 
70 percent of the industry. Amchem 
Products, Inc., supplies the re- 
mainder of the industry. 

Probably the most extensive 
study and the most unique solution 
to this problem of underbody cor- 
rosion was made by Ford Motor 
Co. engineers for the Falcon. 

For 2% years before the Fal- 
con was introduced, these engi- 
neers studied almost every 
anti-corrosion process. known, 
including the partial-dip primer 
method used by Lincoln. 

Among the methods examined at 
great length were plastic urethane 
foam coatings, copper-bearing 
paints, vinyl coatings, rust inhibitor 
paints, epoxy primer dip tanks, 
— films and galvanized 

Steel. 


* + * 
3 Questions Asked 

OHN WIDMAN, manager of ad- 

vanced body engineering for 
Ford Motor Co., told AuTomMoTivs 
News that each process was exam- 
ined on the basis of how it would 
solve these three problems: 

1. How do you paint it? 
2. How do you weld it? 
3. How do you apply it? 

Of course, another requisite of 
the most desirable process was 
that it be compatible with exist- 
ing manufacturing facilities, 
such as bake ovens. 

Widman said, “We found some 
plastics that cling extremely well, 


but when we went to weld them, 
they produced too much insulation 
for good welding. Plastic coatings 
‘were unsuitable for other areas be- 
cause we had to paint them.” 

* *” 


ATER-EMULSION anticorro- 
sion paints did an excellent 
job of protection but there was 
concern that these paints might be 
dissolved by moisture and wash off. 
A major problem here and in the 
whole business of automobile cor- 
rosion is that whenever a piece of 
metal has a cold side and a warm 
side, condensation will form on the 
warm side and lead to corrosion if 
the metal is not amply protected. 
Body engineers, as well as ex- 
haust syste m engineers, have 
learned that moisture is the big 
enemy. If the water can be elimi- 
nated, there will be little corro- 
sion on the underbody or the 
muffler, regardless of what salts 
or acids are present. Of course, 
salts and acids greatly accelerate 
rusting. 
Widman said that at the con- 
clusion of their studies the galvan- 


/mportant it 


*1,080. 


ized steel “was head and shoulders 
above every other material.” This 
steel is coated in a hot, continuous 
dip process. 

* 


* 
Difficult to Weld 
Howavae, the galvanized steel 
still presented one problem—it 
was difficult to weld. The material 
itself was weldable, but after a 
number of welds zinc oxide began 
to form on the copper electrodes. 
This film would act as an insulator, 
impairing the passage of current. 
Periodically, welding had to be 
halted and the electrodes cleaned. 
This problem was simplified by 
Widman who asked one of his as- 
sistants, Jerry Friedman, to come 
up with a process that would per- 
mit 2,400 spot welds of a specified 
minimum size before the electrodes 
would require cleaning. 

This would permit 600 welds an 
hour for four hours, making it 
possible to clean the electrodes 
during lunch time or at the end 
of a shift. 

Friedman took the problem to 


ACTS 


P.O.E.* 
EAST COAST 





Weirton Steel Corp. which devel- 
oped a “differentially-coated” gal- 
vanized steel. About % of the hot 
zine coating on one side of this 
sheet steel is wiped off, but leav- 
ing enough zinc on to give a fair 
degree of protection. U. S. Steel and 
Armco Steel also supply Ford with 
this metal now. 
* * * 
T WAS reasoned that this dif- 
ferentially-coated steel would 
give the Falcon customer car life 
equivalent to that of a frame-body 
car because the heavily galvanized 
steel would be on the inside, while 
the thinly coated sides also would 
receive one or more coats of paint. 


Widman said that, after the gal- 
vanized steel was tentatively select- 
ed, it was subjected to a good deal 
of comparative testing with other 
anticorrosion methods. Invariably 
the galvanized steel was superior, 
he said. The tests were made by 
putting galvanized steel on one side 
of the car and another type of pro- 
tection on the other side. 

He pointed out that the zinc 
coating on the galvanized steel 
does form an oxide but that it 
tends to be self-protecting and 
doesn’t spread. The oxide must be 
removed from the exterior por- 

(Continued on Page 24, Col. 2) 
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Service Station 
Claims ‘Proof’ of 


s s s 
Oil-Firm Coercion 

WASHINGTON.—A House small 
business subcommittee hag heard a 
tape recording of an incident in 
which an oil company representa- 
tive allegedly tried to dictate what 
a service station sells, 

F. H. Thompson, Atlanta station 
operator, presented the recording 
and a film of the incident. 

In the recording, Thomas J. 
Lampkin, sales representative for 
Sinclair Oil Co., told Thompson that 
Sinclair wanted him to carry a 
complete line of its products and 
warned that, if he tried to sell 
competitive products, Sinclair 
would not renew his lease for the 
station, 

Lampkin admitted to the sub- 
committee that his actions in the 
incident were “close to dictatorial.” 

Harold T. Halfpenny, counsel for 
the Automotive Service Industries 
Assn., called on Congress to bar 
big oil companies from the auto 
accessories field, 


You should know about 


*Slightly Kigher in the West 


Since the Vespa ‘‘400” was first introduced into the United States a few months ago, over 
300 dealers have been franchised. 


There are 12 spare parts warehouses located in key cities throughout the United States, main- 
tained by Vespa distributors, which guarantee you a steady supply of spare parts, anytime, 


anywhere. 


The dealer profit realized on the sale of a Vespa “400”, is equal to that of a car selling for 
twice the price. 


FIND OUT TODAY HOW YOU CAN BENEFIT FROM THE FANTASTIC SUCCESS THE VESPA “400” IS 
ENJOYING. FOR COMPLETE FRANCHISE INFORMATION WRITE: 
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LONG 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 167 OF A SERIES 


The following are highlights of a speech given by 
Benson Ford, Vice President and Chairman of 
the Dealer Policy Board, Ford Motor Company, 







before a recent meeting of the Arkansas 






State Auto Dealers Association. 












In the late 1950’s there were signs for 
all to read that many consumers had 
become a little restless with the automobile 
business. Customers found that they could 
turn elsewhere to spend their money, and 
many did. We suddenly discovered a new 
stall open in the marketplace to handle the 
growing demand for economy cars—an indi- 9 
cation that the customer was becoming — 
increasingly selective in his automobile % 
buying. 


The year 1958 forced all of us to sit up and™ 
take notice, and dealer and manufacturer 
alike began doing a lot of things to rejuvenate 
the man-and-his-car romance. It appears that 
up to now those measures have had some 
solid success. However, we must avoid risk- 


ing any deterioration in the improved cus- 
tomer relations that have been built up so § cer 


i lake Oh customer carefully during 1958 and 1959. 


Speaking for one company, I can say there 

/ never has been a time in my recollection 

S COTY e d ‘ when the customer complaint file was so thin 
or when we have received so many unsolicited 
testimonials about the good treatment 
received at the hands of our dealers. It’s 
essential that this performance be maintained. 





























The good will of this industry is a matter of 
critical importance to all of us. 





Recently my brother, Henry Ford II, said 
to a group of Ford dealers that the surest 
“. . . satisfy the one, 





road to success is to 
universal, unchanging desire of every auto- 

















mobile customer who ever lived—the desire 
for quality of product, excellence of service 
and fairness of treatment in the dealership. 
his is the lifeboat that will take us through 
hen the seas are dark and uncertain... 
he product may change; the customer may 
thange; the one thing we can depend on 
bsolutely is that quality product and 
quality service will keep us afloat.” 


et me elaborate on that thought. 


t is true that over the years the average 
rar buyer not only has received more and 
more value for his automotive dollar, but 
so pays substantially less for the same 
mount of automobile, relative to his earn- 
ng power. 


the average buyer does not see the 

pr in relative terms. He sees only the 

es on the price tag. And even on the 

led small economy car, the price figures 

m very large in his eyes. This fact repre- 

ts an important psychological factor in 
he sale of automobiles. 


or the dollar sign on the 1960 car, con- 

ers expect to buy a good deal more than 
sic transportation. They seek intangible 
alues—smartness of style and performance, 
certain sense of prestige, evidence, if you 
ill, of their success and progress in life. 
ese are vitally important factors in the 
illingness of people to turn over their cars 
equently, to buy the values implicit in a 
ew car, rather than settle for mere “‘good 
transportation.” 


And it is these all-important intangibles, the 

hings that make for pride of ownership, that 

be destroyed by negligence or worse, 
unethical practices in the dealership. 


et’s put ourselves in the place of the cus- 
omer. Any good salesman does that regu- 
rly as a matter of course. 


‘hen he walks into a dealership he may be 
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received as the very important person he is, 
the red carpet unfurled, and in due course 
he will be prevailed upon to part from his 
precious dollars. He will be sent out with the 
feeling that his taste is exceptional, his busi- 
ness acumen great. He has made a good deal 
and acquired a great bargain, and he’s the 
proudest guy in the neighborhood. And his 
car is the best car in the world and his dealer 
is the best dealer. 


But our man may not be so fortunate. Per- 
haps as he walks into the dealership he is 
appraised by the cold eyes of a salesman who 
prides himself on his capacities as a judge of 
human nature. So he decides this fellow, with 
the princely gift in his hand is a shopper, or 
perhaps just waiting for a bus, and he gives 
him either a fast brush-off or what Damon 
Runyon described as “The Complete Ignore.” 


Hell hath no fury like a customer scorned. 
All of us, without exception, resent careless, 
negligent attention when we spend our 
money. We can get pretty mad when a 
waiter is slow or slovenly in bringing us a 
bowl of soup. That resentment is magnified 
several thousand times when something as 
big as an automobile sale is in question. At 
best, our customer will walk out in a huff 
and go to the nearest competitive dealer. At 
worst, he may go out and buy a motor 
scooter and spend the difference on a swim- 
ming pool. 


While this kind of negligence is damaging to 
the whole automobile business, it is by no 
means the worst thing that can happen. 


For our customer may fall into the clutches of 
one of those hit-and-run artists who leave 
behind a trail of battered and bleeding cus- 
tomers with a built-in hate for automobiles 
and all that goes with them. 


They lure the customer into the trap with 
false promises, bash him on the head, clean 
his pockets, pitch him into the alley and 
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warn him not to come back. 


When the poor customer comes to, he has a 
splitting headache, a bad taste in his mouth, 
and a sense of guilt and remorse about the 
whole business. Instead of that warm glow 
of pride, he feels bilked, cheated and duped. 
Instead of proudly displaying his new car, 
he wants to hide it in the garage and forget 
about the whole thing. 


That kind of resentment directly attacks the 
intangible emotional factors in our buying 
public that spell the difference between great 
markets and merely so-so automobile markets 
in the future. The question is whether the 
romance between the American people and 
their automobiles will bloom and flourish 
or merely settle down into a marriage of 
convenience and necessity. 


The bad practices of the few make life hard 
for everybody else. This minority makes it 
hard for all dealers to play the game as 
cleanly as they would like to. Until the dis- 
ruptive influences are restrained or elimi- 
nated, dealers in general are not going to 
realize the kind of profits they might reason- 
ably expect in a given market. Neither are the 
good, ethical dealers going to enjoy the public 
confidence and esteem that they deserve. 


We are opening a new chapter in the history 
of the automobile business—a chapter labeled 
1960. The economy is on a strong up-swing. 
Hundreds of thousands of potential buyers 
who kept their purses under their pillows in 
1958 and even in 1959 are waking up and 
blinking their eyes and waiting curiously to 
see what we have to offer them. 


This is a perfect time and a perfect oppor- 
tunity for all of us to remind ourselves that 
our customers are men and women with the 
same human natures and needs that we all 
share, to embrace them tenderly and put 
them in our pockets and keep them there this 
year, next year and the years to come. 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 
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"58 
Feb. 


Dec. Jan. 


Prices marked with an asterisk 
indicate a unit equipped with an 
oe transmission or over- 


and (ps) indicates power 


severing 
PORTLAND, ORE. 


Portiand Auto Auction, Sale every Tues- 
day. Prices are for sale of Dec, 15. 


BUICK—’58 Century 4-dr. Riviera, §1,- 
890* (ps). 

’56 Century 4-dr. Riviera, $1,170* (ps). 
’55 Super 2-dr. Riviera, $745* (ps); 
Special 2-dr., $745*. 

CHEVROLET—’ 59 Impala (8) 4-dr. hard- 
top, $2,220*, $2,185* (ps), $2,150; 4- 
dr., $2,165* (ps). 

’58 Brookwood (8) 4-dr., $1,575*; Bis- 


$1,425; Biscayne (6) 


cayne (8) 4-dr., 
4-dr., $1,180, 
‘55 Two-ten 
$755. 
*53 Two-ten 2-dr., $320. 
DODGE—’55 Coronet 
$695*. 


(8) station wagon 2-dr., 


(8) 2-dr. hardtop, 


COLORADO 





Denver Auto Auction 
95 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 





CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn, 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





North-East-South-West 
Automotive News' 






“Leading Used-Car Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK, 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 




















NEW JERSEY 





Flint Auto Auction, Inc. (Minutes from New York City 


FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously, 
® Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 
Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers, 
Fair management. 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar 2-3/8! 





Nee 
-DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just Yq mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


ST. LOUIS AUTO 


AUCTION BARN, INC. 


3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 
We Issue Our Checks and insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 


NORB RUCH 
Twin Ring Selling 





|S 
AUTO AUCTION 






EXCLUSIVELY FOR AUTO DEALERS 
INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


hs hb ali ic bi 
NO sheesh Uy 


f the £ 


Pe.0 527 


At the Cros ad 


Every WEDNESDAY, 7 Ce m 


NATIONAL AUTO 
DEALERS EXCHANGE 








An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 
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"55 Century 4-dr., $750*; 4-dr. Riviera, 
$600*; Super 4-dr., $515* (ps); Spe- 
cial 2-dr. Riviera, $490*; 2-dr., $400*, 

"54 Super 4-dr., $400*; 2-dr, Riviera, 
$375*; RM 2- dr., $355". 

— (62) Sedan de Ville, $1,- 

"55 (75) 4-dr., $350*, 

’52 (62) 4-dr., $150*. 

CHEV ROLET— C0 Corvair (6) 4-dr., $1,. 

’59 Brookwood (8) 4-dr., $2,020*; Be 
Air (6) 2-dr., $1,725; Biscayne (6) 2 
dr., $1,550. 

’58 Biscayne (8) 4-dr., $1,355*; 2-dr, 
$1,025 : 


’57 Bel Air (8) conv., $1,230; 2-dr. hard 


top, $925*; Two-ten (8) 4-dr., $1,000°, 
$960*; Two-ten (6) 2-dr., $975"; One- 
fifty (6) 2-dr., $770, $610. 

’56 Nomad (8) 2-dr., $1,005* (ps); Two. 
ten (8) station wagon 4-dr., $970* 
(ps); Bel Air (8) 4-dr, hardtop, $9305, 
$3890*. 

*55 Bel Air (8) conv., $665*; 2-dr., $550, 
$335; Two-ten (8) 2-dr., $450*, $400; 
4-dr., $400; Delray, $365*; One-fifty 
(6) 2-dr., $265. 

54 Bel Air 2-dr. hardtop, $425*; 4-dr., 
$335* (ps), $320*; Two-ten 4-dr,, 
$410*; One-fifty 2-dr., $175. 

’53 Bel Air 4-dr., $305*; Two-ten station 
wagon 4-dr., $240. 

DeSOTO—’59 Firesweep 2-dr., $2,130*. 
DODGE—’57 Sierra (8) 4-dr., $1,100* (ps); 
Royal (8) 4-dr., $570*. 

’56 Coronet (6) 2-dr., $395. 

EDSEL—’58 Ranger 4-dr., $805. 
FORD—'60 Falcon (6) 2-dr., $2,000. 


’59 Thunderbird (8) 2-dr. hardtop, $3,- 



















68 4°59 58 4°59 568 °59 "58 4°50 568 °59 58°50 "68 °59 "568 °59 568 4°59 5S °59 160* (ps); conv., $2,955* (ps); Gal- 
May June July Aug. Sept. Oct. Nov. Dec. axie (8) conv., $2,180*; Country Sedan 
(8) 4-dr., $2, 110°, $1, 900*; Fairlane 
Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 500 (8) 2-dr, Victoria, $1,750* (ps); 
Figures alongside bars represent dollars. (Copyright, 1959, by Automotive News) an ne aeer 8) 2-dr., $1,575, $1,500; 
ae (8) conv., $2,710* (ps); 
FORD—’59 Galaxie (8) 2-dr. Victoria, $2,- (ps); (88) 4-dr, Holiday, $1,090* (ps). $1,100; Chevrolet %-to airlane 500 (8) conv., $1,465*. 
300° (pe), $2,225" (pa), $2,150" (pe};| 'S6 (98) 2-dr Holiday, $986" (ps); (88) | °52 Chevrolet Yscton pickup, ga7or’ * | "57 Country Sedan (8) ‘4-dr., $1,310 
Country Sedan (8) 4-dr., $2,145*; 4-dr, Holiday, $975*, : F (ps), $1,250; Fairlane 500 (8) 2-dr,, 
Fairlane 500 (8) 2-dr, Victoria, $2,- "55 (88) 2-dr. Holiday, $960* (ps); (88) FLINT $1,060* (ps); 4-dr. Victoria, $1,030*, 
145* (ps); Fairlane (8) 4-dr., $1,720*. Super 4-dr., $820* (ps). $1,015*; Custom 300 (8) 4-dr., $835; 
58 Thunderbird (8) 2-dr, hardtop, $2,-| 54 (88) 2-dr. Holiday, $460*. Flint Auto Auction, Inc, Sale every Wed-| ,,CUStom (6) 2-dr., $705. 
995*; Fairlane (8) 2-dr., $1,300*, $1,- "53 (88) Super 4-dr., $250*. nesday. Prices are for sale of Dec, 16, 1959 56 Country Sedan (8) 4-dr., $675* (ps); 
250*; Fairlane 500 (8) 4-dr, Victoria, "52 (98) 4-dr., $150* (ps). models drop slightly—prices on older mod- Custom (8) A-ar., $635*; Fairlane (8) 
| $1,240* (ps), PACKARD—'54 Clipper 4-dr., $450°. els seemed unchanged. Sold 175 cars from SS, Se". ee) ee. Vie 
57 Fairlane 500 (8) 4-dr, Victoria, $1,- ; 277 consignments. $585*; conv., $505*. 
500* (ps); 4-dr., $1,225* (ps); Custom PLYMOUTH—’'57 Savoy (8) 4-dr., $1,445*; BUICK—’ te ‘55 Fairlane (8) 2-dr. Victoria, $595"; 
300 (6) 4-dr., $970* (ps); Custom (8)| ,, Suburban (8) 4-dr., $1,280°. "60 LeSabre 2-dr. hardtop, $3,- Custom (8) 4-dr., $395, $310*; 2-dr., 
2-dr., $950, $810*. ’56 Savoy (8) 4-dr., $695", $570*. 075* (ps). $325, $315*; Main (6) 2-dr., $315. 
‘56 Fairlane (8) 2-dr, Victoria, $1,- 55 Suburban (8) 4-dr., $795*; Belvedere 59 Electra 4-dr., $2,500*; LeSabre conv., ’54 Custom (6) 4-dr., $300*; Custom (8) 
025°". FE (8) conv., $445*. $2,455* (ps); 2-dr. hardtop, $2,160*. 4-dr., $210*. 
'55 Country Sedan (8) 4-dr., $895; Fair- 54 Belvedere 2-dr. hardtop, $315* (ps).| ’58 RM 4-dr. Riviera, $1,975*, $1,850*;| °53 Custom (8) 2-dr., $185; 4-dr., $145; 
lane (8) 4-dr., $850; Custom (8) 4-| PONTIAC—’58 Star Chief 2-dr. Catalina, Super 4-dr. Riviera, $1,850* (ps), $1,- Crest (8) 2-dr., $160. 
r., $680, $1,890* (ps). 830* (ps); 2-dr. Riviera, $1,755* (ps), | IMPERIAL—’57 Imperial 2-dr., 2 at $1,- 
54 Crest (8) 2-dr. Victoria, $550*. ’56 Chieftain 4-dr. Catalina, $1,000*, $1,535* (ps); Special Estate Wagon 780*. 
LINCOLN—’53 Capri 2-dr. hardtop, $285* $820*; Star Chief 4-dr. Catalina, $960* 4-dr., $1,800* (ps); 4-dr., $1,830*| LINCOLN—’58 Capri 2-dr., $2,350* (ps). 
(ps). (ps). (ps). ’54 Capri 4-dr., $200*. 
MERCURY—’'57 Montclair 2-dr. hardtop, '55 Chieftain 4-dr., $600°. ’57 RM conv., $1,380*; Super 4-dr. Rivi-| MERCURY — ’58 Monterey 2-dr., $1,440* 
$1,285* (ps), $950* (ps). ’53 Chieftain 4-dr., $245*. era, $1,285* (ps); Special 2-dr, Riviera, (ps); 2-dr. hardtop, $1,335*. 
'56 Montclair 2-dr. hardtop, $895*; 4-| RAMBLER—'5S Super (6) 4-dr., $1,250*. $1,055*, $1,035*; conv., $965*. ’57 Montclair 2-dr, hardtop, $1,140*; 4- 
dr, hardtop, $695* (ps). STUDEBAKER—’59 Lark (6) 4-dr., $1,- ’56 Super 4-dr., $855* (ps), $750* (ps); dr., $1,005*. 
'55 “Montclair 4-dr., $920* (ps). 475. 2-dr., $740* (ps); Special 2-dr. Riviera, "56 Custom 4-dr., $525*. 
‘53 Monterey 4-dr., $320. ’53 Commander 2-dr, hardtop, $280*. $750*; 4-dr., $630*; Century 2-dr, Rivi- ’53 Monterey 2-dr. hardtop, $300. 
OLDSMOBILE—’57 (98) 4-dr., $1,275*' MISCELLANEOUS—’55 Ford C 700 truck, era, $720°. (Continued on Page 20, Col. 1) 





NEW YORK TEXAS 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 








AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 


WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 


12 Years Fair Dealing 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


3202 E. 


Albany 5, N. Y. 


Every Monday — || O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


Auction Checks Issued. 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 








NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








WASHINGTON 





PENNSYLVANIA 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnson Beb McConkey 
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TOP DOLLAR FOR 
LEFT-OVER ’59s 


And Hard-to-Selil Used Cars 


More Bidders © Higher Prices 
at the world's only 
3-LANE auction 


MANHEIM AUTO AUCTION 


ROUTE 72, MANHEIM, PA 
Phone MOhawk 5-2401 












Crossroads 






. . . where they meet... 























buyers and sellers . . . new and 





used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 


TENNESSEE 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 









Automotive News. 
















You will reach both groups 








through an ad in Automotive 





News. 
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ééCharley just mentioned it this morning. He says the 

New York News has 2,200,000 exclusive adult readers, 
with 65% of them in better income families. So I 

said what are we waiting for? Let’s see some action.3? 












Used-Car Auction Prices 
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NASH—’'54 Ambassador 4-dr., $150*. 
OLDSMOBILE—’'59 (98) 4-dr. Holiday, $2,- 
765". 
"5S (98) 4-dr. Holiday, $1,910*, 
‘57 (88) 4-dr., $1,070*. 
"656 (98) 4-dr., $890* (ps). 
’54 (88) 2-dr. Holiday, $130* (ps). 


PLYMOUTH—'58 Savoy (8) 4-dr, hardtop, 


$870. 

‘57 Suburban (8) 4-dr., $980*; Belvedere 
(8) 4-dr. $885*; Plaza (6) 4-dr., 
$570*. 


56 Suburban (8) 4-dr., $460. 
‘55 Belvedere (8) 2-dr., $270; Savoy (8) 
4-dr., $245; Suburban (8) 2-dr., $215*. 
PONTIAC — '58 Chieftain Safari 4-dr. (9 

)., $1,760°. 
’57 Chieftain 2-dr., $980*; 4-dr. Catalina, 

$960*. 

"56 Star Chief 4-dr, Catalina, $810* (ps); 
2-dr. Catalina, $575*; Chieftain Safari 


4-dr., $670*; 2-dr., $390. 

‘55 Star Chief 2-dr. Catalina, $625*; 
Chieftain 2-dr., $450*; 4-dr., $390*, 
$285*. 

"54 Chieftain 4-dr., $250*, $170*; Star 
Chief 4-dr., $250*; 2-dr., $140. 

°53 Star Chief 4-dr., $160*; 4-dr., $155. 


RAMBLER—’59 Super (6) 4-dr., $1,675*. 

i. a 55 Champion 2-dr, hard- 
$230. 

MISCELLANEOUS—'60 Willys Jeep, $2,- 


58. sFord (8) %-ton pickup, $495. 
57 Ford (6) %-ton pickup, $790. 
*58 Ford (6) %-ton pickup, $1,015. 
"55 Ford (8) %-ton pickup, $450. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Dec, 15, Sold 409 
cars from 727 consignments. 
BUICK—’59 Electra (225) 

$2,375* (ps); LeSabre 
(ps); 2-dr., $1,815. 

'S7 Super 4-dr, Riviera, 
Special Estate Wagon, 
4-dr. Riviera, $1,175* 
$1,095* (ps); RM 4-dr, 
035* (ps). 

’56 Special Estate Wagon, $905*, 


4-dr. 
4-dr., 


$1,370" 

$1,200* 
(ps); 
Riviera, 


Riviera, 
$2,300* 


(ps); 
(ps); 
conv., 
$1,- 


$850*, 


$815* (ps), $640* (ps); 4-dr,. Riviera, 
$795*; RM 4-dr, Riviera, $740* (ps); 
conv., $710* (ps); 2-dr. Riviera, $700* 
(ps). 

’55 Century 4-dr. Riviera, $725* (ps), 
$700*, $585* (ps); Special 2-dr, Rivi- 


era, $515*, $475; Estate Wagon, $510*; 
2-dr., $400; Super 2-dr, Riviera, $500* 
(ps). 

OADILLAC—'60 de Ville 2-dr. hardtop, 
$5,335* (ps); (62) 2-dr., $5,030* (ps), 


$4,900* (ps). 

’59 (62) conv., $4,300* (ps); de Ville 
4-dr. hardtop, $4,335* (ps). 

"5S (62) 2-dr., $2,960* (ps), $2,760* 
(ps); 4-dr. hardtop, $2,875* (ps). 

’S7 (62) Sedan de Ville, $2,275* (ps); 
2-dr., $2,190*, $2,080* (ps), 

"56 (62) Coupe de Ville, $1,635* (ps). 

"55 (62) Coupe de Ville, $1,220*; 2-dr., 
$1,160* (ps), $1,120* (ps), $750°* (ps) ; 


conv., $900* (ps). 
"54 (62) 2-dr., $670* (ps). 
CHEVROLET—’60 Corvair (6) 4-dr., $2,- 
035*, $1,960; Biscayne (6) 2-dr., $2,- 
025* (ps). 

’59 Impala (8) sport sedan, $2,300* (ps), 
$2,275* (ps), $2,210* (ps), $2,180* 
(ps), $2,165* (ps), $2,100, $2,075* 
(ps); sport coupe, $2,150* (ps); conv., 
$2,125* (ps); Nomad (8) 4-dr., $2,- 
145°; Bel Air (8) 4-dr., $1,830*, $1,- 
715*; Biscayne (8) 4-dr., $1,565*. 

*58 Corvette (8) conv., $2,200*; Impala 
(8) conv., $1,650* (ps); 2-dr, hard- 
top, $1,645* (ps), $1,640* (ps), $1,- 
600* (ps), $1,535*, $1,480* (ps); Im- 
pala (6) 2-dr. hardtop, $1,095* (ps); 
Bel Air (8) sport sedan, $1,510*, $1,- 
410*; Delray (8) 4-dr., $1,490", $1,- 
325*; Brookwood (8) 4-dr., $1,400; 
Biscayne (8) 2-dr., $1,240, $1,045°*. 

‘57 Bel Air (8) conv., $1,375* (ps), $1,- 
245*; 4-dr. hardtop, $1,315* (ps), $1,- 
250*; 4-dr., $1,185*, $930*; Two-ten 
(8) 2-dr., $1,155, $1,115, $975, $935; 
4-dr., $1,135*, $1,000*, 

'56 Two-ten (6) 2-dr., $910*; 
(6) 2-dr., $620*; Bel Air (8) 
$625*; 4-dr. hardtop, $860*, 
$825*, $790*; 2-dr., $850*. 

55 Bel Air (8) sport coupe, $835", 
$680* (ps); 2-dr., $615*; Bel Air (6) 
4-dr., $555*; Two-ten (6) station wag- 
on, $665*; Two-ten (8) 2-dr., $565. 

54 Bel Air 2-dr. hardtop, $475*; 4-dr., 
$330*. 

CHRYSLER—’'58 NY 4-dr. $1,- 
900* (ps). 

*57 (300) 2-dr. hardtop, $1,545*. 

"655 Windsor 4-dr., $520° (ps). 

"54 NY 4-dr., $390°, 

DeSOTO—’57 Firedome 4-dr., $1,005* (ps); 
Firesweep 4-dr. hardtop, $980* (ps). 


Two-ten 
4-dr., 
$840*, 


hardtop, 





— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (Dec, 16), Best selection 
of cars in several weeks. Buyers paying 
top dollar for clean, sharp cars with aver- 
age cars being passed or bought at the 
right price; proving, clean cars are still 
in great demand. Sold 70 percent of 513 
consignments. 


* * * 
CALDWELL, N. J. 

Skyline Auto Auction, Sale every Thurs- 
day (Dec. 17). Top condition cars are 
still bringing top dollar. Average and below 
average cars off in price, Sold 186 cars 
from 240 consignments. 

+ 


CHICAGO 
Greater Chicago Auto Auction, Sale 
every Thursday (Dec. 17). Season ended 
with a bang up sale. Sold 313 cars from 


531. consignments. 
* * 


DYER, IND. 
Dyer Auto Auction, Sale every Friday 
(Dec. 18). Prices very good on older cars. 
Sold 229 cars from 337 consignments. 


MASON CITY,-IA. 

Central State Auto Au@tion. Sale every 
Wednesday (Dec. 16). Prices dropping, 
Scarcity of sharp cars. Buyers very active 
On nice cars. Sold 71 percent of 165 con- 
signments. 


’56 Firedome 4-dr, hardtop, $480* 
’55 Fireflite 4-dr., $740* (ps). 


DODGE—'58 Coronet (8) 2-dr. 
$1,300* (ps). 

'56 Royal (8) 4-dr. hardtop, $645*, 

55 Coronet (8) 4-dr., $525* (ps); 
net (6) 4-dr., $330*, 

FORD—'60 Thunderbird (8), $3,775* (ps); 
Falcon (6) 2-dr., $1,820. 

"59 Country Sedan (8) 4-dr., $2,135*, 
$1,830*; Custom 300 (8) 4-dr., $1,- 
620*; 2-dr., $1,555*, $1,465*, $1,395. 

’58 Fairlane 500 (8) 4-dr, Victoria, $1,- 
585*, $1,205* (ps); skyliner, $1,500* 
(ps); Country Sedan, $1,430* (ps); 
Custom 300 (8) 4-dr., $1,190*, $1,- 
075; Fairlane (6) 4-dr, Victoria, $1,- 
185* (ps); 4-dr., $1,165*. 

‘57 Fairlane 500 (8) skyliner, $1,145*; 
2-dr., $1,080*%; 4-dr., $1,050*, $980* 
(ps); conv., $1,040*; Fairlane 500 (6) 
2-dr., $690*; Fairlane (8) 4-dr, Vic- 
toria, $1,000*, $940*, $925*; 2-dr. Vic- 
toria, $740; Ranch Wagon (8) 2-dr., 
$960*; Custom (6) 4-dr., $665*. 

‘656 Thunderbird (8) conv., $1,350*; 
lane (8) conv., $850* (ps); 4-dr., 
$705*, $685*, $560*; Fairlane (6) 
conv., $700*, $640*; Country Sedan 
(8) 4-dr., $820*; Ranch Wagon (8) 
2-dr., $780*; Custom (8) 4-dr., $600; 
Custom (6) 2-dr, Victoria, $535*. 

55 Thunderbird (8) conv., $1,160*; 
Country Sedan (6) 4-dr., $500*, $400*. 

IMPERIAL—’59 Crown 4-dr. hardtop, $3,- 


(ps). 


hardtop, 


Coro- 


Fair- 


600* (ps). 
’57 Imperial 4-dr, hardtop, $1,725* (ps), 
$1,500* (ps). 
LINCOLN — ’'57 Premiere 4-dr., $1,625* 
(ps). 


’56 Premiere 2-dr, hardtop, $1,365* (ps). 
‘55 Capri 2-dr, hardtop, $1,250* (ps). 
MERCURY—’58 Montclair conv., $1,700* 
(ps); Monterey 4-dr., $1,335* (ps). 

'57 Monterey 2-dr. hardtop, $1,100* (ps). 
56 Monterey 4-dr. hardtop, $680*, $645*, 


$640*, $550* (ps); Medalist 4-dr., 
$565". 

’55 Monterey 2-dr, hardtop, $545*; 4-dr., 
$540". 


‘54 Monterey 2-dr, hardtop, $475*. 
’53 Monterey 4-dr., $340*. 
NASH—’57 Super 4-dr., $550. 
OLDSMOBILE—’60 (98) 4-dr. 
$3,645* (ps). 
’59 (88) Super 2-dr. Scenic, $2,600* (ps). 


Holiday, 


*5S (88) Super Fiesta, $2,100* (ps); (98) 
4-dr. Holiday, $2,020* (ps). 
"57 (98) 4-dr., $1,430* (ps); 4-dr, Holi- 


Auction, U. C. 


day, $1,340* (ps); (88) Super conv., 
$1,335* (ps), $1,300* (ps), $1,300*, 
$1,250* (ps); (88) 4-dr, Holiday, $1,- 
225* (ps), $1,220* (ps), $1,125*, $1,- 
095* (ps); 4-dr., $1,025*. 

"56 (88) 4-dr. Holiday, $1,035* (ps); 
2-dr. Holiday, $795* (ps), $765*; (88) 
Super 4-dr, Holiday, $995* (ps). 

'54 (98) 2-dr. Holiday, $540; (88) 2-dr., 
$365. 

PLYMOUTH—’58 Belvedere (6) 2-dr. hard- 
top, $1,150* (ps); Savoy (8) 4-dr., 
$1,010*; Savoy (6) 2-dr, hardtop, $1,- 
000*; Plaza (6) 4-dr., $905*. 

'57 Suburban (8) 4-dr., $1,100*; Subur- 
ban (6) 2-dr., $770*; Belvedere (6) 
4-dr. hardtop, $910*; 4-dr., $750*; 
Savoy (8) 4-dr., $810; Savoy (6) 4- 
dr., $550*. 


’56 Plaza (8) 4-dr., $540. 
PONTIAC—’60 Bonneville 4-dr. Vista, $3,- 
230* (ps), 


‘59 Catalina conv., $2,400* (ps); 4-dr. 
Vista, $2,190*; 2-dr., $2,010*, 
"58 Chieftain Safari 4-dr., $1,625*; 4- 


ee Catalina, $1,490* (ps); Super Chief 


4-dr., $1,525* (ps). 

'57 Star Chief 4-dr, Catalina, $1,225* 
(ps); Chieftain 4-dr, Catalina, $895*. 

’56 Chieftain 4-dr. Catalina, $760*, 
$595*; 2-dr. Catalina, $695*; Safari, 
$550* (ps); Star Chief 2-dr, Catalina, 
$675*; 4-dr., $570°*. 

’55 Chieftain 4-dr., $455* (ps). 


RAMBLER—’58 Ambassador (8) Cross 
Country, $1,615*, $1,425*. 
55 Custom 4-dr., $480* (ps). 
STUDEBAKER—’'59 Lark (8) 4-dr., 
535*, $1,500*. 
"BS Scotsman (6) 2-dr., $725*, 
’57 President (8) station wagon, $900*; 
Commander (8) 4-dr., $700* (ps). 
'55 Commander (8) 2-dr., $475*. 


DANVILLE 


Danville Auto Auction, Sale every 
Wednesday. Prices are for sale of Dec, 16. 
Number of cars off due to the coming holi- 
days. We need more clean late model units. 


$1,- 


BUICK—’56 Century 2-dr., $860* (ps). 
55 Century 2-dr., $705*; Special 2-dr., 
$655*. 
’54 Special 2-dr., $455*; Century 4-dr., 
$445". 
’52 Special 2-dr., $215. 


CADILLAC—’59 de Ville 4-dr. hardtop, 
$3,975* (ps). 
"56 (60) Special 4-dr., $1,510* (ps), 
’55 (62) 4-dr., $1,240*. 
CHEVROLET—'59 Impala (8) 2-dr., $2,- 
010* (ps). 
"5S Impala (8) 2-dr., $1,785*; Bel Air 
(8) 4-dr., $1,460*; 2-dr., $1,370*, $1,- 


335; Biscayne (6) 2-dr., $1,185; Delray 
(6) 2-dr., $1,155; 4-dr., $860*. 

‘57 Bel Air (8) 4-dr., $1,195*; Two-ten 
(8) 2-dr., $1,095. 

56 Bel Air (8) 2-dr., $820*; 
(6) 4-dr., $700; Two-ten (8) 


Two-ten 
2-dr., 


Dealer Seen 


Big Aid to Leasing Boom 


BIRMINGHAM, Ala.—<Auto auc- 
tions and used-car dealers have 
played an important role in the de- 
velopment of the thriving auto- 
leasing business, according to A. H. 
Schwartz, president of the National 
Independent Automobile Dealers 
Assn, 

Pointing out that one of the 
key factors in leasing is the effi- 
cient disposal of the leased unit 
at the most favorable price, 
Schwartz told the convention of 
the National Auto Auction Assn.: 

“Wholesale market prices are in 
reality an average of what the in- 
dependent automobile dealer offers 

each week at the nationwide net- 
work of automobile auctions.” 

He said that because of the ex- 
panded marketing facilities, “it is 
possible for the leasing company 
to anticipate, project and compute 
rental rates based on a large and 
stable market for the leased unit.” 

The independent dealer and the 
auction have many interests in 
common that call for closer coop- 
eration between the two, Schwartz 
continued, 

“Together these two independ- 
ent noncaptive segments of this 

industry have created a stable 
wholesale market and they have 
expanded the automobile retail 
distribution facilities beyond any- 
thing originally contemplated by 
other industry groups,” he added. 
“Together they have stabilized 

and expanded the used-car market 
to such a degree that the equities 
of millions of .owners as well as 
finance companies and banks are 
safeguarded as never before.” 

Schwartz told the group it must 
be prepared “to resist any attempts 
made by others to curb, restrict, 
inhibit, discourage or otherwise en- 
croach upon your rights” in a free 
market, 

He sited NIADA’s opposition to 
territory-security legislation, which 
he said the Justice Department has 
stated would “have the effect of 
legalizing a series of local monop- 
olies throughout the country.” 

The independent dealer will 
fight any bid to “create captive 
markets for captive dealers,” 
Schwartz said. 

“Either these dealers take their 
chances in the free markets in 
this country as we do, or they don’t 
deserve a place in the industry. 

“Any attempt to rig markets, 


create territorial monopolies or pre- 
vent the free marketing of auto- 
mobiles through any legitimate 
channel of distribution, including 
the automobile auction, must be 
fought every inch of the way,” he 
said. 


Two Ford Outlets 
Swept by Flames 


ST. PAUL.—Fire which destroyed 
Midway Ford Co. caused damage 
estimated in excess of $500,000, ac- 
cording to Howard Slawik, owner. 
Fourteen new cars were destroyed 
in the blaze, which broke out in the 
shop. 

Slawik said loss in parts alone 
totalled about $100,000. Shop em- 
ployees drove some new cars and a 
fuel truck out of the building. 

In nearby Farmington, a $100,000 
fire destroyed one building owned 
by Farmington Auto Co, (Ford- 
Mercury). The building housed a 


garage, offices, shops and a show- 
room. Two cars and a large quan- 
tity of tires were destroyed. 





Lead Chrysler Dealer Council— 


E. J. Craigo, seated, center, Jackson, Miss., was reelected chairman of the National 
Chrysler Dealer Council at a Detroit meeting. C. J. Thompson, seated, left, Pittsburgh, 
was named secretary, and Clifton Dennard, seated, right, Dallas, was elected vice- 
chairman. Members of the executive committee, standing, from left, are George Harger, 


men and five members-at-large. 



































53 Two-ten 4-dr., $330*; 2-dr., $185. 
"52 Deluxe 4-dr., $130*. 
Model Breakdown CHRYSLER—'53 NY 4-dr., $230*. 
e DeSOTO—’54 Firedome (8) 4-dr., $135*. 

Of Auction Averages DODGE—’56 Coronet (6) 4-dr., $595*; 
Coronet (8) conv., $515*. 

Dec., 1959 Nov., Oct., ’55 Royal (8) 4-dr., $515* (ps); Coro- 

Model To Date 1959 1959 net (8) 2-dr, hardtop, $400*., 

a ee oe an (8) Suburban, $125, 
EDSE ‘58 Ranger 2-dr. hardtop, $935 
$2,574 $2,536 FORD—’60 Falcon (6) 4-dr., $2,045*. 
1,588 1,641 ’59 Fairlane 500 (8) 4-dr., $1,910* (ns), 
1,153 1,171 "57 Country Sedan (8) 4-dr., $1,060* 
7190 816 (ps); Custom 300 (8) 4-dr., $800, 
’56 Country Sedan (8) 4-dr., $855*; 
584 600 Fairlane (8) 2-dr. Victoria, $7(5*, 
373 393 $650* (ps); 4-dr., $575* (ps). 
254 260 ’55 Ranch Wagon (8) 2-dr., $585*; Cus- 
tom (6) 2-dr., $370, $360; Main (6) 
194 213 2-dr., $280, 
—_ aes 3 ae "54 Custom (8) 2-dr., $185; Main (6) 
2-dr., $120, 

Average $1,206 $ 939 $ 954 53 Custom (8) 2-dr., $275, $230*; Crest 
(8) 2-dr. Victoria, $140; Main (6) 2 
dr., $110, $105*. 

$400*; One-fifty (8) 2-dr., $645. "52 Custom (8) 4-dr., $105*. 

‘55 Bel Air (8) 4-dr., $670*, $510; 2-dr.,| MERCURY—’5S8 Colony Park 4-dr., $1,690* 

$350; Two-ten (8) 2-dr., $600; 4-dr., (ps). 

$525. ’57 Monterey 2-dr. hardtop, $1,050*. 

54 Two-ten 2-dr., $410. emer tens Ambassador (8) 4-dr., $1, 500* 

53 Bel Air 4-dr., $290*%, $245* (ps); (p 

Two-ten 2-dr., $255, OLDSMOBILE— 57 (88) 4-dr. Holiday, 

DODGE—’57 Coronet (8) 2-dr., $960*. 1,260* (ps), $1,135* (ps). 
"BS Firedome 4dr. $250°. $ "96 (88) 2edr. Holiday, $835* (ps); 4- 
: Pay , 
EDSEL—’58 Pacer 4-dr., $910*. 53 (98) 4-dr., $105* (ps), 
FORD—’59 Fairlane 500 (8) 2-dr., $2,-| PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
110*; Custom 300 (8) 2-dr., $1,610. 415* (ps), $1,010*. 


’58 Fairlane (8) 4-dr., $1,395*, $1,310; "55 Belvedere (8) 2-dr. hardtop, $540*; 


2-dr., $1,090; Fairlane 500 (8) 4-dr., 2-dr., $425; Plaza (6) 4-dr., $325. 

$1,185". ’54 Savoy (8) 4-dr., $275; Belvedere (6) 
’57 Custom (8) 2-dr., $1,080, $945*, 4-dr., $170, 

$885*; 4-dr., $800; Custom 300 (8) 53 Cambridge (6) 4-dr., $270. 

2-dr., $670. PONTIAC—’'57 Chieftain 2-dr. Catalina, 
’56 Country Sedan (8) 4-dr., $960, $935*, $800". 


$810*; Ranch Wagon (8) 2-dr., $860*; ’56 Chieftain 4-dr. Catalina, $800*, 
Fairlane 500 (8) 4-dr., $855*; Fairlane ’53 Chieftain conv., $260*; 4-dr., $130°, 
(8) 4-dr., $775* (ps), $735*; Custom| RAMBLER—’56 Custom (6) 4-dr., $815*, 
(8) 4-dr., $785; 2-dr., $469. ’54 Custom 4-dr., $250*. 

’55 Fairlane (8) 2-dr, Victoria, $795, ’52 Custom station wagon, $105. 
$540*, $505*; 2-dr., $710*; Country| WILLYS—’56 (6) station wagon, $1,075, 
Sedan (8) 4-dr., $700*; Custom (8)| MISCELLANEOUS—’56 Willys (6) pick 
2-dr., $605; 4-dr., $435°*. up, $850. 

"54 a wa ie $635* (ps); Cus- 
tom (6) 2-dr., $460*. AI NY 

’53 Custom (8) 4-dr., $355; 2-dr. Vic- BA 
toria, $290*; Main (6) 2-dr., $205; Tim Anspach, Inc. Sale every Monday, 
Main (8) 4-dr., $135. Prices are for ‘sale of Dec. 14, Weather: 


Real snappy and sunny. Sold 68.8 percent 


MERCURY—’59 Monterey 2-dr., $1,910*. 
of 139 consignments. 


’58 Monterey 4-dr., $1,410*. 


’57 Monterey 4-dr., $1,205* (ps), $1,-| BUICK—’59 Invicta conv., $2,175* (ps). 
100* (ps), $910* (ps). *57 Super 4-dr. Riviera, $980* (ps). 
’56 Monterey 2-dr., $875* (ps); Medal- ‘56 Special 2-dr. Riviera, $600* (ps); 

ist 2-dr., $745*. Super conv., $460*, 
’55 Monterey 4-dr., $380*. be oo 4-dr., $490* (ps); Special 4 


$420*; 
‘6a " dapee 4-dr., 


2-ar. Riviera, $400*. 


’54 Monterey 2-dr., $355. 
$400*; Century 4-dr., 


OLDSMOBILE—’56 (88) 2-dr., $910* (ps). 


’55 (88) 2-dr., $845* (ps). $320*; Special’ conv., $210*; RM 4-dr., 
"54 (88) 4-dr., $150. $190* (ps). 
PACKARD—'56 Clipper 2-dr., $610*. 53 Special 4-dr., $160* (ps); Super 4-dr,, 
’55 Clipper 4-dr., $380. $130, 
PLYMOUTH—’57 Savoy (8) 2-dr., $875*;| CADILLAC—’59 (62) 2-dr., $3,950* (ps). 
Belvedere (8) 2-dr., $755*. ’57 (62) 4-dr., $2,225* (ps). 
’56 Suburban (8) 4-dr., $895*, '56 (62) 2-dr., $1,470*; Eldorado Seville, 
’53 Cranbrook 4-dr., $310*. $1,450*, 
PONTIAC—’56 Chieftain 2-dr., $805* (ps); *55 (62) 4-dr., $985* (ps). 
4-dr., $550*. "49 (62) 4-dr., $100. 
’55 Chieftain 2-dr., $760*, $305. CHEVROLET—’60 Corvair (6) 4-dr., §2,- 
’53 Chieftain 4-dr., $205; 2-dr., $155*. 100*, 
MISCELLANEOUS — ’'57 Willys Delivery '59 Bel Air (6) 4-dr., $1,710*. 
Truck, $450. '58 Biscayne (6) 4-dr., $1,450*; Bel Air 
55 Ford (8) %-ton pickup, $630. (8) 2-dr., $1,400* (ps). 
’57 Bel ig Ping 4-dr., $1,150; 2-dr. —_ 
top, $1,120* (ps); Bel Air (6) 2-dr. 
WAREHOUSE POINT, CONN. ceneen Gutter tween” op oa 
Southern Auto Sales, Inc, Sale every $1,090*. 
Wednesday. Prices are for sale of Dec. 16. 56 Bel Air (8) 4-dr., $875*; conv. 
The market tightened up on some models $850*; Bel Air (6) 2-dr., $840*; Two- 


at this week’s sale. ten (8) 4-dr., $800; Two-ten (6) sta 


BUICK—’56 Special 4-dr., $830* (ps); tion wagon 2-dr., $650. 
conv., $650* (ps). 55 Bel Air (8) station wagon 4-dr., 
’55 Special 4-dr., $495*, $860*, $735; 4-dr., $585*; Two-ten (6) 
’54 Super 4-dr., $305*. 2-dr., $575, $285; Two-ten (8) 4-dr., 
"53 Special 2-dr., $190; Super 2-dr. $560*; station wagon 4-dr., $550; One- 
Riviera, $170*. fifty (6) station wagon 2-dr., $550. 
CADILLAC—’58 (62) conv., $3,000* (ps). ’54 Two-ten 4-dr., $425, $265*; station 
’54 (62) coupe, $935* (ps). wagon 4-dr., $370*; 2-dr., $350. 
*52 (62) conv., $155* (ps). °53 One-fifty 4-dr., $190, $160. 


CHEVROLET — ’'59 Kingswood (8) 4-dr., 
$2,150* (ps); Parkwood (8) 4-dr., $2,- 
$090* (ps); Brookwood (6) 4-dr., $1,- 
715; Biscayne (6) 2-dr., $1,500. 


’52 Deluxe station ‘wagon 4-dr. (8 pass.), 
$160; 4-dr., $150*. 
CHRYSLER—’'57 Custom 300 2-dr. hard- 
top, $1,420* (ps). 


’58 Impala (8) conv., $1,695* (ps); Bel| pesoTO—'57 Firedome 2-dr. hardtop, $1,- 
Air (8) 4-dr., $1,385* (ps); Biscayne 030* (ps); Firesweep 4-dr., $925* (ps). 
(6) 2-dr., $1,335*; Biscayne (8) 4-dr.,| pnoODGE—’57 Coronet (8) 2-dr, hardtop, 
2 at $1,325*, $1,260, $1,175. $935*; 4-dr., $400. 

57 Bel Air (8) 4-dr, hardtop, $1,250*| +56 Royal (8) 4-dr., $530*. 

(ps); Two-ten (8) 4-dr., $945*; One- ’54 Coronet 2-dr., $170. 


fifty (6) 2-dr., $800. 

"56 Two-ten (6) 4-dr., $580. 

’'55 Two-ten (6) station wagon 4-dr., 
ee 2-dr., $560; Delray 2-dr., $550, 


$400*. 


FORD—’60 Ranch Wagon (6) 2-dr., $2, 
225; Falcon (6) 2-dr., $1,810*. 
'59 Galaxie (8) conv., $2,275* (ps); 4 
dr., $1,925* (ps). 
’58 Country Squire (8) 4-dr. (9 pass.), 
$1,750*; Custom 300 (8) 4-dr., $1,325*. 
57 Fairlane 500 (8) 2-dr. Victoria, $1,- 


$520 
54 Bel Air 4- dr., 


2 300* ( conv., $900*; 4-dr. Victoria, 
Highland VW Opens $860° Ipod: Palviane (8) 4- dr., $1,240°; 
SPARTANBURG, S. C. — High- Country Sedan (8) 4-dr., $1,000* (ps), 
land Motors, Inc. (Volkswagen), cease’ Custom 300 (8) 2-dr., $750, 
has opened for business on N.| °'56 Fairlane (8) 4-dr, Victoria, $700*, 
Libert St. Howard H. Gombert is $670* (ps); 4-dr., $675* (ps), $425°; 
Custom (8) 2-dr. $500*; 4-dr., $385 


president, $350*; 


(ps) (police), Ranch Wagor. (8) 
2-dr., $330. 

’55 Country Sedan (8) 4-dr., 
lane (8) conv., $430; 4-dr., 
Victoria, $300*; Fairlane’ 
$410*, 

’54 Custom (8) 2-dr, Victoria, $350*; 2- 

r., $240; 4-dr., $325*, $290; Crest (8) 
conv., $280. 

’53 Ranch Wagon (8) 2-dr., $250*; Cus- 
tom (8) 2-dr. Victoria, $250*, $200*. 

"55 Hornet 4-dr., $300*. 

"56 Premiere 4-dr., 

MERCURY — ’58 Montclair 2-dr. hardtop, 

$1,600*. 
*57 Montclair 2-dr. hardtop, $1,000* (ps). 
’56 Monterey 2-dr. hardtop, $500*. 


$500* ; Fair- 
$425; 2-dr. 
(6) 4-dr., 








’55 Monterey 4-dr., $515* (ps), $485*; 
2-dr., $470* (ps). 
"54 Monterey 2-dr., $250. 


OLDSMOBILE—’58 (88) Super 2-dr, Holi- 
oe. $1,850* (ps); (88) conv., $1,435* 


Ps). 

"57 (88) 2-dr., $960". 

*56 (88) Super 2-dr. Holiday; $825*. 

’55 (88) 2-dr. Holiday, $700*; (88) Super 
4-dr., $470*. 

"54 (88) 2-dr. $260* ; 
$125. 

PLYMOUTH—’59 Belvedere (8) 4-dr., 

550* 


Holiday, 2-dr., 


$L- 


*58 Belvedere (8) 4-dr., $1,325* (ps). 

’57 Belvedere (8) 4-dr. $790*; Plaza 
© 2-dr, hardtop, $700; Savoy (6) 4 

$675* 

+5 "thebvadete (8) 2-dr. hardtop, $485*; 
4-dr., $420*; Belvedere (6) 2-dr. hard- 
top, $450°*. 

’54 Savoy 4-dr., $320*. 


PONTIAC—’58 Chieftain 4-dr., $1,300* 


Los Angeles; Erwin Brooks, Jacksonville, Fla.; Lee A. Marshall, Salina, Kan., and A. L. Sen 2. Poa ee 
Duckett, Provo, Utah. The National Council is made up of 18 regional council chair-| +55 Chieftain 3 r. Catalina, Seer, $450*. 
(Continued on Page 2i, Col. 1) 





$800* (ps). 
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’56 Custom 2-dr., $510*. 
reserve nivel Protect 





*55 Monterey 2-dr., $775* (ps); Mont- 
clair 2-dr., $680*. 

































5°. 2 : ’49 station wagon, $125. 
= | sedq-Lar ucrion rices OLDSMOBILE—'59 (88) 2-dr. Scenic, $2,- 
365°. 
wae 58 (98) 4-dr., $1,975* (ps); (88) 4-dr. 
Holiday, $1,825* as see . ‘ 
f ’57 (88) Super Fiesta, ,835* (ps); 4- : 
-. a ae ae Seer dr. Holiday, $1,485° (ps); (88) 4-dr. f e investment oO your 
. 
(ps), RAMBLER—’54 Custom 4-dr., $250. 475* (ps); Citation 4-dr, hardtop, $1,- 5 (ns) Sak, mebkay, $1,000* (ps) 
,050* '53 Custom Cross Country 2-dr., $150*; oe (ps); Corsair 4-dr, hardtop, $1,- 155 (88) 2-ar_ Holiday, $750* $695°*. ’ 
2-dr. hardtop, $110. (ps). ao , See aes 
855%; | stTUDEBAKER—'55 Commander (8) 4-dr.,] FORD—'59 Thunderbird (8), $3,605* (ps), eee e ras oes Belcntsen chy 3-de, hares cus tomer 3 Caer «ss 
“a $210. $3,380* (ps), $3,375* (ps); Galaxie (8) top, $1,485*; 4-dr, hardtop, $1,455* 
7 ’53 Commander 2-dr., $240. Skyliner, $2,550* (ps); Country Sedan ion , ; . rs 
P (6) MISCELLANEOUS—’58 Willys Jeep 1-ton (8) 4-dr., $2,175* (ps); Fairlane 500 57 Suburban (8) Sport 4-dr., $1,250*; with a BLUE CORAL Treatment 
pickup, $1,300. (8) 4-dr. Victoria, $1,900* (ps); 4-dr., Custom 4-dr., $1,240*; Savoy (8) 4-dr., 
’57 Chevrolet %-ton pickup, $770. $1,885* (ps), $1,850*; Custom 300 (8) $810* oe 7 the “Chroma hylactic” treat- 
_ ae Wiiee dean tee Stcaum, 9200 Bo ieee, RF > at $3,150" (pey;| "55, Savoy, (8) 4-dr., $525*; Plaza (8) phy 
46 lys Jeep %-ton pickup, b , underbir ), a » ps); , ‘ *: 4 -dr. 
< Fairlane 500 (8) 2-dr, Victoria, $1,665* sees.’ we, Cee"; See Se. ment known the world over 
P (ps), $1,235"; 4-dr. Victoria, $1,455* eet . * . . . 
LOS ANGELES (ps), $1,450* (ps); Country oe (8) ea GO Beanevile SE., WO for its enduring protection of 
Harold Henry’s Los Angeles Dealer Auto 4-dr., $1,625* (ps); Country Sedan (8) 9 5 re e a 
690° Auction. Sale every Tuesday, Prices are for 4-dr., $1,575*, $1,300*; Custom 300) 7 aa re teen $720*: Star Cleryfic and aff present-day finishes. 
SUIOK—'50 Inv (S) 2-at-, Sime” (ps8); Custom S00) chief 4dr. Catalina, S75°. 
J —’59 Invicta Estate Wagon, $2,900* (8) 4-dr., $1, . , j bs , 35*, 
50g BE "toes. —* 'S7 Thunderbird (8), $2,575*; Country) “8. ,cnieftdin oo $635 
id ’58 Century 2-dr. Riviera, $1,850*. g Sedan (8) 4-dr., $1,350* (ps). 54 Chieftain ‘4-dr., $225*. 
—" ’56 Super 2-dr. Riviera, $655* (ps). 56 Ranch Wagon (8) 2-dr., $1,000; Fair-| pangpLER—'59 American (6) station wag- 
4 55 Super 2-dr. Riviera, $600* (ps); Cen- lane (8) 2-dr. Victoria, $990* (ps); on, $1,800*. 
no tury 2-dr. Riviera, $450°, __A-dr., $645* (ps). .| '°58 American (6) 2-dr., $1,290. 
CADILLAC—’59 de Ville 4-dr, hardtop, $4,-| "55 Fairlane (8) 2-dr. Victoria, $675*| setjpEBAKER—'55 Champion (6) 2-dr., 
$1. 875* (ps), $4,605* (ps), $4,275* (ps); (ps); 2-dr., $650*; 4-dr., $545; Cus- $385; Commander (8) 4-dr., $285. 
‘ 2-dr, hardtop, $4,850* ' (ps), $4,500*| , tom (8) 2-dr., $500. | MISCELLANEOUS—'59 Ford (8) Ranch- 
40% (ps); (62) conv., $4,650* (ps), $4,525*| (54 Custom (6) 2-dr., $290. ’ ero, $1,900* (ps); Chevrolet (6) %-ton 
0°; a ° 53 Custom (8) 4-dr., $225, $220; Cus- 
; (ps); 2-dr., $4,500* (ps). t (6) 4-4 $210* pickup, $1,490. 
: (6) ’58 (60) Special 4-dr., $3,500 (ps); (62) ee a ee : ’57 Chevrolet (8) %-ton LWB pickup, 
Sedan de Ville, $3,400* (ps); conv.,| LEINCOLN—’58 Continental Mark III conv., $1,130. 
$3,300* (ps); 2-dr., $3,235* (ps); 4-dr. $2,800* (ps); Capri 2-dr., $2,300* (ps). 55 GMC (6) %-ton pickup, $685*. 
Jina, hardtop, $3,025* (ps). ’57 Premiere 2-dr., $1,925* (ps). °54 Ford (6) F-250 %-ton pickup, $495. 
’57 (62) Sedan de Ville, $2,425* (ps); ’55 Capri 2-dr., iy As ous *53 Chevrolet %-ton pickup, = Stude- 
Coupe de Ville, $2,400* (ps); 2-dr., ’53 Cosmopolitan 4-dr., ps). baker (6) %-ton pickup, $285. 
130° $2,100* (ps). MERCURY — '58 Montclair 4-dr. hardtop, ’52 Chevrolet %-ton pickup, $375*; GMC AVAILABLE TO ALL CAR DEALERS 
315" '56 (62) Coupe de Ville, $1,890* (ps); $1,745* (ps). %-ton LWB pickup, $315. 
’ conv., $1,400* (ps). a —-—-- — _ — 
’55 (62) 4-dr., $1,200* (ps). 
,075, "52 (62) 4-dr., $300* (ps). 
Dick- CHEVROLET—’'59 Impala (8) sport coupe, 
$2,440*; sport sedan, $2,350*; Bel Air 
(8) 4-dr., $2,090* (ps), $2,080* (ps), 
$1,980* (ps); Parkwood (8) 4-dr., $2,- 
035. 
day, ’58 Corvette (8) conv., $2,800; Impala 
her: (8) sport coupe, $1,775*; conv., $1,700; 
cent Brookwood (8) 4-dr., $1,750*; Bel Air 
(8) sport sedan, $1,485* (ps); Delray 
). (6) 2-dr., $1,200. 
’57 Corvette (8) conv., $2,355; Bel Air 
ps); (8) 4-dr., $1,350* (ps); Two-ten (6) 
Delray, $1,210*. 
4 ’56 Bel Air (8) sport coupe, $1,175*; 
Two-ten (8) station wagon, $795*. 
-dr., "55 Two-ten (8) station wagon, $790*; 
-dr, Two-ten (6) station wagon, $775*; Bel 
’ Air (8) 2-dr., $750*. 
-dr. ’54 Two-ten Del Ray, $565*. 
% 53 Bel Air 2-dr., $415 (ps); conv., $360*. 
Ds ’51 Deluxe 4-dr., $130. 
CHRYSLER—’'55 Windsor 4-dr., $625*. 
‘lle, DeSOTO—’53 Firedome 4-dr., $225* (ps). M R DEALER 
’52 Firedome 2-dr., $175* (ps). = soll te 
DODGE—’58 Royal (8) 2-dr. hardtop, $1,- 
625* (ps); Coronet (8) 4-dr., $1,255*. g 
$2,- ’57 Coronet (8) 2-dr. hardtop, $1,085*; L Ee I S 
Royal (8) 4-dr., $965*. 


’53 Coronet (8) 2-dr. hardtop, $225. 
Air EDSEL—’58 Bermuda station wagon, $1,- 


TALK 


ard- 
-dr. 
«|| Used Imported 
=|) % ABOUT PROFIT 
sta- 
‘« Car Ss 
dr., 
yne- 
ia ALBANY : 
Fora (English)—’59 Anglia, $885. Now for the first time you are offered a FULL COMPLETE 
e Renault 56 — $200. LINE of imported cars...a line enjoying fantastic nation- 
Wartburg—'59 4-dr., $500. wide success...a line with the HIGHEST PROFITS IN 
rd- BORDENTOWN. N. J ITS CLASS! TOYOPET, with the biggest parts-per-car 
1, Fiat—'59 conv., $750. rane age inventory of any import—is available in a wide choice 
18). ve, eno —'59 Anglia 2-dr., $820, of color combinations; features more easy to see — easy 
” TF isctta——'59 2-dr., $265. to sell EXTRAS than cars costing many times its low 
Benaate—'00 4-dr., $1,310*; $830. price. Manufactured and distributed by one of the 
52,« Vinewagin— ee 9-a., $1,290, $1,235. world’s great automobile companies. 


57 2-dr., $860. 


4- 
CALDWELL, N. J. 
3.) Citroen—’57 DS19 4-gr., $550. 
5*. Ford (English)—’'56 Anglia 2-dr., $190. 
1,- Lloyd—’60 Minibus 2-dr., $900. 
ia, Mercedes-Benz—’55 4-dr., $1,160. 
0; Volkswagen—’58 2-dr. hardtop, $1,545. 


50, CHICAGO 


o* Mercedes-Benz—’'59 180D, $2,500. 
se: ’58 190D, $2,300, $2,200. 


385 Renault—’59 Dauphine, $935. 


Volkswagen—’59 K -Ghi 4 2,- 
8) ivan: °° ALL PRODUCTS PRICED FOR IMMEDIATE SELLING 


"58 2-dr., $1,200. 





i, | Volvo—'57, $1,000. 
P.. DANVILLE, VA. 
2- Ford (English)—’'59 Anglia 4-dr., $850. 
8) a station wagon 2-dr., $545, 
85. 
1s- Taunus—’58 4-dr., $970. 
*, Volkswagen—’56 station wagon 2-dr., $750. 
i, DYER, IND. 
Pp, Fiat—’59 4-dr., $1,005. 
) ; 
° Fiat—’ 5: f 2-dr. i == 

.. [L Ford (ineteh) 58 4-dr.” $675, CROWN CUSTOM STATION WAGON . Py TOYOTA LANDCRUISER 
" Hiliman—’58 4-dr., $810. 2-door or 4-door Mighty 120 HORSEPOWER 6-cylinder 

et cite aoe tis 6-passenger BIG CU: OM SEDAN 4-wheel-drive... unequaled anywhere. 
- Si "58 4-dr., $750. ’ ° 4-door FULL. 6-pessenger Soft or hard top models. 

a 33-miles-per-gallon economy 


Volkswagen—’60 4-dr., $1,685, 
unmatched luxury! 


LOS ANGELES 
Austin-Healey—’58 roadster, $2,150. 
er 
Jaguar—’58 XK150 sport coupe, $2,300. WRITE OR PHONE NEAREST 
. Mercedes-Benz—’58 190 4-dr., $2,300. «< TOYOTA REGIONAL OFFICE 


Renault—'58 Dauphine 4-dr., $1,200. 


° Simea—’57 Aronde 4-dr., $500. Cc oO i re LOS ANGELES OLympia 9-2700 
Volkswagen—'56 2-dr., $765. iwi oo oO oO Fa 8701 Beverly Bivd. 


2 MASON CITY, IA. BONUS ADDITION TO TOYOPET LINE! SAN FRANCISCO SUtter 1-7452 
ee ee ee Designed specifically for the American market, a new cae = ae 
: PORTLAND, ORE. 4-passenger, 4-door super economy sedan will be an- on. Gheeedernegl 
Volkswagen =e 2-dr., $1,240, $1,150; nounced this spring. This car will be competitive with NEWARK Bigelow 8-3450 
heres the lowest priced cars on the market — but will have 231 Johnson Avenue 
y _ SEATTLE incomparably more selling features. Be a part of the CHICAGO BRoadway 4610! 
ee ene See, $2,008. huge national advertising push which will send off ‘§ 2906 West Peterson Avenue 
‘| _ WAREHOUSE POINT, CONN. 1960's hottest imported vehicle / 
eo 


MG—’'53 TD roadster, $585. - 











Automatic Metallizing Gun 
Developed by Sprarod 


Development of a heavy-duty, high- 
precision, automatic metallizing gun for 
production, maintenance and research has 
been announced by the Sprarod Corp., 
2795 E. Eighty-Third St., Cleveland 4, O. 

The principal feature is said to be a 
two-position air cap that adjusts itself 
avtomatically for easy lighting and fast, 
fine grain spraying. The gun is designed 
fo handle all wire sizes from 15 B&S 
gauge to 3/16-inch and will handle all 
metals from molybdenum to lead. The 
wire feed range of 1.32 to 23.1 feet per 
minute is accomplished by the dual range 
air motor system. The speed is regulated 
by a mechanical variator that permits 
high torque at low wire feeds. It will op- 
erate on all combustible gases using the 
same nozzie and siphon mixing and 


metering system. 


* * * 


Koppers Develops Latex 


For Use in Metal Primers 


A latex with low foaming advantages 
for use in metal primers has been an- 
nounced by the plastics division, Koppers 
Co., Inc., 801 Koppers Building, Pittsburgh 
19, Pa. 

Known as Dylex KCD-141, the latex has 


Engineering Briefs 





HUDSON, Mass. — Five lines of 
British machine tools will be sold 
and serviced in this country by a 
newly formed subsidiary of La- 
pointe Machine Tool Co. 

The five lines are Churchill Ma- 
chine Tool Co., Ltd., precision sur- 
face and internal grinders; John 
Lang & Sons, Ltd., large surfacing, 
boring, profiling and screwcutting 
lathes; H. W. Ward & Co., Ltd. 
large-capacity ram type and com- 
bination turret lathes; J. Parkin- 
son & Son, Ltd., milling machines 
and gear planers, and Butler Ma- 
chine Tool Co., Ltd., planers, shap- 
ers and slotters. 

a * * 


Buick Cuts Noise in ’60s 


With 5 Insulating Products 

FLINT.—Buick has reduced the 
sound pressure level inside its 1960 
models by 50 percent through the 
use of five insulating materials, 
each designed to eliminate a spe- 
cific noise peculiar to the area in 
which it is applied, according to 
Oliver K. Kelley, chief engineer. 

The five sound-damping materials 
are amberlite, felt, jute, fiber glass 
and “spray-on” deadener. 

. om 7 


Shortest Tire Test Track 


Is Claimed by Goodrich 

BRECKSVILLE, O.—B. F. Good- 
rich Co. claims it hag the world’s 
shortest tire test track at its re- 
search center here. Though less 
than a mile long, the track has a 
series of flat curves, sharp 
turns and built-in road bumps. 

It was designed to provide ideal 
conditions for studying ride qual- 
ity, steering, skid resistance and 
tire noise, according to W. F. Bill- 
ingsley, technical director of the 
company’s tire division. Its purpose 
is to evaluate these qualities in ex- 
perimental tire designs. 


Stainless Steel Mufflers 


Withstand 30,000-Mile Test 
DET ROIT.—Afte? a two-year, 
30,000-mile test in Detroit traffic, 
stainless steel mufflers were found 
to be “in excellent condition with 
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less foaming, improved corrosion resist- 
ance and impact resistance, the firm said, 
and its use in the primer coat reduces 
surface imperfections caused by bubbles 


forming on the coated surface. 
ra. eee 





Webster Electric Develops 
Hydraulic Gear Reducer 


A hydraulic motor gear reducer has 
been developed by Webster Electric Co., 
Racine, Wis. 

Believed to be the only product of its 
kind, this unit consists of a gear-type 
fluid motor mounted as a part of a plane- 
tary gear reducer, the company said, It 
was designed for use in driving rotary 
soldering, welding or heat treating fix- 
tures; powering hoists, cranes or rope 
drives; turning turrets and platforms; driv- 
ing elevators, conveyors, even earth avu- 
gers. - 


no sign of corrosion or component 
failure,” according to the Commit- 
tee of Stainless Steel Producers, | 
American Iron & Steel Institute. 
The mufflers used in the test 
were fabricated by Walker Mfg. Co. 
The trade group said Type 439 
stainless was used throughout the 
mufflers with the exception of the 
headers and a cup-shaped interior 
baffle. These parts were formed 


from Type 302 stainless. 
* + * 


New Plant for Colton 
ELK RAPIDS, Mich.—Comple- 
tion of a new plant here to manu- 
facture punches, dies and compact- 
ing presses is announced by Arthur 
Colton Co, 








A ‘Cool’ Pipe— 

Though she may look it, this lady's not 
for burning—nor smoking either. Actually, 
all that smoke Joan Gunderson has ex- 
haled is coming through miscroscopic 
pores in a piece of high-strength steel 
pipe which Bendix Aviation Corp. engi- 
neers say will be especially useful in 
solving heat problems because it can 
permit a coolant to pass through metal 
structures. The new porous metal—Poroloy 
—is actwally a mesh of superfine, fiat- 
tened steel wires made into a strong, 
integrated structure by a special heat 
process at the Bendix-Filter division in 
Madison Heights, Mich. 


Engineering and Production 
New Products 





Reversible Drill Added 
To PET Line of Tools 


Model 827 ‘'-inch reversible -drill is 
the latest addition to the industrial line 
of heavy-duty power tools produced by 
Portable Electric Tools, Inc., 320 W. 83rd 
St., Chicago 20, Ill. 

Model 827 has an industrial 5.0 amp 
rating, all ball and needle bearings, built- 
in reversible switch, and four-position re- 
moveable handle. The Universal AC/DC 
115-volt motor provides 600 r.p.m. no- 
load and 370 r.p.m. full-load speeds. It 
weighs 10% pounds. 


Bench Welder 


A small, press-type bench welder de- 
signed for extra fine and critical welding 
has been announced by the Universal 
Electroweld Division, Electric Arc, Inc., 
152 Jelliff Ave., Newark 8, N. J. It is 
produced in models with capacities rang- 
ing from 5 to 50 KVA, the firm said, and 
is air actuated, has adjustable upper and 





(Continued from Page 13) 
his friends and neighbors for win- 
ter driving. 
This eccentric endeavor of Col. 


| Weed’s was reported in nearby 


business circles, but no one paid 

much attention to it because any- 

one with any sense in those days 

“knew that automobiles weren’t 
made for winter driving.” 

But Lashar was so impressed 
with this idea that he and Weed 
shortly decided to form a tire chain 
company in the latter’s onion shed, 
naming it the Weed Spiral Chain 
Grip Co. 

. ae * 


yas firm later changed its name 
to American Chain & Cable Co., 
which today is the world’s iargest 
producer of all types of chain and 
employs 8,000 persons in its 16 divi- 
sions. 

Although American Chain & 
Cable is believed to be the top pro- 
ducer of tire chains, they are also 
made by Campbell Chain Co., Co- 
lumbus-McKinnon Chain Corp., 
Hodell Chain Co., Nixdroff-Krein 
Mfg. Co., Peerless Chain Co., St. 


°60 Car’s Lights 
Are Best Ever, 





GE Official Says 


CLEVELAND.—“The 1960 auto- 
mobiles have more and better lights 
so that motorists can see in time 
to stop in time,” according to Wil- 
liam H. Robinson jr., marketing 
manager of General] Electric’s Min- 
iature Lamp department. 

“The average passenger car pro- 
duced today has 27 lights, or five 
more than the average home uses 
for general illumination,” he said. 

Robinson attributed this to the 
fact that auto manufacturers have 
steadily increased the number of 
light sources installed on cars for 
the safety and convenience of pas- 
sengers and drivers. 

He cited the four-headlamp sys- 
tem, introduced in 1957, as a major 
improvement and the new seven- 
inch Suburban headlamps, for two- 
headlamp cars, as also increasing 
seeing distances and reducing glare 
when properly aimed. 














lower arms and holders, and comes with 


a Universal Electroweld foot switch. 
* * «&* 





Patented Ball-Joint Design 
Said to Add Life, Cut Parts 


A patented ball-joint design concept by 
Superior Ball Joint Corp., 8932 Trier Rd., 


Fort Wayne, Ind., is said to increase life | 


by a factor of two or more compared to 
conventional designs, while reducing the 
number of parts in the assembly. 

The company, which offers a broad line 
of sizes from No. 10-32 through %-16, 
states that its “SP” series provides in- 
creased life and shock resistance because 
of a redesigned ball which departs from 
the conventional spherical shape and 
which features a shorter heavier neck. 
Greater strength and better wear char- 
acteristics are said to be obtained with- 
out sacrifice of angular deflection in any 
direction. Movement is free at any point 
in a minimum conical angle of 30 degrees 





regardiess of the plane of deflection. 


Sales of $20 Million Seen This Winter . . . 


Tire-Chain Business Is Healthy 


Pierre Chain Corp., S. G. Taylor 
Chain Co. and Western Chain Co. 

Over the past half century, rel- 
atively little change has been 
made in Col, Weed’s original de- 
sign, which consisted of two side 
chains which went around the 
side of each rear tire and 12 to 
16 chains which crossed over the 
treads from each side chain. 

In 1923, American Chain intro- 
duced its first reinforced tire chain, 
consisting of a strip of steel across 


Average Put at 238... 








Compacts Shrink 60 HP 


(Continued from Page 13) 


ed the average horsepower of their 
engines: Plymouth (up 29), Ram- 
bler (up 12) and Studebaker (up 
25). The horsepower of three cars, 
Cadillac, Chrysler and Imperial, 
were unchanged. 

The decline of 1.5 percent in the 
horsepower for the average 1960 
engine—including V-8s and six- 
cylinder models—represents the 
second straight year that horse- 
power has declined. However, the 
decline last year was somewhat 
greater—3.9 percent. 

* 


* * 

p24 year in the horsepower 

race was 1958. These cars were 
introduced just a few months after 
the auto makers agreed to the self- 
imposed ban on further horsepower 
and emphasis on horsepower. Of 
course, developmental work on the 
‘568s had been completed before the 
agreement was made. The average 
horsepower was 281 in 1958 and 261 
in 1957. 

A further factor in the situation 
naturally has been the trend toward 
more economical operation in the 
past year or so. One way of getting 
greater economy is to cut the 
horsepower. 

However, it’s to be noted that, 
except for Oldsmobile, none of 
the auto makers made a major 
pitch this year in respect to im- 
proving Operation economy. 

In this connection, a good deal 
of effort is now being expended 
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High Temperature Oven oo 
Announced by American tan 
American Instrument Co., Inc., Silver a 
Springs, Md., has introduced an oven de- ad 
signed to keep a constant and uniform to | 
heat for long periods. The unit has ap- the 
proximately four cubic feet of work space, M 
with an all-stainless steel interior. as | 
The temperature range of the oven is cep’ 
125 degrees to 1,000 degrees, with a me 
heat-up time of room temperature to 725 sinc 
degrees in one hour; to 1,000 degrees in yea. 
3% hours, with 2,500 watts maximum a t 
electrical input. Exterior dimensions are Tol 
34, inches wide by 42 inches high by 
33 inches deep. No 
a 
Slide Rule Caliper T 
A four-inch slide rule caliper No. 205, Wh 
graduated for inside and outside measure tank 
ments, is being announced by Central tom 
Tool Co., Cranston, R. |. It has graduations 7 
machine-divided by 32nds and 64ths. “4 
0 
of 
inc 
pre 
phi 
The 
of 
phr 
each chain link for greater strength The 
and durability. dia 
— Tr 
Installation Made Easier “— 
HE next and latest major high 
change came in 1939 when sirec 
American Chain brought out its vibrs 
V-bar reinforced tire chain, Each Du 
cross link of this chain has a V- deve 
shaped insert which simultaneously with 
reinforces the link and provides 4 slow: 
better gripping point. The 
There are 288 such gripping trolle 
(Continued on Page 24, Col, 3) the a 
Alt 
air | 
most 
the |] 
prob! 
come 
“H' 
wher 
by the engine engineers to improve side. 


gasoline mileage. Some good re- 
sults of this work are expected in 
a year or two. 
+ cd * 

SLIGHT trend in the horse- 

power ratings this year was 
that the two independent auto 
makers, American Motors and 
Studebaker-Packard, added more 
powerful engines to their lines. 
Both firms, however, are still offer- 
ing 90-horsepower engines. 

One automotive source recently 
reported that a horsepower race in 
reverse may be shaping up among 
the auto companies. A charge has 
been made by one firm that several 
makers have intentionally under- 
stated the horsepower on their 1960 
cars to cash in on the economy 
trend. 

Whether this is true or not, it 
sometimes does take something 
of a detective these days to learn 
what the horsepower of a car is. 
This is in strong contrast to a 
few years ago when the promo- 
tional material was jammed with 
horsepower references. 

Is it possible that in the near 
future “advertised horsepower” will 
be jettisoned in favor of the actual 
horsepower delivered to the rear 
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wheels of a production car oper- 

ated in normal! driving circum- 

stances? Haro 
—JoszerpH M, CALLAHAN Plant ii 
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Turnings . . . . « By Joe Callahan 





(Continued from Page 13) 


whose drivers are completely un- 
aware of the trailing car because 
of the relative weakness of the 
car’s horn, 

In this situation, he said the 
air horn is the best solution be- 
cause it is “loud, simple and in- 
expensive.” 

According to Hadley, an air horn 
has a noise level of 128 to 130 deci- 
bels, compared with the 112 to 114 
decibels of the electric horn. This 
means that the air horn is 30 to 
40 times louder than the electric 
horn, since the noise doubles with 
every three additional decibels. 

Hadley’s auto dual horn consists 
simply of two projectors or bells 
attached to a power unit, an air 
tank with a solenoid valve for 
storing the compressed (about 70 
p.s.i.) air, a smal] air compressor 
and a switch that can be attached 
to the instrument panel or around 
the steering column. 

Most of this equipment is about 
as old as musical instruments, ex- 
cept for the compressor which was 
patented by Hadley, who has been 
working sporadically with horns 
since 1926. During some of these 
years he was also part owner and 
a top official of AP Parts Corp., 
Toledo, 


* * * 


No Engine Power Used 


Si compressor operates off the 
engine vacuum and takes ab- 
solutely no power from the engine. 
When the five-by-nine-inch air 
tank is filled, the compressor au- 
tomatically shuts off. 

The power unit is the heart of 
an air horn. It consists basically 
of a diaphragm made of a piece 
of stainless steel 5/1000 of an 
inch thick. A precise amount of 
pressure is kept against the dia- 
phragm by an adjusting cup. 
The noise is produced by a “slug” 
of air which causes the dia- 
phragm to vibrate off its seat. 
The adjusting cup reseats the 
diaphragm. 

This unseating and reseating 
cycle is repeated 225 to 365 times 
a second, depending on whether a 
high-pitched or deep tone is de- 
sired. The faster the diaphragm 
vibrates, the higher is the tone. 

Due to the back pressure that 
develops with each cycle, the horns 
with longer projectors operate 
slower and are therefore deeper. 
The noise level also can be con- 
trolled by turning a screw behind 
the adjusting cup. 

Although some people want their 
air horns .mounted on the hood, 
most of them are mounted under 
the hood, presenting an increasing 
problem to Hadley as this area be- 
comes more congested each year. 

* aa * 


“TJOWEVER,” Hadley said, “we 

haven’t encoyntered a car yet 
where we couldn’t get a horn in- 
side. The worst in this respect was 
my own car—a ’59 Lincoln—but we 
in there, although 


* * 


still got the horn 
* 





Hadley's Horns— 


Harold F. Hadley is shown at his small 
plant in Toledo, where 70 percent of the 
nation's air horns are produced. 











the air tank is mounted behind the 
bumper.” 

His new auto horn is a very 
compact unit that mostly will fit 
between the radiator and the 
grille, necessitating a small, curl- 
ed projector, An air horn is very 
“directional” so it’s imperative 
that the projectors be pointed 
straight ahead. 

It’s also important that dual 
horns be used. Besides giving more 
volume, a dual horn eliminates the 
chance that the noise may harmo- 


Technical Personnel 





Highway Trailer Promotes 


Hitch to Vice-Presidency 


Robert A, Hitch has been named 
engineering, research and develop- 
ment vice-president of Highway 
Trailer Co. 

Hitch had been director of re- 
search and development for High- 
way Trailer, and formerly was 
engineering director for Strick 
Trailers, a division of Fruehauf 


Trailer Co. 
+ + + 


3 Superintendents Named 
In Dodge Assembly 


Promotion of three production 
executives at the Dodge assembly 
plant in Hamtramck has been an- 
nounced. 

Peter J. Dittenber was appointed 
general superintendent of manu- 
facturing, second shift. His brother, 
Theodore Dittenber, was named 
superintendent of the first shift, 
final assembly department. Roy W. 
Shier was named superintendent of 
the second shift, final assembly 


department. 
* + + 


Market Forge Names 2 


Market Forge Co., Everett, Mass., 
has appointed Herbert Swanson 
chief engineer and Earl H. Barry 
manager of the janitorial equip- 
ment division. 

+ * * 


Ford’s Stevenson to Head 


Engine and Foundry Unit 


Robert Stevenson has been ap- 
pointed general manufacturing 
manager of the engine and foun- 
dry division of Ford Motor Co. 

Stevenson, a Ford engineering 
executive for nearly 25 years, for- 
merly was chief engineer of the 
division’s product engineering of- 
fice. In his new capacity, he is 
responsible for the division’s man- 
ufacturing operations, including the 
engine and radiator and foundry 
manufacturing engineering staff 
departments, and nine plants in 
Dearborn; Cleveland; Lima, O.; 
Green Island, N. Y., and Sheffield, 
Ala. 

a cS * 


Chaney Joins Morrison 


Donald Chaney has been ap- 
pointed new-product engineer of 
the Morrison Body division, Morri- 
son Steel Products, Inc. He had 
been director of engineering for 
Converto Mfg. Co. 


* * * 


Bendix Ups 3 Engineers 

Bendix Aviation Corp. has an- 
nounced three engineering appoint- 
ments at its Utica (N. Y.) division. 
Howard A, Alexanderson has been 
named engineering director; Ber- 
nard Goldberg, chief engineer for 
current products, and Henry Troe- 
ger, chief engineer for advance 
design. 


a * * 


AMP Appoints Young 


D. A. Young has been appointed 
chief design engineer for the engi- 
neering science division of Ameri- 
can Metal Products Co. 


* * * 


Kaydon Names Bujold 


Frank X. Bujold has been named 
general manager of Frauenthal di- 
vision of Kaydon Engineering 
Corp., Muskegon, Mich. The com- 
pany also announced the resigna- 
tion of Richard Couch as sales vice- 
president of Frauenthal division. 


nize with some other noise from 
the car and become lost. 


Hadley said it’s generally a good 
idea to leave the electric horn on 
a car when an air horn is installed 
because the quieter electric horn 
can be used for city driving. 

When asked why a “beefed-up” 
electric horn couldn’t be made for 
expressway driving, he said the air 
horn was better because it involv- 
ed no mechanical operation and 
produced no wear problem, 

A minor problem with an air 
horn is that when the car’s engine 
is not running, the horn can only 
be used as long as there’s air in 
the tank—usually 10 to 12 blasts. 

* + 


* 


Claims Most of Truck Market 


ADLEY, who started his com- 

pany in 1947, says he has grad- 
ually“captured the majority of the 
truck air-horn market by turning 
out what he considers the best air 
horn and by cost consciousness, 
which has resulted in many price 
cuts. 

Dual horns for trucks that re- 
quire no air compressors retail 
for as low as $27.50, explaining 
why 80 percent of the nation’s 
larger trucks now use them. 
According to Hadley, a truck’s 

air horn can pay for itself in fuel 
savings in six weeks by clearing up 
traffic congestion and other ob- 
stacles in hilly country, eliminating 
braking and the 10-15 minutes that 
are needed to regain speed, 

Dual horns with compressors for 
cars cost $60 if they’re painted or 
$65 if they’re chromed, although 
most air-horn buyers insist on 
chromed horns if they’re outside 
the hood. 

He said that air horns are more 
popular now than ever before, 
largely because in the bygone days 
an adequate set of air horns cost 
$100 to $125. 

an of 


No Laws Against Horn 

. asked about any laws 
against these louder horns, he 

said that there are none, although 

most cities have laws against any- 





North Carolina, which annually re- 
quires the maker to send in one of 
his horns and a $15 fee. 

Concluding his remarks, Hadley 
said “an air horn isn’t a novelty— 
it’s a safety feature.” 


thing that becomes a nuisance by 
being too noisy. Also, some states 
have laws against musical or nov- 
elty horns. 

The only state that has a law 
affecting the horn manufacturer is 
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GREYsIRON GASTINGS 


ONE, OF THE NATION'S 


LARGEST. AND MOST MODERN 
PRODUCTION “FOUNDRIES » = 


THE WHELAND COMPANY 
AIINI34 DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 








PALNUT Lock NuTS and FASTENERS 


Ek wal 


one or more of these assembly parts or operations 


-and provide 


PALNUT Lock Nuts for threaded members 





PUSHNUTS® for unthreaded studs and rod 


ere <= 


THE PALNUT COMPANY, 





Ordinary 
Tapped Nuts 


Annular 
Grooves 


Threading Drilling 


compact, vibration-proof assemblies 


© A single PALNUT’ Lock Nut 
replaces ordinary nuts, lock- 
washers, flat washers and sealer 
washers, according to application 
and type used. Cost less than or- 
dinary nuts, save weight and 
space, assemble fast. 


e Save threading costs. Form 
their own deep, clean threads 
while tightening on studs, rod or 
wire of any malleable materials. 
Fast assembly with standard tools. 
Vibration-proof grip. 


e Simply push on unthreaded 
studs, rod, wire or rivets. Strong 
spring grip resists removal. Save 
threading, grooving, drilling, cot- 
ter pins. Low in cost, fast assembly. 


Write for literature and free samples, 


47 Gien Road, Mountainside, N. J. stating type, size and application. 


Detroit Office and warehouse: 730 West Eight Mile Road 
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LOCK NUTS 
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WANTE 


100 Car Dealers 
in the states of 


ARIZONA UTAH 
NEVADA IDAHO 
NEW MEXICO 
WASHINGTON 
OREGON 

and CALIFORNIA 


to sell Italy’s most 
beautiful sports car 


the new 
1960 Model 


MORETTI 


Convertible and Coupe 
Suggested Retail 


‘2,645 


plus accessories. 


Each car carries 90-day or 
4,000 Mile Warranty. 


Dealer Profit 


‘500 


Adequate stock of parts 
available. 


Also available 
Key Dealer Franchise for 
each of the above states. 


Write for free brochure. 


NORWITT 
MOTORS, INC. 


1245 Howard St. 
San Francisco, Calif. 
Underhill 3-9100 











MR. SALES MANAGER! 


You'll find, ST. CLAIR INN, just 50 
miles upriver from Detroit, THE 
place for good sales meetings! 
Everything you need plus resort 
atmosphere and complete control! 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 





St. Clair Inn and Country Club 


OPEN ALL YEAR .. . ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN ¢ dial FA 9-2222 





et Made Auto aie 


pomapinn you want matched. 
Hundyede factory meas colors. 


sgoton $10.50 co0° ° 


ANY CAR or SiATiOn. Woon 
ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 
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On New Unitized Bodies .. . 





How Factories Strive 
To Cut Rust Damage 


(Continued from Page 15) 


tions of the steel that are to be 
bonderized and painted. 


Galvanized steel is used on all im- 
portant underbody areas and on all 
box sections where there is little 
ventilation, although it’s not used 
for the floor pan. A Ford spokes- 
man said that ‘an extra bonus of 
the galvanized steei is that it per- 
mits the use of lighter gage steels, 
making the car 17 pounds lighter 
than it would otherwise be. 

+ * * 


Most Expensive Change 


F ALL the new anticorrosion 

processes introduced, it’s safe 
to say that Chrysler Corp.’s system 
was the most expensive since it 
involved the scrapping of all (ex- 
cept for the Imperial) its bonder- 
izing spray equipment and the in- 
stallation of $18 million worth of 
bonderizing and primer dip tanks. 


Each of Chrysler Corp.’s unit- 
ized bodies is subjected to three 
metal cleaning baths, seven anti- 
corrosion dips, seven spraying op- 
erations and seven external paint 
operations. 


When the steel arrives at a 
Chrysler plant, it’s given three in- 
tensive spray baths of caustic metal 
cleaner to remove all oil and dirt. 
Then, a special new drawing com- 
pound is applied before the steel 
heads for the stamping machines 
and the body-building department. 


At -the anticorrosion line, the 
completed body, which is still 
minus its stub frame and front end, 
is immersed 18 inches in a tank 
of alkaline cleaner. Then follows a 
30-second rinse in 180-degree water, 
another rinse in 140-degree water, 
an immersion in 18 inches of phos- 
phate coating, a water rinse in 140- 
degree water and a chromic acid 
conditioner bath and spray. 

* * * 


SSENTIALLY this is the bond- 

erizing process used by the rest 
of the industry except that it’s done 
by dipping the lower 18 inches of 
each body and spraying the upper 
portions. 


Although this is the way bonder- 
izing was applied in the ’20s and 
’30s, it has the obvious advantage 
of phosphate coating the insides of 
lower box sections and producing 
better paint adhesion there. 


The most important stage is 
the next one in which body is 
immersed in 18 inches of grey- 
colored, water-based primer for 
90 seconds and then sent to a 
drainage area. This primer is 
washed off the car’s exterior 
sheet metal because it is consid- 
ered unnecessary and because it 
would cause “wedging” and other 
imperfections when the external 
coats of paints are applied. 
Chrysler Corp. engineers claim 

their new primer is far superior to 
any previous primer in the indus- 
try in initial effectiveness and dur- 
ability. 


* * * 


2 Compounds Used 


Tus underbody of the Chevrolet 
Corvair, GM’s first unitized car, 
is protected from corrosion by the 
use of two specialized compounds 
containing nonferrous metal par- 
ticles. One compound consists 80- 
90 percent of zinc and the other 
contains aluminum. 

By means of a process called 
“zincilating,” the zinc-rich paint is 
sprayed on the underbody stamp- 
ings at the stamping plant before 
the components are assembled. Of 
course, this follows the standard 
six-stage bonderizing process. 

In this way, the zinc-rich 
primer is applied 100 percent, in- 
side and outside, to the entire 
underbody and to the fenders. 

A Fisher Body spokesman said 
that the anticorrosion treatment 

for any given area of the Unistrut 
body (as GM’s unitized body is 
called) is based on the require- 
ments of that area. 

“For example,” he continued, “the 
interior surfaces of the body sills 
or rockers, which are frequently 
subjected to moisture, are sprayed 
with the high-zine content primer, 


prior to assembly. This primer does 
not inhibit welding.” 
* od * 

| Apo for the rocker panels of 

the GM four-door hardtops, the 
above anticorrosion treatment is 
unique to the Corvair. The vital 
box sections of the Corvair, like 
those of other unitized cars, are 
also more rust-resistant because 
they are about twice as thick as 
other body sheet metal. 

After the Corvair’s body is as- 
sembled, a wax-based aluminum 
compound is applied to areas 
where water tends to collect. In 
addition, a primer with a lower 
zine content is applied to impor- 
tant structural members which 
receive a final paint finish and 
to other areas that are less criti- 
cal from the corrosion standpoint 
and receive no other coating. 

The underbody of the Lincoln, 
now in its third year with a unit- 
ized body, is protected against cor- 
rosion through the regular six-stage 
spray-on bonderizing process plus 


‘Long Rifle’ Spray— 


A worker at AMC's Kenosha plant uses 


a “long rifle’ spray gun to cover the in- 
side of a Rambler's rocker sills with a 
non-drying wax-like substance. 

* * * 
dipping the body 18 inches in a 
tank of primer. 

Although it was originally plan- 
ned that the primer would have an 
epoxy base, Lincoln officials decided 
later to use a water-soluable primer 
because it reduced the fire hazard. 





same anticorrosion protection that 


the Lincoln does. 
* * * 


Completely Submerged 


eee anticorrosion proc- 
ess is unique in this industry in 


that the bodies are completely sub-’ 


merged in primer dip tanks at 
Kenosha and Milwaukee. A gain, 
bonderizing is sprayed on. With 
this complete dipping process, 
Rambler officials say the bodies are 
rustproofed in areas previously not 
accessible by spray painting — in- 
sides. of doors, pillars, sills and be- 
tween welding seams. 

To give further protection to the 
inside of rocker panels, AMC -some 
time ago began using a “long rifle” 
paint gun to spray a rust-inh‘b- 
iting, nondrying waxlike substance 
into the rockers. 

Another important change in 
the Rambler process was made 
this year. Instead of the alkyd 
type of primer that has been 
used, Ramblers now are dipped in 
an epoxy primer pigmented with 
rust-inhibiting iron oxide and 
zine chromate. 

Despite the years of study which 
several auto makers have put into 
selecting their unitized anticorro- 
sion process, many of them have 
relatively little experience in this 
field. 

When more experience is acquir- 
ed in the next couple of years, it’s 
likely that the entire industry will 


The Thunderbird body, which is|concentrate on one or two rust 


built by Budd Co., receives the 


Sales of $20 Million Seen This Winter... 


Tire-Chain Business Is Healthy 


can’t be too soft or the chains |a snow-covered road, the cross 


(Continued from Page 22) 
points, giving balanced traction 
and lessening side skids, The grip- 
ping points slant alternately to the 
left and to the right. Reinforced 
chains last about twice as long as 
regular chains. 

When tire chain representa- 
tives are asked what changes 
have been made in the product 
in. the last 20 years, the con- 
versation has a tendency to wan- 
der. In most cases the patents 
have expired and the other com- 
panies adopted these improve- 
ments. 

One important advance was the 
development in about 1954 of a de- 
vice that fairly well solves one of 
the major problems—how to in- 
stall them. This device, called an 
“applier,” consists of a semicircle 
of stiff wire which fastens one end 
of the chain temporarily to the tire. 


Then, with the chain stretched 
out behind, the car can be driven 
forward about six feet, dragging 
the chain around the tire. The 
chain ends are then close enough 
to hook together, permitting re- 
moval of the applier. 

” * * 


_OwavER, many people still in- 
stall their chains by jacking up 
the car or by putting it on a hoist. 
In all cases, the important thing 
is to put them on only as tight as 
they can be manually tightened. 
Many people make the serious mis- 
take of putting the chains on parti- 
ally deflated tires and fully inflat- 
ing them, 

Charles (Boss) Kettering, GM’s 
inventive genius, reportedly said 
that the one thing he wanted to 
solve, and never could, was a truly 
satisfactory way of installing tire 
chains. 

Metallurgically, tire chains 
have come a long way since 1904 
when only iron and carbon steel 
were used, The problem is that 
the steel can’t be too hard or the 
links will crack on impact, and it 

* ok * 





will wear out too soon, 

Today, cross chains are generally 
case hardened by a heat-treating 
process while some side chains are 
cyanide hardened. Thus, the cross 
chain links have a ductile or flex- 
ible center and a tough outer case. 
Molybdenum is added to the steel 
used by some manufacturers. 

Of course, tire chains have 
changed dimensionally as tires and 
wheels have changed in diameter 
and thickness. The primary dimen- 
sion to the tire chain maker is the 
outside circumference of the tire, 
which may or may not change 
when the wheel size is changed. 

a 


Standardization Trend 


| i RECENT years there’s been a 
considerable trend toward stand- 
ardization of tire and tire-chain 
sizes. Thirty years ago, the chain 
makers needed 30 sizes of chains 
to blanket the market. Now, they 
do it with 11 sizes, and six chain 
sizes cover 90 percent of all U. S. 
tires now used. Chains for the 13- 
inch tires of the new compact cars 
are now available. 


Improved steels have increased 
the life of tire chains considerably, 
although Richard Ekstrand, execu- 
tive secretary of the National Assn. 
of Chain Manufacturers, said chain 
life can still vary from 10 to 1,200 
miles, depending on the speed at 
which the chain-equipped car is 
driven, how correctly they’re in- 
stalled, how much bare concrete 
they’re subjected to and the quality 
of the chain. 

Improper application will re- 
duce the life of chains by 50 to 
75 percent, he said, American 
Chain & Cable is one of the few 
chain makers that does not be- 
long to the association. 

A very important tire chain rule 
is never to drive over 35 miles an 
hour. Besides being dangerous on 





How Tire Chain Contours Change— 

Here are two views of a tire chain on a car at the Chrysler Corp. Proving Grounds 
where the static contour of a tire chain (left) and the dynamic contour (right) are 
closely studied so that the wheel housings of each new model will be designed with 


the necessary clearances. 


inhibiting systems. 


chains may snap immediately if a 

bare spot is hit at more than 

speed. Reasonable speed will triple 

the chain’s life, the experts say. 
* * * 


_— chains should be installed 
with just enough looseness to 
permit them to creep a slight 
amount around the tire. 

If they are installed too tightly, 
the chains will not be as effective 
and they’ll gouge into the tire rub- 
ber, although improved rubber is 
making this less of a factor all the 
time. 

With proper installation and 
moderate speeds, tire chains will 
give a ride that is surprisingly 
smooth, although there definitely 
is a slight rumble. 

A basic rule is to remove the 
chains as soon as the car is com- 
pletely out of the snow, although 
it’s wiser to leave them on and 
drive slowly if there are _ short 
stretches of bare cement. One au- 
thority said chains have been driv- 
en for 100 miles on bare concrete 
at moderate speeds. 

ok *~ OK 


Clearance Problem 

| tad YEARS gone by, a major prob- 
lem for the chain makers has 

been that some cars were not de- 

signed with enough cle arance 

around the wheel to permit use of 

chains. 

However, Ekstrand said that in 
the last three years the auto mak- 
ers have been good in this respect 
and that Chrysler has been partic- 
ularly concerned about this phase 
of its engineering. 

John Betti, assistant chief engi- 
neer for preliminary chassis design 
of Chrysler’s engineering division, 
explained that tire-chain clearances 
must be considered every time 
there’s a change in a rear-wheel, 
housing. 

He explained that his people 
develop an “envelope” of the tire- 
chain contour when the car is 
in movement, taking into consid- 
eration the various situations 
when the springs are at rebound 
or full jounce, The envelope de- 
fines the area where clearances 
must be maintained. 

The National Chain Manufactur- 
ers Assn. recommends that this 
envelope provide at least 1.4 inches 
clearance on the side and two 
inches clearance on top, but the 
auto makers’ clearance exceed this 
by a considerable margin. 

“I don’t know how many of our 
customers use tire chains,” Betti 
concluded, “but we’d hate to be in 
a position where we couldn’t sell @ 
car because it couldn’t be equipped 
with chains.” 
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Plus a Million Trucks... 





| Seven Million Car Sales in 1960? 


(Continued from Page 1) 
tion of the steel strike. Serious 
labor trouble in other industries 
could also throw the economy off 
pace. 
od * * 

4 bps Chrysler president said the 

main reason for optimism on 
1960 sales was that “hundreds of 
thousands of sales that might have 
been made in the fourth quarter 
of 1959 have been postponed into 
next year because of shortages in 
dealer stocks caused by the steel 
strike.” 

American Motors President 
George Romney has said the auto 
industry is likely to sell 7 to 7% 
million cars in 1960. He said this 
total would include 500,000 Ram- 
blers, 500,000 imports and 2,350,000 
compact cars from other Ameri- 
can producers. 
Studebaker-Packard President 

Harold E. Churchill did not esti- 
mate total industry sales in 1960 
but said S-P expects to increase 
unit sales by one-third and in- 
crease its market penetration from 
2.5 to 3 percent. 
A * + 
a text of the year-end state- 
ment from Donner of GM said: 

“It is my belief that 1960 will be 
a good year for business generally. 
The country can look forward to 
a record output 
of goods and 
services provided 
unnecessarily 
prolonged and 
widespread 
strikes are 
avoided. 

“In the auto- 
mobile industry, 
availability of 
steel will be the 
limiting factor on 
production for 
Some time to come. Later in the 
year, the rate will depend on mar- 
ket demand. We believe demand 
will be brisk. Employment and in- 
come can be expected to continue 
to rise. With business and con- 





F. G. Donner 


. Sumer confidence maintained, this 


will also be true of spending. 

“Competition in our industry will 
be more intense than ever. Intro- 
duction of the new smaller Ameri- 
can cars has brought added inter- 
est into the market place. The 
potential car buyer has an un- 
usually wide choice of makes, in- 
cluding a variety of imports. More 
new models are offered in a wide 
range of attractive styles and de- 
signs, while prices generally are 
unchanged from 1959. 

“In addition to expanding con- 
sumer demand for passenger 
cars, a growing market for trucks 


is anticipated. Our forecast is | 


that 1960 sales in the U. S. may 
well total in the area of 7 mil- 
lion cars, including 500,000 im- 
ports, plus 1 million trucks. This 
total of 8 million units would rep- 
resent more new cars and trucks 
sold than in any year except 1955. 

“All General Motors’ 1960 lines of 
cars and trucks have won enthusi- 
astic acceptance from the public. 
While it is still too early to deter- 
mine the extent of the demand for 
smaller cars, we are confident that 
larger cars will continue to be the 
choice of the majority.” 

* oK n 


T= Hitchings statement said, in 
part: 

“Substantial improvement in 
new-car buying will accompany an 
advance in total business activity 
to new highs in 1960. New-car retail 
Sales for the year should reach the 
7-million level, if economic condi- 
tions and credit availability are 
favorable throughout the year. 

“The 7-million potential as- 
sumes that part of the sales lost 
in the 1958 business recession will 
be regained in 1960. Economic re- 
covery in 1959 restored car-buy- 
ing nearly to normal, but there 
was no makeup of this loss. Fur- 
ther advances in general business 
in 1960 could boost new car sales 
to a level at least 10 percent 
above normal. 

“The economy will advance 
Sharply to new highs in the first 
half of 1960—provided there is no 








ness spending for plants and equip- 
ment. 

“Increases in employment and in- 
comes generated in this manner 
will build even more demand for 
goods and services throughout the 
economy. Early in the year, gross 
national product undoubtedly will 
surpass the $500 billion annual rate 
for the first time. 

“It will take about six months 
of heavy production in steel and 
autos to rebuild stocks of durable 
goods. Thereafter, the rate of in- 
ventory accumulation will probably 
be at a slower pace. Auto dealers, 
for example, must be stocked 
quickly in the first four months of 
the year to be ready for the spring 
market. Adequate levels of steel in- 
ventories cannot be built in six 
months, but the rate of accumula- 
tion is likely to slow down before 
the end of the year. 

* * * 


At LEAST partially offsetting 
this loss of production for in- 
ventory purposes in the last half 
of 1960 will be increased buying 
elsewhere in the economy. Poten- 
tial offsets include: (1) business 
spending for new plants and equip- 
ment, (2) foreign trade, (3) state 
and local government spending and 
(4) residential construction. 

“Consumer spending will fol- 
low, rather than originate, 
changes in total business activity 
in the second half of 1960. Con- 
sumers will already be going into 
debt at a peak rate in the first 
half of 1960 to finance the pur- 
chase of autos and other goods. 
Auto credit alone will have to ex- 
pand by more than $3 billion to 
finance a 7-million-car year. By 
contrast, auto credit was ex- 
panded by about $2 billion in 1959. 
Consumer spending in the last 
half of 1960, therefore, will be 
closely tied to income generated 
by total business activity. 

“Trends in the total economy for 
the last half of 1960 are difficult to 
forecast with accuracy. Economic 
forces which will shape this period 
are not yet fully developed. It now 
appears, however, that there will be 
conflicting forces of expansion and 
contraction in the second half of 
1960 which should roughly offset 
one another. 

“The most likely prospect is for 
maintenance of total business ac- 
tivity and auto buying close to the 


Florida Dealers Need 


License for Time Sales 


TALLAHASSEE, Fla.—Florida 
automobile dealers who sell cars 
on credit have been reminded by 
State Comptroller Ray Green that 
they must be licensed by the 
State, beginning Jan. 1. 

Green said the license fee is 
$10 a year for the dealer’s prin- 
cipal place of business. There is 
no charge for branch locations. 
The law also requires that all 
finance companies handling auto 
contracts must be licensed at an 
annual rate of $25 for each of 
their Florida offices. 
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A School for Dealer Personnel— 





peaks of the first half. Dollar vol- 
umes may rise moderately to reflect 
further inflation of the wage-price 
structure.” 
* * * 

Heavy-Duty Upswing 
T HE market for heavy-duty 

trucks, which underwent excep- 
tional growth the past year, should 
continue to expand in 1960 with 
sales of trucks in the 19,500-pound- 
and-over class rising another 10 
percent above their high 1959 level, 
J. N. Bauman, president of White 
Motor Co., said. 

“Heavy-duty truck registrations 
in 1959 rose almost 40 percent 
over the previous year and this 
impetus should carry over,” con- 
tinued Bauman. “We anticipate 
a good 1960, too, because some 
truck buying which was held off 
by the steel strike should be re- 
alized the coming year.” 

Value Line Investment Survey, a 
financial advice service, expects do- 
mestic production of autos to reach 

6% million in 1960, up 18 percent 
from this year’s output. The serv- 
ice expects the first quarter to show 
the highest auto production total on 
record, 
* * ag 
frre sales upswing should give 
the auto industry a good profit 
showing for 1960, the service said. 

The service sees factory sales 
of trucks exceeding 1.2 million 
units for the first time since 1955. 
A new record high in heavy-duty 
truck sales is forecast. 

A survey of dealers serving the 
farm market, conducted by The 
Farmer magazine, turned up some 
optimistic results. Of the auto deal- 
ers questioned, 74.1 percent expect 
sales in 1960 to be as good or better 
than they were this year, 

Of the truck dealers surveyed, 
78.9 percent see sales in the new 
year equalling or exceeding those 
of this year. Most of these car and 
truck dealers reported that 1959 


sales were above average. 
+ * * 


LL predictions on the rubber in- 

dustry in 1960 are favorable. 
Increased car and truck production 
will naturally increase original 
equipment demand for tires. In ad- 
dition, the growing number of ve- 
hicles on the road will boost de- 
mand for replacement tires. 

M. G. O'Neil, executive assistant 
to the president of General Tire 
& Rubber Co., said the industry 
is expected to ship 67.8 million 
replacement tires for cars in the 
new year. He put shipments of 
truck replacement tires at 9.3 
million. 

He said original equipment ship- 
ments would total 33.2 million for 
cars and 4.8 million for trucks. The 
115 million tires shipped will be 
5 million ahead of the 1959 total, he 
said. 


ae 


+ 
New Rubber Records 


no R. ORMSBY, president of 
the Rubber Manufacturers 
Assn., noted that the industry ap- 
pears headed for a number of new 
records this year and said he sees 





Romer Packer, left, Chrysler Corp. San Francisco regional manager, explains to Jim 
extended major work stoppage.|Di Bari of Melrose Motors, Inc. (DeSoto-Plymouth), Oakland, Calif., why it is nec- 
This upswing will be generated by essary to hold special training sessions for dealers’ service managers and mechanics. 
a high rate of buildup in business| As a result Di Bari turned over one of his buildings to Packer for a series of schools 
inventories, coupled with increased | for dealer personnel. C. E. Bradley, third from left, Oakland service representative, and 
consumer buying of autos and busi-!C. C. Regehr, right, Fresno service representative, were the instructors. 








Dealers Elect Officers— 

Newly elected officers of the Essex County (N. J.) Automotive Trade Assn. are, from 
left, William L. Mallon (Pontiac), secretary, Irvington; George C. Stickel jr. (Rambler- 
Foreign), first vice-president, M:llburn; George H. Mead (Ford), president, Belleville; 
Edward F. Joyce (Oldsmobile), second vice-president, Montclair, and Joseph C. Mayer 
(Dodge-Foreign), treasurer, West Orange. 


the industry doing even better in 
1960. 

Indicated records for this year 
include the consumption of 1,615,000 
tons of new rubber, including the 
consumption of 1,060,000 tons of 
synthetic rubber. 

In the year ahead, the associa- 
tion looks for the consumption of 
1,094,000 tons of synthetic rubber 
and 556,000 tons of natural, put- 
ting total consumption of new 
rubber at 1,650,000 tons. 

“The rubber industry will enter 
the ‘Soaring Sixties’ in a strong, 
healthy condition and with a very 
bright future,” said Harvey S, Fire- 


stone jr. 
* * * 


By hese year 1960 should be the 
greatest year in the history of 
our progressive industry,” he pre- 
dicted, “The general upward trend, 
which was briefly interrupted in 
1958, was back in stride in 1959 
and is pointed toward greater 
heights.” 

In elaborating on his forecast for 
1960 Firestone commented in de- 
tail on a few items: 

“The year 1960 will see a record 
consumption of rubber on a world- 
wide basis; approximately 4.2 mil- 
lion long tons, an increase of 5 
percent over 1959. 

“It is predicted that 1960 in the 
U. S. will see an increase in total 
tire demand to approximately 127 
million units, an increase of almost 
10 percent over 1600. 

+ 


“WE CAN expect another record- 
breaking year in passenger 
tire replacements, which will reach 
between 68-70 million units. 

“There promises to be an overall 
increase in demand for all rubber 
and rubber-like products, other 
than tires, for automotive use. This 
is supported by the forecast of 22 
percent more passenger car produc- 
tion in 1960. 

“This first year in the challeng- 
ing decade is almost sure to be 
the biggest one yet for the rub- 
ber industry,” summarized Fire- 
stone. 

Expanding markets both at home 
and abroad give the rubber and 
plastics industries cause for optim- 
ism on the physical volume of busi- 
ness during 1960, J. Ward Keener, 
president of B. F. Goodrich Co., 


said. 
+ a * 


HE U. S., he said, will consume 
at least 1.6 million long tons of 
new rubber in 1959, 17 percent more 


market for replacement passenger 
car tires. 
ok * + 


Double Peak Year 


Panes sey er a TIRE Co. 
President J. H, Hoffman pre- 
dicted that 1960 would be a record 
year for original equipment and 
replacement tire sales, the first 
such double peak year since 1955. 

At Harrison Radiator division, 
General Manager Lawrence A. 
Zwicker expects 1960 to be a “busy 

one” for the division. 

“In addition to our present build- 
ing expansion program keeping us 
busy,” Zwicker said, “it is expected 
our complete line of products will 
enjoy greater customer acceptance 
in 1960, thereby providing continued 
job opportunities at both our Buf- 
falo and Lockport Plants.” 

Zwicker said that the excellent 
public reception of automotive 
air conditioning in all parts of 
the country has necessitated the 
expansion of Harrison production 
facilities in Lockport, N. Y. 

Welby M. Frantz, president of 
the American Trucking Assns., 
noted that 1959 was a record year 
for the trucking industry. He said 
the industry can look forward to 
further but more moderate im- 
provement in 1960. 

a ok + 
pea L. MAGEE, president of 

Aluminum Co. of America, said 
shipments of U. S.-produced alu- 
minum during 1960 will be the larg- 

est in history. He said the total 
would be 10 to 15 percent above the 
1959 figure. 

The aluminum industry will 
continue its “vigorous growth” in 
1960, “aided by the many break- 
throughs we made into new mar- 
kets in 1959,” according to R. S. 
Reynolds jr., president of Rey- 
nolds Metals Co. 

One of the breakthroughs men- 
tioned was the Corvair’s aluminum 
engine. Reynolds said a 7-million- 
car year would bring aluminum 
usage in the auto industry to 230,- 





000 tons, up from the 170,000 tons 
consumed in 1959. 


N. Y. Proposal 
Would License 


Auto Mechanics 


BUFFALO.—A bill which would 
require automotive mechanics to 








than in the recession year of 1958 
and 5 percent above the previous 
high set in 1955. 

For 1960 the outlook is for an 
additional] rise to an estimated total 
of 1.65 million long tons, and the 
possibility of a consumption level 
as high as 1.7 million long tons. 

Industry tire sales in the U. S. 
will set a new record of approxi- 
mately 127 million units in 1960, 
Keener predicted. This will rep- 
resent a solid 8 percent gain over 
unit sales in 1959, which also set 
a new record, besting the 1955 
unit sales of about 112 million by 
5 million units. 

The 1960 increase will stem from 
a substantial pickup in tire ship- 
ments for new cars and trucks in 
1960, added to further modest ex- 
pansion in the market for replace- 
ment tires, Keener noted. 

Record sales of 67.5 million re- 
placement passenger car tires are 
expected for 1960, 3 percent more 





than in 1959. Keener said that more 
than 45 million cars will be two or 
more years old in 1960—the prime 


be tested and licensed by the State 


has been introduced in the New 
York Legislature. 
The bill, pre-filed by Senator 


Edward J. Speno provides that 
after Sept. 1, 1961, no one will be 
able to repair or make adjustment 
to motor vehicles for pay unless 
he has been examined and licensed. 

“Plumbers, electricians, barbers 
and beauticians are licensed,” said 
Speno. “How much more important 
it is to license any man who serv- 
ices an instrument which killed 
40,000 Americans last year.” 

Speno is chairman of the Joint 
Legislative Committee on Motor 
Vehicles and Traffic Safety. 

For the first year they are li- 
censed, mechanics would pay a $15 
fee to cover costs of administering 
the act. Every year thereafter, the 
fee would be $10. 

The test would be a written one 
prescribed by the Motor Vehicle 
Bureau. Exempted would be those 
who have been mechanics for two 
of the five years before Sept. 1, 
1961. 
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Question: What new car price guide 
does GENERAL MOTORS use? 


CAR FAX 


Answer: 


Join GENERAL MOTORS and other indus- 
try leaders by subscribing now to the most 
complete, detailed new car wholesale-re- 
tail price guide on ALL U. S. and foreign 
makes—CAR FAX for 1960. Only $4 with 
free supplements. Send check today for 
fast service. Money-back guarantee. 


CAR FAX 


550 Fifth Ave., 
New York 36 
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VW, Renault Adding Retailers .. . 


Import Plans for 


Stress New 


Dealers 


(Continued from Page 8) 


are enough cars on hand to keep 
the existing dealers financially 
strong. This is a long time VW 
policy. 

However, the total dealer body is 
increasing slowly but surely. Dur- 
ing 1959, eighty-eight new dealers 
were added to the VW roles. These 
dealers were picked in areas where 
they were needed, to fill the VW 
penetration needs. This means that 
today there are a total of 460 VW 
dealers, 

* a +. 
oa the availability of ve- 
hicles during 1960 is so un- 
certain, the addition of dealers, 
which hinges on this availability, 
is also uncertain. However, it is 
felt that some 550 dealers will be 

the 1960 year-end -total. 

VW says it has some 6,000 
dealer applications on file at the 
present time. 

There is great optimism on the 
part of VW that a fine future 
exists for their trucks and station 
wagons. It is felt that the same 
phenomenon is occurring with 
these as developed with the pas- 
senger cars, 

As a matter of fact, VW claims 
it has started a trend that will 
lead to a small compact truck from 
Detroit. VW expects both Ford and 
Chevrolet to announce a compact 
truck during 1960. 

* 


* * 


Renault 


ACK C. KENT, general sales 
manager of Renault, Inc.: 
“From several standpoints, 1960 
will be another year of growth and 
expansion for Renault, Inc. 


“We're expanding our line in 


an exciting way with the addition 


of the Caravelle sports car and the 
light commercial truck. By mid- 


summer Caravelles will be on the 


road in quantity, while the trucks 
are scheduled to begin arriving 
here in March. 

“In 1960, Renault, Inc, will con- 
tinue to expand its dealer net- 
work, moving toward a total of 
1,000 from the present total of 
about 850. This is a steady, selec- 
tive operation, Right now there’s 
a growing number of people in- 
terested in obtaining Renault 
franchises. It’s from these appli- 
cants that we're selecting our 
new dealers, adding to our net- 
work those who meet our stand- 


ards, 
“We believe there will be a 
marked improvement in Renault 


dealer profits next year, too, as a 
result of the addition of the Cara- 
velle and the new truck, This will 
be encouraging news to our dealers 
who already stand near the top 
among all dealers from the stand- 
point of profit per unit. 
* 7 


“aS TO the 1960 sales picture, 

our analysis of the U. S. mar- 
ket leads us to expect a 40 to 50 
percent increase over our 1959 vol- 
ume. We’re confident that Renault 
sales in the U. S. will continue to 
climb, aided and abetted no little 
by the new surge of interest in the 
small car that has been fanned by 
the introduction of the domestic 
compact car. 

“As for our advertising and 
sales promotion program for 1960, 
Renault is now planning to con- 
tinue its large-scale national 
campaign that has been such an 
important factor in our growth. 

“We expect to maintain our 
unique position as the leading ad- 
vertiser among all imported car 
manufacturers, thus supporting our 
distributors and dealers 100 per- 
cent.” ere 


Standard-Triumph 


AiAN BETHEL, vice-president 
of Standard Triumph, Inc.: 
“S-T has just finished a regional 
distributors conference in which 
plans for the introduction of the 


| production in the spring of 1960.” 
| Although no official statement 
could be had, it is apparent that 
the present dealer body is about 
as strong as would be desired, al- 
| though it is hoped to strengthen it 
in terms of better service facilities. 
This may well mean dropping some 
| of the present dealers in favor of 
more substantially situated ones, 
+ * * 


Borgward 
| ag ee DUBE, president of 
Fergus Motors, Inc., distributor 
for Borgward: 
It was apparent that Dube ex- 








Triumph-Herald in early 1960 were 
discussed and finalized. 

“We anticipate selling 24,000 
TR 3s, plus upward of 15,000 Tri- 
umph Heralds, dependent upon 
the parent company’s production 
capacities, when the new assem- 


pected to sell every one of the 
hoped-for 10,000 units he wants in 
1960. His problem is not selling the 
units he receives. He already has 
orders on hand for every unit on 
its way to him, he reports. 

Dube does not expect to expand 
his dealer body, although he hopes 
to continue getting applications, 
since he is in the process of weed- 
ing out the dealer who makes sales 
without service. His program dur- 
ing 1960, will be aimed at more and 
better service. 

About 15 percent of Borgward 
dealers are dualled with Ameri- 
can makes, but at the present 
time, Dube much prefers the ex- 
clusive imported car dealer. 


e Since the Borgward factory also 





Ford Honors Jagger— 


of John Jagger 
Motor Sales, Mt. Gilead, O., receives the 
Ford 10-year Four-Letter Award, ranking 
him as one of the outstanding Ford deal- 
ers in the nation. The plaque is presented 
by W. W. Cumming, left, Ford Cleveland 


John Jagger, right, 


district manager, as Henry F, Coridan, 
assistant district manager, looks on. Jag- 
ger has been a Ford dealer since 1945. 





makes the Lloyd and Goliath, and 
since production is frozen at 100,000 
units, there is little likelihood that 
Fergus will be inundated by too 
many automobiles. The factory re- 
fuses to increase production, since, 
it is felt to do so would tamper 
with quality, which is said to be 
its primary objective. 

* + * 


NSU Prinz and BMW 


reed OPPENHEIMER, presi- 
dent, Fadex Corp. expects to 


Ackerman Calls ’60 Cars 
More Economical Than ’40s 


NEW YORK.—Today’s “big cars” 
are delivering more fuel economy 
than their counterparts of 20 years 
ago, according to Paul C. Acker- 
man, Chrysler 
Corp. engineering 
vice-president. 

He told the 
metropolitan sec- 
tion of the Soci- 
ety of Automo- 
tive Engineers 
that technologi- 
cal improvements 
throughout the 
cars are respon- 
sible for these 
gains 





Paul Cc. Ackerman 


As examples of these improve-| 


ments, he cited modern overhead- 
valve engines, improved carbure- 
tion, higher compression ratios and 
the application of aerodynamic 


Customer Sues 
Denver Dealer 


On U. C. Warranty 


DENVER. — Clyde L. Runnells 
has sued Ringsby Auto Sales in an 
attempt to recover $87.74 which, he 
said, was the cost of repairs to a 
’56 Cadillac which he purchased 
from Ringsby with a one-year war- 
ranty. 

Runnells said he baught the car 
Feb, 7, 1959, and that, in addition 
to the purchase price, he paid 
Ringsby $59.50 for a one-year war- 
ranty covering repair costs. The 
suit said the warranty was issued 
by Registered Tested Cars, Inc. 

Runnells said the car developed 
transmission trouble in March and 
that he was unable to contact the 
insurance company. He said Rings- 
by referred him to the insurance 
firm, and that the alleged parent 
company of the insurance firm re- 
ferred him to Ringsby. 

According to the suit, Runnels 
finally had his car repaired’ by a 
local Cadillac dealer, He seeks 
court costs and attorney fees as 
well as the cost of repairs. 


Smith Heads Dealer Group 


DECATUR, Ala.—F. O. Smith, 
Smith Motors, has been elected to 
head the Decatur and Hartselle 
Automobile Dealers Assn. Other of- 
ficers are W. H. Stewart, Stewart 
Brothers Motor Co., vice-president, 
and Harvey Peide, Kennedy Motor 


bly plant is finally introduced to | Co., secretary-treasurer. 





principles to the design of auto- 
mobile bodies, 

The automotive industry, he said, 
is working in a number of other 
areas to improve fuel economy fur- 
ther. The chief aim is to improve 
existing components, to add new 
ones and to “find better ways to 
turn more of the energy in each 
gallon of gasoline into useful driv- 
ing thrust at the wheels,” he said. 

Ackerman said other gains in 
economy will come through fur- 
ther reductions in car weight. 

“I believe there will be more 
widespread use of unit construc- 
tion, which requires no separate 
frame, and I foresee a much 
stronger trend toward the use of 
light alloys in engine, drive train 
and chassis components,” he added. 

Another method of improving 
fuel economy might be to increase 
engine load factors by reducing the 
overall drive ratio either through 
changes in rear axle gearing or in 
the transmission itself, he said. 

Improved ignition timing to com- 
bine peak performance with free- 
dom from knock, improvements in 
tire design and cleaner aerody- 
namic design to reduce air drag 
are other areas where much work 
is being done, he continued. 

Ackerman stressed that good 
driving habits on the part of the 
individual motorist will do more 
to improve fuel economy than any 
other single factor. The driver can 
improve mileage by avoiding un- 
necessary acceleration, unnecessary 
braking and unnecessary engine 
idling, he said. 

In discussing the new economy 
car, Ackerman said: “Some peo- 
ple now are showing that they 
are willing to trade some con- 
venience and size for better econ- 
omy, and the industry hag com- 
plied with that desire.” 

He declared that the engineering 
effort is directed toward giving the 
customer the car he desires as well 
as the economy he wants. 

However, he continued, “for 
20 years customer preferences 
have followed the trend toward 
more comfort, more performance, 
more style, more conveniences, 
more power features, more room— 
in general, just more.” 

Ackerman said the demand for 
power options such as automatic 
transmissions, power steering and 
power brakes is increasing stead- 
ily, Automatic transmissions, he 
said, currently are being installed 
in 76 percent of all cars built, 











import about 2,500 NSU Prinz carg 
during 1960. 

BMW 700 Coupe shipments 
could reach anywhere from 5,000 
to 10,000 units, depending upon 
production and demand, he said. 


There are some 600 dealers han-. 


dling these lines today and there igs 
not too much chance that the num- 


ber will increase appreciably in 
the next year, he said. 

* ok * 

Rootes 


= ns compact cars are 

not competing with most im- 
ported cars,” according to William 
A. Knouff, technical liaison engi- 
neer for Rootes Motors, Ltd. Visit- 
ing in New York, Knouff said that 
price and size spread between a 
Hillman and any of the three com- 
pacts is still substantial enough to 
keep customers buying imports in 
increasing volume, 

“Rootes Motors,” Knouff said, 
“one of the first overseas car 
manufacturers to set up shop in 
the U. S., is glad to see its cour- 
age and foresight vindicated by 
the rapid growth of imported car 
sales in the U, S.” 

Rootes imports Hillman, Sun- 
beam, Singer and Humber automo- 
biles. 

In 1955, Knouff pointed out, sales 
of imported cars were 58,000. By 
the end of 1958, the figure had 
grown to 377,625—more than a six- 
fold increase, while U. S.-made car 
sales were standing still. In 1959 
the imported car sales figure should 
be over 600,000, Knouff estimated. 

“While no one can foretell the 
impact of the compacts,” Knouff 
said, “current indications are that 
imported car sales will continue 
their steady climb. Some of the 
more than 70 makes of imports will 
no doubt disappear. 

“But importers such as Rootes, 
with its nearly 900 dealers across 
the country, are established in this 


country permanently.” 
* * * 


Volvo Sales Up in West; 
Dealers Get Co-Op Plan 


LOS ANGELES —Nearly 150 
Volvo dealers, from the 13 western 
states serviced by Auto Imports, 
Inc., of Los Angeles, met at the 
Ambassador Hotel to hear of pro- 


motional and advertising plans for | 


1960. 

Speaking at the meeting were 
David Beesley, Volvo sales man- 
ager; Eugene Klein, president of 
Auto Imports, and Robert L. Sind, 
Volvo account executive from An- 
derson & Cairns, Inc., national ad- 
vertising agency for the Swedish 
import, 

Klein reported that regional sales 
of Volvo were up to the extent that 
additional cars were available. 

A cooperative advertising pro- 
gram was presented the dealers for 
their consideration. According to 
Klein, it’s patterned after the 
dealer association advertising pro- 
grams used by Detroit. 

“We hope it goes through, but 
it’s up to the dealers to decide if 
they want it,” he said. 

Advertising and public relations 
details given the dealers by Sind 
include a million-dollar budget es- 
tablished by the importer, Volvo 
Import, Inc., Englewood Cliffs, N. J. 
This includes $800,000 for maga- 
zines and cooperative newspaper 
advertising plus some $200,000 for 
local and national publicity. 

Included on the new national 
schedule are Esquire, Holiday, 
Newsweek and Time. Dealers were 
given sample kits of layouts and 
radio copy for use in their home 
towns. 

Klein’s Auto Imports, Inc. has 
retailed 10,000 units in 1959. Fac- 
tory allocation is identical for 1960. 

Of Klein’s 160 dealers, about 20 
percent are exclusively Volvo, an- 
other 70 percent handle Volvo in 
conjunction with other imports, 


|}and the minority are 10 percent 


dual with a Detroit-based product. 

Klein told Automotive News, 
“We took as few Detroit-tied 
dealers as were necessary to gain 
representation, so that our prob- 
lems with compact or ‘import- 
type’ cars would be minimized 
when they arrived. Well, the com- 
pacts have arrived, and we’re 
glad to meet them head-on—and 
still find ourselves short of cars.” 

Volvo expects to ship some 600 
trucks to the U. S. in 1960, with 
sales limited to truck specialists on 
the Eastern Seaboard. Sports car 
dealers are not expected to handle 
the Volvo line of trucks.—(William 
Carroll.) 
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Market Potential Widened ... 


New Compacts Draw U.C. Buyers 


(Continued from Page 5) 


say they are being bought for a 
“second car.” 

All dealers say that they are 
getting competitive cars, both 
American and foreign, as well as 
their standard models in trade. 

Bill Hirsch sr., of Central Mo- 
tors Sales (Chrysler-Plymouth- 
Valiant), Minneapolis, said that 
he had taken in ’56, 57 and ’58 
makes in trade, Deals have been 
running about 75 percent cash 
and 25 percent on time. He has 
made between 75 and 80 percent 
conquest sales on the Valiant, 
he said. 

He feels that there is tremendous 
popular interest in the new Valiant 
and that it is going to cut into the 
market of other economy makes, 
but not into his Plymouth sales. 
The bulk of his compact business 
will be “plus” sales, he pointed out. 

~ * ok 

HRIS RINKEL, Merit Chevrolet, 

St. Paul, which is located in an 

industrial area, said that his cus- 
tomers are looking for economy. 
They have felt the pinch of the 
steel strike and other economic fac- 
tors and seek smaller car payments 
and lower insurance. 

While he has taken both com- 
petitive makes and Chevrolets in 
trades, there have been some 
straight deals, too. The big major- 
ity of his sales are financed, but 
his dealership is not doing the fi- 
nancing. He estimates that about 
90 percent are on time. 

However, credit unions are cut- 
ting in on dealer financing, Rin- 
kel pointed out. He said that he 
frankly doesn’t know if he has 
had any conquest sales. Deliver- 
ies are coming through good now 
and the outlook for the future is 


good. 

In another 60 days, he empha- 
sized, he will be able to analyze the 
market more accurately, for at that 
time he and his staff will be able 
to get out and do more promoting 
of the Corvairs. 

+ + +, 

HUCK WALTON, general man- 

ager of Boyer-Gilfillan (Ford), 
said that the Falcon was being sold 
mainly for a “second car,” although 
no certain group of people was 
buying them, The ratio of cash to 
time sales was about the same as 
that for Ford, he stated, and there 
have been some conquest sales. 

He feels that the market for 
the compact cars will be an ex- 
panding one as people become 
more economy-conscious, but that 
the compacts will never replace 
the standard cars. 

He estimated that the Falcon 
will account for about 20 percent 
of the dealership’s business this 
coming year.—(Donald M. Lyons.) 

* z + 
Denver 

OMPACT cars—Chevrolet, Ford, 

Valiant—are selling well in the 
Denver area. Dealers say that these 
new small American-built automo- 
biles are destined to cut into im- 
port car sales. 

At the recent Denver auto show, 
main interest was focused on the 
display of these new compact cars 
and favorable comment was heard 
from all that viewed them. 

The big drawback to sales in 
the Denver area, so far, has been 
the shortage of car stocks in the 
hands of the dealers. Orders have 
been taken for future delivery 
where cars were not available 
for immediate delivery. 

The majority of sales up to the 
present time has been no tradein 
sales. 

Motorists are buying the new 
compact and are keeping their old 
cars with a view toward using the 
small car in city traffic for econ- 
omy in transportation. Those look- 
ing for strictly economy in car op- 
eration wish to tradein their larger 
cars. 

+ + + 
Te! fact that stocks of the new 
compacts here are short has 
slowed sales and delivery. Small 
stocks reaching Denver were sold 
out quickly and many orders for 
future delivery were taken. 

Little sales effort has been nec- 
essary to date. For example, one 
Ford dealer sold 14 Falcons in one 
day—his entire first assignment. On 


that day he took orders for seven 
more Falcons. 

No pattern has developed here as 
to buyers—they come from all age 
groups and economic classes. Some 
are paying cash for their compact 
cars, but a majority is asking for 
time payment plans. The ratio is 
about the same as in the standard 
makes of cars. 

* * cs 

i. dealers are well pleased 

with the acceptance of these 
new compacts and feel that inter- 
est in them will increase rather 
than abate. They are not a fad and 
are here to stay—is the opinion of 
local dealers. 

The shortage of compacts has 
made it easy for dealers to sell 
at full list price with no discounts 
asked for or allowed. 


At the present time Denver deal- 
ers are not devoting any news- 
paper ad space in their campaign 
to sell the new line—it has not 
been necessary, due to scarcity of 
stocks. 


The new compacts definitely have 
their place in the field, say Denver 
dealers, and are not expected to 
cut too deeply into sales of stand- 
ard models, 


O’Meara Ford reported interest 
keen in the new Falcons and said 
the current shortage of cars is all 
that is holding back sales. The 
same report came from Corvair 
and Valiant dealers.—(Ira Alexan- 
der.) 


* * * 


Houston 


ALCONS and Corvairs are sell- 

ing at a rate of about one to 
every four big Fords or Chevrolets, 
an informal check indicated, A Val- 
iant-Plymouth dealer is selling 
more of the compact cars than the 
standards, however, according to a 
spokesman, 


Falcons are drawing some pros- 
pects from the foreign-car market, 
according to an assistant sales 
manager for Tommy Vaughn Mo- 
tors (Ford), and some from Gen- 
eral Motors cars. He said that 
among the tradeins have been 
Volkswagens, old Fords and Chev- 
rolets. 


The most popular reason for 
buying a Falcon is economy, the 
spokesman said. He estimated 
that Vaughn salesmen sell one 
Falcon for every four Fords, 
“Some of this business is new 
business—people we would not 
otherwise draw to our showroom— 
not a great deal, but some,” the 
spokesman said. 

os og + 
qevame represent about 20 
percent of the new-car sales 
of Mike Persia Chevrolet dealer- 
ship, according to Dan Albright, 
sales manager. 

Many customers are buying the 
Corvairs as second cars for the 
family, on straight deals without 
tradeins, he said. 

“We haven’t been trading for any 
other small cars,” he added. 

“Corvair buyers are the aver- 
age run of people,” Albright said, 








Courtesy Car— 


©. Nakae, left, president, Toyota Motor 
Distributors, Inc., Los Angeles, hands the 
keys of a Toyopet to Consul General Yukio 
Hasumi of Japan. The car will be the chief 
source of transportation for the govern- 
ment official as he tours Southern Califor- 
nia speaking to many civic and commu- 
nity groups. 





“including some school teachers. 
But not scientists and profession- 
al men.” 

Albright thinks that his salesmen 
might have switched some Corvair 


buyers to Chevrolets. 


“Had we had the larger cars, and 
pushed them,” he commented, “we 
could have sold them to many of 
the people who came in looking for 


Corvairs.” 


He said he doesn’t think that 
Corvair customers include much 
new business; most would have 
been drawn to the GM lower-priced 
lines anyway, he believes. 

* * cod 


T ROSENSTOCK MOTORS a 

spokesman estimated that Val- 
iant sales were far ahead of Plym- 
outh sales, The spokesman report- 
ed an estimated ratio of ten to one 
in favor of Valiants. 

“As soon as we get them in, 
they sell,” he said. “We've got 
Plymouths, both ’59 and ’60 mod- 
els, also.” 

Economy, as in the case of the 
other compacts, appears to be the 
big appeal, the spokesman said. 
Buyers are mostly owners already 
sold on Chrysler products, he said, 
although there is some new busi- 
ness, Tradeins include Oldsmobiles, 
for example, as well as Plymouths. 

Most Valiant tradeins are 57 and 
58 models, the spokesman judged, 
but at least one deal involved a ’51 
tradein. Some sales are also 
straight deals, he reported.—(Louis 

Alexander.) 
oe + * 


Midwest 


EPORTS from a number of 

Ford dealers in the Midwest in- 
dicate that 65 percent of trades on 
Falcons are conquest sales—other 
makes. 

One dealer reported taking two 
cars on one Falcon, a ’53 Chevrolet 
and a ’52 Pontiac, both with low 
mileage. Purchaser bought a Fal- 
con with automatic transmission. 
Past 70, he said it was his last car 
and that he bought for economy 
and transportation instead of per- 
formance. 

Other dealers reported pushing 
sales to older persons and also 
developing sales in the lower in- 
come brackets where prospects 
seemed to be a little pushed for 
the conventional down payment. 

One Ford dealer said that he only 
pushed for sales in these two 
brackets and now and then to get 
a Ford product in a special sales 
area which he intended to develop. 

He pointed out that it would be 
easy to sell Falcons at the expense 
of the higher priced V-8 Ford mod- 
els. This dealer reported that he 
made a mistake in 1959 of selling 
41.6 percent of his sales in six- 
cylinder Fords. 

ok + + 
E SAID that later when Ford 
six engines became scarce, the 
factory paid a bonus to dealers on 
all V-8’s and that while his dollar 
volume and profit on the sixes was 
very satisfactory, that he could not 
say the same for the customers. 
He said in their zeal to sell more 
economical sixes that they had ac- 
quired a bunch of dissatisfied cus- 
tomers who did not like the lower 
performance characteristics of the 
six and had either traded them off 
to other dealers or complained 

about the performance, 

This dealer told Automotive News 
that he did not intend to make that 
same mistake with the sale of Fal- 
cons and that he was screening 
buyers carefully and recommending 
other models when he felt that the 
buyer would not be satisfied with 
low power and low performance as 
compared with the more flashy per- 
formance of a high compression 
V-8. 

Trades taken by Ford dealers 
on Falcons indicated that the 
Falcon, as well as the other com- 
pacts, may be destined to rob the 
imports of some of their market. 
One dealer reported he had taken 
two Simcas in trade on Falcons 
and other dealers reported either 
having taken imports in trade or 
being offered imports and refus- 
ing to take them. 

Cars being traded on Falcons 
generally are older models, ’51 to 
53, with mileages of only 14,000 to 
17,000, indicating that the buyers 





Cavalcade of Sixties— 


“Cavalcade of the Sixties" was a feature of the annual sales meeting of the auto- 
motive division of Rubbermaid, Inc., in Wooster, O, The company's salesmen ‘checked 
the fit" of Rubbermaid products in all the 1960 cars during the meeting. Here, dis- 
cussing the Kar-Litter Baskets, are, from left, W. E. Lovblad and Paul R. Payne, San 
Francisco, and William Sims and Dudley Wright, Los Angeles. 





do not intend to use them for much 
more than local transportation. 
* a +* 
THER dealers reported a con- 
siderable number of sales to 
persons owning and using a larger 
car, for use as second cars. 

Virtually all Ford dealers inter- 
viewed reported full list price for 
Falcons. One dealer reported that 
a customer stated: 

“T’ve never paid full list price for 
anything in my life and while I 
want this car, I don’t intend to 
start paying full list now.” 

The dealer laughed and said: 

“You won’t have to. I'll pay the 
$1 for title and the $2 for license 
transfer, a discount of $3.” 

The man bought it, 

Ford reports on Falcons were 
more plentiful since all Ford deal- 
ers had plenty of cars available. 

+. 7 * 


Cons Ace. while not by any 
means hot in this territory, 
seems not to be selling to the same 
brackets. More younger people 
seem to be buying the Corvair. 
More imports seem to be offered 
as trades and some dealers report 
that taking these imports might in- 
troduce a problem and so, such 
trades are being eyed warily. 

Some of the interest and excite- 
ment in the radical Corvair, pat- 
terned after the Porsche, seems to 
have dribbled away with the short- 
age of cars and some dealers are 
not overly excited about the pros- 
pects. 

More Corvair news will be gen- 





Something for the Car— 


Department stores are not the only 
places to shop for Christmas, Lincoin- 
Mercury dealers are setting up this ani- 
mated display to encourage showroom 
visitors to buy something for the car— 
whether it's a bottle of upholstery cleaner 
(which is fine for household use, too) or a 
spotlight or side-view mirror. Here Ed 
Derum looks over the display basket at 
Mulligan Lincoln-Mercury in Dearborn. 
After Christmas the dual purpose salesman 
sheds his cap, his ear muffs and his scarf 
and is ready to work for monthly or sea- 
sonal accessory specials all year around. 


erated as dealers swing into ac- 
tion with good stocks of Corvairs. 

No doubt, Chevrolet dealers have 
had their own backroom viewing 
of Falcons and Valiants but it is a 
fact that most Ford dealers in this 
area have been treated to an inside 
view of the Corvair brought to 
their shops by the factory to show 
them what the competition can do 
or not do. 

The trouble with Valiants in this 
area is that there are virtually no 
Valiant dealers outside the big 
cities and consequently the demand 
which faced Chrysler dealers a few 
weeks ago on Valiant has been dis- 
sipated. 

+ + ad 
OE Chrysler dealer told Avurto- 
MOTIVE News: 

“T’ve been told that my applica- 
tion to be a Valiant dealer will be 
acted upon favorably and I've told 
a good many prospects that we will 
eventually have some Valiants, but 
I actually do not know whether I 
am a Valiant dealer or not. 

“I do know,” he continued, “that 
Valiant has messed up my Chrys- 
ler sales because when the public 
showing of Valiant was announced, 
I couldn’t get visitors to look at 
my good representative stock of 
Chryslers and Plymouths, However, 
my other cars are now beginning 
to attract some interest and Val- 
iant may not be one of the ‘horses’ 
in my stable after all.” 

In striking contrast, in St. 
Louis one dealer advertised it 
had all the Valiants anybody 
would want for immediate deliv- 
ery at $129 down and $7.34 a 
week, 36 months. The advertising 
of two other Valiant dealers dual- 
ed with other Chrysler products 
made no mention of any Valiants 
on hand, although carrying Val- 
iant in their signatures. 

In Kansas City newspapers it’s 
hard to find a Valiant advertised 
by the three Valiant dealers, or 
Corvair or Falcon advertising for 
that matter. 

While most dealers agree that 
the new compacts are good sale- 
able merchandise bringing in most 
cases full list, dealers seem to 

agree that there’s not much sense 
in selling the “small economy pack- 
age” if they thereby lose the sale 
of a luxury, high-powered car. 

Most dealers see better customer 
satisfaction and future repeat busi- 
ness in selling the conventional 
“big” car because in spite of all] the 
hullabaloo, as one dealer reported: 

“There are still a lot of ‘iron 
lovers’ out there with automatic 
plus on their minds.”"—(L. H. 
Houck.) 


* et + 
Miami 
ADE COUNTY (Florida), which 
in reality is Miami and 26 ad- 
jacent cities, towns and villages, is 
an ideal area in which to judge the 
“impact of the compacts,” for sev- 
eral reasons, 

The “imports” and the smaller 
American cars have already gain- 
ed almost 25 percent of the market 
here; the terrain, flat as a pancake, 
with the highest hill some 18 feet 
above sea level, is almost built to 
order for the small car, while mo- 

(Continued on Page 28, Col, 1) 
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Market Potential Widened 


New Compacts Draw U. C. Buyers 


(Continued from Page 27) 


torists seem eager and anxious to 
try out the latest economical offer- 
ings of the Big Three factories. 

The one drawback toward dis- 
covering a trend has been the 
scarcity of Corvairs and Valiants 
as compared to the relatively 
greater supply of Falcons. This 
situation has led, as one might 
suppose, to some diametrically 
opposite experiences among deal- 
ers. 

First, if we presume the new 
compacts were brought out to re- 
gain the increasing market for im- 
ports, the foreign market seems to 
be only slightly touched, with the 
possible exception of the English 

Ford. 

Apparently the imports are in a 
different class, probably not so 
much price as an addiction to the 
small car itself. Even though a sub- 
stantial number of Anglias have 
been traded for compacts these last 
two months, English Ford sales 
continue at a merry pace (over 
4,000 here for the year to date). 

Rambler and Lark demand in- 
creases, with almost none offered 
in trade on domestic compacts. 
The import field in Miami consists 
of 44 different makes and the num- 
ber of dealers is legion, Very few 
of these import owners are chang- 
ing over, at least so far, in Dade 
County. 

+. + * 
SOME exact figures on where the 
compact business is coming 
from were furnished by Ray Fo- 
garty, vice-president of the Miami 
Don Allen Chevrolet dealership. 
Here they are: 

Ten percent from Chevrolet 
owners; 15 percent from Ford 
and Plymouth owners; 15 percent 
from Rambler and Lark owners; 
10 percent from import owners; 
15 percent from all other domes- 
tic makes, and 35 percent with 
no trade. 

One astonishing fact reveals that 
Miami families are going in for 
two and three-car ownership to an 
amazing extent. This trend is sub- 
scribed to by practically every Big 
Three dealer in Dade County. An- 
other upset to the usual deal is that 
almost half of the Don Allen com- 
pact sales were for cash. 

On the other hand, Jim Garrett, 
general manager for Abraham 
Ford, reports that a great per- 
centage of his Falcon sales were 
to former Ford owners. In fact, 
Garrett is of the opinion that most 
of his compact sales will “eat off” 
the regular Ford trade. 

Moreover he expects that about 
50 percent of his sales in '60 will be 
Falcons, “if he can get them.” One 
oddity he reports; the sale of two 
Falcons for a ’58 Buick. 


* * * 


IRE are several incidents of 
Cadillacs being traded for com- 
pacts, as were a Chrysler Imperial, 
a Jaguar and a Mercedes-Benz. 
The common reason given for these 
unusual trades: 

“I’m tired of these great big un- 
wieldy cars. Gas is so high now, I 
want economy of operation. It’s a 
job to both drive and park in this 
terrific traffic. I don’t need such 
high horsepower in this flat coun- 
try. Besides I don’t make long 
trips. I fly. The compacts are roomy 
enough and just suit my needs.” 

Andy Williams, of Othling-Wil- 
liams, said, “Prospects are de- 
lighted with the Valiant. There 
Was some disappointment at the 
price. Everyone expected a less- 
than-$2,000 car, 
rides, enthusiasm prevailed over 
finances, We've only had 18 Val- 
iants so far and these went like 
hot cakes. We’ve a stack of or- 
ders to fill. Most of our customers 
have come from other makes, al- 
though quite a few are without 
trades.” 


Luke Kinner, sales manager for 
Cecil Holland Ford (who sold 599 
new cars in November, an unde- 
terminable number of which were 
Falcons), said: 

“We were hampered a bit at the 
outset because most of our Falcons 
were straight-stick, We had the 
idea that economy-minded buyers 
would be extremely price conscious, 


Tl 


but we soon found that while they 
wanted economy all right, they also 
wanted the luxury of automatic 
transmission. Soon as we got the 
automatic drives our troubles were 
over. I believe 80 percent of our 
Falcon sales will have automatic 
drive.” 
* * *& 
OHN S. ZEDER, of Munroe- 
Zeder, reported at least half of 

his Valiant sales were without 
trade, 50 percent were for cash 
and there was exceptional demand 
for the Valiant station wagon 
which delivers for $2,475, There was 
not a single trade for an import. 

C. S. Bradshaw, general manager 
for Tropical Chevrolet, said Cor- 
vairs were bought by owners of all 
makes except imports, cash deals 
in about the same proportion as al- 
ways. Corvair acceptance was ex- 
tremely good and buyers placed 
orders, but because of Corvair scar- 
city, some would not wait for deliv- 
ery and took regular 1960 Chevys, 
he added. 


Tom McGahey, president of 
McGahey Motors, ventured the 
opinion that 50 percent of his 
Plymouth sales will be Valiants. 
Thus far, his sales have indicated 
many two-car families, cash deals 
have not been predominant and 
trades for imports nil. 

Marshall Berwick, of Luby Chev- 
rolet, estimated 20 percent of his 
Chevrolet sales may be Corvairs, 
cash deals follow e usual trend 
and if cars are available, 1960 will 
be a banner year. 

Luby maintains a separate Ram- 
bler Metropolitan division and 
while public interest and curiosity 
about new compacts is high, the 
Rambler seems to thrive on com- 
petition, he said. 


SM LINSK, sales manager for 
Potamkin Chevrolet, the only 
car dealer on Miami Beach, thinks 
that probably 25 percent of sales 
will come from Corvairs. Trades so 
far have been mostly from larger 
cars, the percentage of cash sales 
somewhat higher than normal, but 
to date, no one is battering down 
the doors to buy. 

Interest on the Beach has dimin- 
ished somewhat after a high when 
cars were first announced. 

Motorists generally have the 
feeling that while cars are scarce 
they'll have to pay the high dol- 
lar, that when competition really 
sets in prices will have to come 
down or discounts given so “why 
the hurry, we'll get a better deal 
later.” 

Most dealers believe there have 
not been enough sales to establish a 
firm trend. The most important 
conclusion is that a new market 
has been tapped with the increase 
in two-car families, — (Trescot 
Goode.) 


Seattle 


E “sold out” sign still prevails 

at Seattle dealerships handling 
the new compact cars—Falcon, 
Corvair and Valiant—with orders 
outrunning factory deliveries in 
most cases. 


* * 


foreign car tradeins, as well as 
some clean deals—but compact 
dealers say they haven’t had 
enough cars and sales as yet to 
detect any sort of pattern in the 
conquest-sale aspect. 

The ratio of cash to time sales 
seems to be slightly in favor of 
cash, as regards the new compacts. 
This varies in accordance with the 
type of district in which a dealer 
is located. 

A dealer in Seattle’s University 
of Washington district reports a 
high ratio of cash sales owing to 
the fact that many of his customers 
are university faculty people who 
have cash or access to credit union 
funds, In industrial districts, there 
are more credit buyers. 

+ + * 
OMPACT dealers interviewed 
were unanimous in their en- 
thusiasm over the outlook for these 
cars, saying buyers have been de- 
lighted with the cars, 

However, one Corvair dealer tem- 
pered his enthusiasm with the re- 
mark that he is “holding his 
breath” while waiting to see if the 
public will really want and buy in 
large quantities “that kind of car 
(Corvair) which out-handles any- 
thing ever produced by U. S. car 
makers, even the Corvette.” 

This dealer, incidentally, handles 
the Corvette, in his showroom and 
also on the race tracks; but, even 
while “holding his breath,” he re- 
ports that he has sold 30 Corvairs, 
has as many more on. back order, 
and is ordering “a lot more.”— 


(Martin Trepp.) 
+ 


* * 


Los Angeles 


‘a penthouse to outhouse” 
Is one Los Angeles dealer’s 
description of compact-car buyers, 
a story that holds for every one 
of the three, with many dealers 
commenting on amount of new bus- 
iness developed by compacts. 

So far, the little appeal to every 
class of buyer, with determination 





Foundry Marks Birthday— 


Grant Bros. Foundry Co., Detroit, said to 
be the oldest iron foundry in Michigan 
still bearing the original family name, 
celebrated its 50th anniversary this month. 
A gold-painted replica of a 1909 foundry 
ladle, which pours champagne instead of 
molten iron, highlighted the party attend- 
ed by civic and industrial leaders. Special 
guest at the party and called back from 
retirement was 79-year-old Edward F. 
Washington, left, now of Clearwater, Fla. 
Washington was one of the first salesmen 
employed by the firm. Company president 
Roy G. Oullette shows the veteran em- 
ploye the champagne-pouring ladle. 


of who gets the car being made 
by the dealer on the basis of how 
profitable is the transaction. The 
tradein? The paper? So far with 
such a shortage of cars there is no 
such thing as a typical buyer, only 
typical deals (the profitable ones, 
that is). 

On the subject of trades the 
story is as mixed. One shop took 
in a ’59 Cadillac and delivered 
two Corvairs, Many dealers com- 
ment on the preponderance of 
“boat anchors,” such as three and 
four-year-old Buicks, Chryslers 
and Mercurys. 

Owners of such tired transporta- 
tion are still suffering a backache 
from the 36-month honeymoon 
which moved so many '’55s, They 
now are eager to trade for more 
economical transportation. 


Ratio of cash to time sales varies 





shop shows 70 percent cash, an east 
side operator 90 percent time. 
Again the shortage of cars has 
dealers picking prospects for profit, 
Most make sure that cash deals 
include a trading piece bought sev- 


eral hundred dollars below whole-' 


sale. 
* * * 

Most Los Angeles dealers be- 

lieve it too early to consider 
ratios of conquest-sales, this again 
is due to a shortage of cars, with 
most everything sold before it’s 
washed, 

All can report conquest sales, 
with some commenting on pulling 
in used imports for a fine future 
gross off the used-car lot. 

There were few guessers in the 
group interviewed by Automotive 
News when it came to forecast- 
ing the future of the Comet and 
other lush compacts. Several men 
believed a larger compact will 
defeat the purpose of a new type 
car. 

They point out that present Fal- 
con, Corvair and Valiant sizes ap- 
peal to the greatest number of 
people. They question muddling the 
market with another size of car. 


Undercurrent in all conversations 
was the firm conviction that up- 
coming lush compacts spell “rest in 
peace” for the mediums, and same 
beefed-up compacts will dig deeply 
into sales of full-size Chevrolet, 
Ford and Plymouth, 


* * * 


A of nearly 250 Corvair 
sales shows that 32 percent of 
tradeins were Chevrolet, 14 percent 
Ford, 8 percent Plymouth, 26 per- 
cent were time and the balance 
cash, which is most unusual and 
only shows during the first portion 
of the model year. 

Of the Corvairs 82 percent were 
Deluxe 700s. Powerglide was in 87 
percent, radios and heaters in 9 
percent and folding rear seats in 
every one. 

Best summation came from 4 
Plymouth dealer: “We don’t know 
what we've got until we get enough 
to sell against competition. So far, 
its been a wonderful happy money- 
making daisy chain.” — (William 


from deal to deal. A Beverly Hills| Carroll.) 


N. J. Weighs Tighter Loan Curbs 


TRENTON, N. J.—Tighter legis- 
lation to protect consumers against 
“abuses” and “exorbitant charges” 
in auto financing has been urged by 
Homer T. Nelson, counsel to Uni- 
versal CIT Credit Corp. 


Addressing a legislative forum| 


Of Minneapolis Dealers 


MINNEAPOLIS. —New officers 
of the Minneapolis Automobile 
Dealers Assn. are Randolph Light, 
Randolph Light, Inc. (Studebaker), 
president; L. F. (Bud) Johnson, 
Bud Johnson Plymouth, Inc., vice- 
president, and Hargld Grossman, 
Grossman Chevrolet, Inc., secre- 
tary-treasurer. Harold W. Larson, 
Harold Chevrolet, is immediate 
past president. 


Light Named President 


Mannie Anderson, Anderson 


| Dodge-Plymouth; Rudy Luther, 
Tradeins have come mainly from | Hansord Pontiac; John Scheefe, 


standard-sized car owners, mostly| Swanberg & Scheefe Co. (Buick), 


low-priced and some medium-|and John Woodhead, Woodhead 


priced. 
There also 


have been many 


Co., Inc, (Ford). Leo Faricy con- 
tinues as general manager. 





New members of the board are 


ea eee te PE 
ya bbe arti: 


Michigan Dealers Discuss Profits— 


Automobile Dealers Assn., included, from left, Gilbert L. Haley, MADA executive vice- 
president; Walter Reddy, deputy commissioner of the State Department of Revenue; 
Al Rice, Mason (Mich. Chevrolet dealer; W. H. Kouts, MADA president and Lansing 
Chevrolet dealer; Harold Draper, Saginaw Chevrolet dealer, and Billie S$. Farnum, 
deputy secretary of state, The meetings discussed matters related to business manage- 


ment in the dealership. 


- © 

i 
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Speakers for a regional series of Rally Days for Profits, staged by the Michigan 


attended by Gov. Robert Meyner| present administrator of the retail 


and Democratic members of the 
New Jersey Legislature, Nelson de- 
clared: 


“Abuses are at the present 
time being perpetrated upon the 
New Jersey public in this con- 
sumer credit area. These abuses 
tend to tar all reputable con- 
cerns, both finance companies and 
automobile dealers, whereas in 
fact only a very small segment 
of this large industry engages in 
practices that injure the consum- 
ing public.” 

Although laws in New York, 
Connecticut, Pennsylvania, Massa- 
chusetts and Maryland protect con- 
sumers against exorbitant finance 
charges, New Jersey does not af- 
ford this protection, Nelson said. 

He said licensing provisions of 
the New Jersey statute permit in- 
vestigation of finance companies 
only upon the car buyer’s written 
complaint. 

Also, he added, the control pro- 
visions do not apply to cars priced 
above $3,000 and, “far more import- 
ant, the present law of New Jersey 
does not contain a ceiling of all 
charges involved in a time sale; 
particularly it does not contain a 
finance charge ceiling.” 

elson said overcharges occur 
most frequently in the financing 
of lower-priced used autos and 
thus are most likely to affect 
buyers who are “least able to 
Pay.” - 

“It is mostly in this area,” he 
said, “that a few operators are able 
to load finance charges and other 
charges into the unpaid balance. 
Since the automobile probably is a 
necessity to the purchaser in this 
category, he must perforce ac- 
quiesce to the terms imposed by 
these operators.” 

Nelson urged Meyner and the 
lawmakers to consider the follow- 
ing three-point program for stif- 
fening present legislation govern- 
ing installment sales of cars: 

1. Give wider latitude for examin- 
ation of licenses by the Banking 
and Insurance Department, the 











installment sales law. 


2. Raise the ceiling of $3,000 on 
the cash-sale price to conform 
with realistic sale prices of auto- 
mobiles, or, as an alternative, 
limit the act to retail installment 
sales purchased for personal, 
family or household use and not 
for commercial or business pur- 
poses, and discard a dollar ceil- 
ing. 

3. Place a ceiling on finance 
charges included in retail install- 
ment sales of motor vehicles by 
classification of age of the auto. 

Nelson said statutes enacted in 

New York State in recent years 
“operate effectively and have serv- 
ed to eliminate those abuses which 
exist now in New Jersey.” 


O’Neil Appointed 
Ford Consultant 


DEARBORN.—Thomas J. O’Neil 
will retire Friday (Jan. 1) from 
Ford Motor Co.’s Dealer Policy 
Board and will join the company’s 
Civic and Gov- 
ernmental 
Affairs Office as 
consultant for 
dealer public af- 
fairs information. 

In the new post, 
he will coordinate 
the exchange of 
information 
between deal- 
ers and the com- 
pany on public 
issues and on 


T. J. O'Netl 
governmental and legislative mat- 


ters at local, state and Federal 
levels. 


A native of Memphis, O’Neil join- 


* 


’ 


ed Ford Motor’s accounting depart- - 


ment in 1915, During his 45 years 
with the company, he has served 
in finance, sales and dealer-rela- 
tions posts. He has been a membef 
of the Dealer Policy Board since 
May, 1956, 








*Rev 
**Mi 
eer, 


N.B. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 














Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Dec. 26, Week, Dec. 19, December, Dec. 27, Dec. 26, 
1959 1958** 1959* To Date  1958** 1959 
AMERICAN MOTORS 
NE scxsseceineetcteneieses 6,090 5,685 9,567 34,543 213,796 395,464 
CHRYSLER CORP. ..... 16,125 10,881 18,375 39,433 572,316 716,254 
0 eee 1,400 1,127 1,250 3,392 48,753 67,038 
eave 700 871 520 1,482 35,817 40,882 
BEA dav tivsticorsisvesictecsneis 5,500 2,525 6,165 12,231 112,245 185,719 
PIE sips venercteserescenie 525 351 742 1,663 13,540 20,455 
Plymouth Total .......... 8,000 6,007 9,698 20,665 361,961 402,160 
EER acccscssessvescess 6,007 6,270 12,794 361,961 385,526 
SR siciecveccnsiivienss:) EE aleeeles 3,428 Pee: nao 16,634 
FORD MOTOR 28,536 41,897 139,196 1,201,358 1,717,778 
Rad usibceheiavsicnsiasdveses. civenbem De ative, |, eben 25,802 29,677 
Ford Division. ... 22,523 37,257 122,809 1,024,194 1,504,705 
EE ram. GER FETE kssesscans 94,795 
Ford (Standard) .... 16,765 21,450 25,779 84,751 971,396 1,335,218 
Thunderbird ............ 1,041 1,073 1,764 6,097 52,798 74,692 
SED | ccvevseciveeiteereistsecte 544 633 941 3,185 25,522 29,833 
IED <alissaivsvvnsiasesecevs 3,170 4,015 3,699 13,202 125,840 153,563 
GENERAL MOTORS 50,854 57,408 79,340 160,865 2,135,343 2,503,237 
EE Dish digiisossevieivenseeate 5,201 6,712 8,467 17,681 253,215 226,882 
EEE. cesesectsvnsescevseteese 2,550 2,880 3,657 9,185 123,683 135,836 
Chevrolet Division .... 30,000 33,956 45,699 89,902 1,236,583 1,398,962 
ee GOO sereasecee FOO AC TB ocesesees 74,085 
Chevrolet (Stand.).. 24,700 33,596 37,709 72,829 1,236,583 1,324,877 
Oldsmobile .................... 6,503 7,424 $11,176 22,324 306,016 359,511 
ror 6,600 6,436 10,341 21,773 215,846 382,046 
S-P CORP. 
Studebaker .................. 1,966 2,217 3,270 =11,091 53,441 151,137 
Total Cars, U. S.** ....102,205 104,907 152,449 385,128 4,177,999 5,483,870 





*Revised. 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 Jan, 1 
Ended Same Ended Output, To To 
Dec. 26, Week, Dec. 19, December, Dec. 27, Dec. 26, 
1959 1958** 1959* To Date 1958* 1959 
CHEVROLET ................. 5,700 6,293 7,409 14,725 274,285 319,969 
DIAMOND T .................. 40 130 71 207 5,878 5,326 
NEED | sceceneuesinsbuistcseceoseeves ae seaeniieke 56 258 2,759 3,472 
EY. Wis suedeiasvesevvesssaseusts 1,000 132 1,778 3,601 57,822 70,155 
Scie vde cssons sstepiteoviue 4,250 4,166 6,422 21,798 239,711 327,567 
EE aici tins i wis sestsinustsens 1,250 1,315 1,352 2,771 60,494 15,084 
INTERNATIONAL. ...... aa 2,443 8,434 719,604 141,260 
IEE a sccnclevivesocsvicreeses 180 276 294 1,038 14,028 16,887 
STUDEBAKER ................0 0.00. a |. éatadeey |. stale 10,346 10,695 
Ec sassecocsessccncsess 300 236 432 1,534 17,233 19,726 
aes sccactsersinven 2,050 1,710 336 3,804 90,207 110,982 
._MISCELLANEOUS** .. 42 52 70 232 4,387 4,283 
Total Trucks, U. S. .... 16,329 15,198 20,683 58,442 856,754 1,105,406 
Total Cars, Trucks, 
> _ Sp ee ae 118,534 120,105 173,132 443,530 5,034,753 6,589,276 
Total Cars, Trucks, 
| ern 3,940 6,360 8,492 20,259 350,533 360,321 
Grand Total, 


Cars and Trucks, 
U. S. and Canada....122,474 
*Revised. 


126,465 181,624 463,789 5,385,286 6,949,597 


**Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. S. totals include cars and trucks for military orders. 


Obituaries 





Harry M. Clark 
GLENS FALLS, N. Y.—Harry M, Clark, 
president of Clark Motor Sales, Inc., died 
Dec. 7. He was a former resident of 
Steubenville, O. 
* * * 


Harvey A. Clements 

BUFFALO.—Harvey A. Clements, 39, 
President of Clements-Gillogly Chevrolet, 
Inc., died Dec. 14 in Acapulco, Mexico, 
where he was vacationing. He operated a 
foreign-car dealership here for two years 
Prior to receiving his first Chevrolet deal- 
ership in Cattaraugus in 1950. Three years 
later he opened Clements Chevrolet, Inc., 
in nearby West Seneca. It was merged 
with Gillogly Chevrolet last January. 

- * * 


Philip C. Benzinger 
BUFFALO.—Philip C. Benzinger, 62, 
Proprietor of a used-car business in Buf- 
falo, died Dec. 15, He had been in the 
auto business about 20 years. 
* * * 


Peter C. Sheeley 
SCRANTON, Pa.—Peter C. Sheeley, 62, 
former president of Sheeley Motor Sales 
Co., died Dec. 14. He had been in the auto 
business 40 years. 
* * 


Doss T, Sutton 
FORT SMITH, Ark.—Doss T. Sutton, 
63, former Chevrolet dealer here, died 
Dec, 14. 
* * * 


Lyman E, Russell 
CHAPPAQUA, N. Y.—Lyman E,. Rus- 
sell, 43, president of W. A. Russell Motors, 
Inc. (Ford), White Plains, and Rusco Mo- 
tors, White Plains, died Dec. 15. He also 
was a partner in Rye Ford Co., Rye. 
* * * 


John F. Kurfiss 
ALEXANDRIA, La.—John F. Kurfiss 
ir., 58, president of Chieftain Pontiac Co., 
and a past president of the Alexandria 
Auto Dealers Assn., died Dec, 4. He also 


was a director of the Louisiana Auto 
Dealers Assn. 
+ * 


Lindsay J, Forrester 
GREENVILLE, 8. C.—Lindsay J. For- 
rester, 71, retired operator of Greenville 
Auto Sales, Inc. (Ford), 
* * * 


Samuel B. Herbert 
BAYTOWN, Tex.—Samuel B. Herbert, 
67, owner of Herbert Motor Co., died Dec. 
3 in a Houston hospital. 
* * 7 


Howard F. Bledsoe 
SEATTLE.—Howard F. Bledsoe, auto 
dealer of Ellensburg, Wash., died at his 
home in Seattle of a heart attack, 
o * * 


Raymond A, Balom 
COLDWATER, Mich.—Raymond A. 
Balom, 64, a former auto dealer, died 
Dec. 15 in Mesa, Ariz, Mr, Balom retired 


died Dec, 14. 


in 1956 after 35 years as a Chevrolet deal- 
er in Chicago and Glens Falls, N, Y, He 
had lived in Coldwater a year. 

* * * 


Irving J. Messenger 
MASSILLON, O.-—Irving J. Messenger, 
79, retired Dodge-Plymouth dealer here, 
died Dec, 7. 
* * * 


Madison H. Tracy 

CORAL GABLES, Fila.—Madison H. 
Tracy, founder of National Auto Glass 
Specifications, died Dec, 3. He was 68. 
When laminated glass first appeared, Mr. 
Tracy began making patterns for the 
parts he replaced. He numbered his pat- 
terns, and this led to his NAGS ‘‘Standard 
for the Industry’’ numbering system. 

* * * 


Charles B. Canavan 
BUFFALO.—Charles B. Canavan, 65, 
Buffalo district manager for American 
Motors Corp. until his retirement four 
years ago, died Dec. 17. He also had been 
with Nash and Kaiser-Frazer, 





After Record Week ... 





102,000 Cars Built 
Despite Yule Cuts 


(Continued from Page 1) 


and Lorain (O.) plants were 
scheduled for four days, but for 
only eight hours on Thursday. 
Both plants normally work 14 to 

16 hours daily, so in effect they 
worked only 3% days, Ford divi- 
sion’s big-car plants in Dearborn 
and Mahwah, N, J., were on sim- 
ilar schedules. 

Ford big-car plants in Chester, 
Pa.; Chicago, Dallas, Los Angeles, 
San Jose, Calif.; Norfolk, Va., and 
St. Paul worked a half day Thurs- 
day, while plants in Atlanta and 
Louisville were idle the entire day. 

The Lincoln-Thunderbird plant 
at Wixom, Mich., worked 3% days 
as did Mercury units at Los An- 
geles, St. Louis, Metuchen, N. J., 


and Wayne, Mich. 
* * * 


HE short work week at Ford 
Motor forced a decline from 
41,897 assemblies a week earlier to 
an estimated 27,170 cars last week. 
Ford division turned out an es- 
timated 23,456 cars last week, 

with 16,765 being big series; 5,650 
Falcons and 1,041 Thunderbirds. 
The previous week the division 
assembled 25,779 big cars; 9,714 
Falcons and 1,764 Thunderbirds 
for a total of 37,257 car assem- 
blies. 

Both the 37,257 cars turned out 
by Ford division and the 41,897 
units turned out by Ford Motor 
were high marks for the year. 

Mercury output declined from 
3,699 units the previous week to an 
estimated 3,170 assemblies last 
week, and Lincoln dipped from 941 
to 544. 


oJ * * 

ENERAL MOTORS declined to 

an estimated 50,854 car assem- 
blies last week after having reach- 
ed its highest level in a year the 
previous week. The 79,340 cars 
turned out by the corporation’s 
five divisions the previous week 
marked the biggest outturn by GM 
since the week ended Dec, 22 a 
year ago, when 81,023 cars were 
built. All GM plants worked 3% 
days last week. 

Chevrolet, which turned out an 
estimated 30,000 cars last week, 
missed an alltime high for week- 
ly output by 167 units the pre- 
vious week when it assembled 
45,699 cars. Its alltime high for 
weekly output was the 45,866 
units turned out during the week 
ended Dec. 20 last year. 
Elsewhere on the GM production 
scene, Buick was off from 8,467 as- 
semblies a week earlier to an esti- 
mated 5,201 units last week; Cadil- 
lac declined from 3,657 to 2,550; 
Oldsmobile was off from 11,176 to 
6,503, and Pontiac declined from 
10,341 to 6,600. 

Last week’s Chevrolet total in- 
cluded 5,300 Corvairs. 

J * 


HRYSLER CORP. turned out 

an estimated 16,125 cars last 
week, compared with 18,375 assem- 
blies the previous week. All Chrys- 
ler Corp, plants were on 3%-day 
operations last week. 

Plymouth produced an estimat- 
ed 8,000 cars last week, with 2,500 
being credited to Valiant, com- 
pared with 6,270 assemblies a 
week earlier, of which 3,428 were 
Valiants. 

Elsewhere, Chrysler was up from 
1,250 assemblies a week earlier to 
an estimated 1,400 last week; De- 
Soto rose from 520 to 700; Imperial 
was off from 742 to 525, and Dodge 
declined from 6,165 to 5,500. 

Chrysler Corp.’s West Coast as- 
sembly plant began producing cars 
last Monday. It had been down due 


to steel shortages. 
o* ob * 


= by Rambler, the compacts 
turned out 21,506 cars last week 
—with the AMC unit getting 6,090 
assemblies for the 3% days it 
worked. 

Output by other compacts last 
week showed Falcon with 5,650 
assemblies; Corvair, 5,300; Val- 

Dealers Elect Boehmer 
TEXARKANA, Ark.—Tom Boeh- 
mer, Boehmer-Haltom Motors, has 
been elected president of the Tex- 
arkana Automobile Dealers Assn. 
Joe Crane, Ozan Motors, was elect- 
ed vice-president. 


iant, 2,500, and Studebaker, 1,966. 

A week earlier the compacts hit 
their high mark for the year with 
33,957 assemblies. Falcon led the 
way with 9,714; Rambler was sec- 
ond with 9,567 units; Corvair had 
7,990; Valiant, 3,428, and Stude- 
baker, 3,258. 

Falcon, Corvair and Valiant all 
registered output highs for the 
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year during the week ended Dec. 
- * * cd 
SS output sank 
to 16,329 units last week after 
having reached a seven-week high 
of 20,683 assemblies a week earlier. 
All truck makers worked either 
three or 3% days last week, ex- 
cept GMC, which was scheduled 
to work four days. 

Canadian vehicle output declined 
from 8,492 assemblies a week ear- 
lier to an estimated 3,940 units last 
week as Ford Motor was down the 
entire week and all other makers 
worked 3% days, 

A breakdown of Canadian opera- 
tions showed the industry turning 
out 3,370 cars and 570 trucks last 
week, compared with 7,080 cars and 
1,412 trucks a week earlier. 


Weed’s Golden Milestone 





(Continued from Page 8) 


the factory parts and service man- 
agers. 

“They were so fascinated with 
each other the food got cold,” he 
recalls, chuckling. 

Friendships formed there, and 
solidified through the years with 
Jack’s cultivation, worked to break 
down long-standing inter-company 
barriers against executives know- 
ing each other and working to- 
gether on national problems. 

x oe Ed 

LTHOUGH Jack launched his 

automotive career with a three- 
week job, his second job was even 
more bob-tailed, lasting less than 
a day. 

Jack, employed by Welch Pon- 
tiac to test the now-forgotten 
Welch, backed a brewery mag- 
nate’s auto through a corrugated 
steel wall and himself out of a 
job. 

After a brief stint at filing cast- 
ings for Carter Car, Jack decided 
the auto business was not all 
glamor and enrolled in an electrical 
engineering course at Pratt Tech. 

A hunting accident cut short his 
stay at Pratt—he still carries the 
bullet in his lower chest—and after 
a short convalescence, Jack went 
to work during the Christmas rush 
of 1910 in a Pontiac dry-goods 
store, 
* * * 

E STAYED on after the holi- 

days and started writing adver- 
tising for the store, forming his 
own advertising agency in 1911. 

In 1913 he moved to Carl M. 


Ford of Canada’s 
Compact Output 
Tops 5,000 Units 


TORONTO.— More than _ 5,000 
Falcon and Frontenac compact 
cars have been built for the Cana- 
dian market by Ford Motor Co. of 
Canada, according to Rhys M. Sale, 
company president. 

Sale also disclosed that Ford’s 
1959 car output totalled 113,000 
units through Dec. 15. This is 13 
percent above last year at the same 
time when production stood at 100,- 
000 units, Sale said. 

“Our compact cars were the first 
Canadian-made models of this type 
to enter the market, and to date 
they represent the largest output 
of Canadian-made compacts by any 
one manufacturer in this country,” 
Sale said. 

Referring to industry production 
totals, Sale said that Ford is the 
only member of the Big Three to 
show an increase over the same 
period in 1958 in Canada. 





Weyerhaeuser Opens 


Detroit Tech Center 

DETROIT.—Weyerhaeuser Co. 
has opened a technical service 
center to provide consultation to 
the automotive indus on the 
use of the latest wood fiber prod- 
ucts, according to John L, Aram, 
vice-president. 

The center, a 40-by-80-foot 
building, is located at 20425 
Woodingham, Detroit. It will 
house five product development 
specialists and technical service 
representatives, C. L. Sirgsaas is 
manager. 





Green Co., a Detroit advertising 
agency. At Green he wrote copy 
for the old Detroit Electric, the 
Crary Gas Saver and Stewart 
Truck Corp. 

He also worked on the General 
Motors truck account under Hal 
Smith and wrote copy for Berry 
Bros. when varnish was still an 
important item to auto factories. 

Jack likes to recall that even 
then he didn’t put all his eggs in 
one basket—he was the copywriter 
for a horse-collar account, too. 

+: * * 


een into publicity as an 
assistant to the late Mel Adams 
(Chicago correspondent for AvuTo- 
Motive News in later years), Jack 
beat the drums at Green for Chal- 
mers, Saxon, RCH (Hupp’s second 
auto-making venture) and Krit. 

He also wrote the introductory 
ads for Savage, a car whose total 
output reached five units. 

With this frantic period behind 
him, Jack went to Timken-Detroit 
Axle in late 1914, where he put out 
Timken Magazine, a dealer publi- 
cation, and wrote publicity for 
Timken-David Brown Co., which 
made worm-drive axles. 

It was in that capacity, singing 
the praises of the worm-drive axle, 
that Jack got his first truck experi- 
ence and formed his first wide 
circle of acquaintances within the 
industry. 

* * Kk 

N DECEMBER, 1916, when Tim- 

ken split up its axle and bearing 
business, Timken Magazine was 
chucked into the ashcan, and Jack 
resigned as assistant advertising 
manager. 

He moved to HAL Motor Car Co. 
in Cleveland as advertising man- 
ager and later became acting sales 
manager. 

Jack recalls his HAL duties 
this way: “On the 15th of the 
month, I used to pack my bag 
and hit the road to get enough 
orders to meet the payroll. But, 
then, we weren’t the only com- 
pany doing that in those days.” 

While representing HAL at the 

national auto show in January, 
1918, Jack got a wire to sell out 
everything, as the firm had ac- 
cepted a war contract and decided 
it was a fortunate way to bail out 
of the auto business. 

. * * x 

ACK then joined Commercial Car 

Journal as an advertising sales- 
man covering, as he says, every- 
thing from Rochester, N. Y., to 
Chicago and from Sault Ste. Marie 
to Chattanooga. 

Jack continued at CCJ until 
early 1925, when he conceived the 
idea of mating a car and truck 
to produce a hybrid light truck 
—a rare bird in the mid-’20s, He 
quit CCJ, built several experi- 
mental jobs combining a Hupp 
front end and a Commerce rear, 
utilizing a revolutionary internal- 
gear rear axle, and went to work 
for Commerce as director of sales 

and advertising. 

The Newkirk axle—later named 
the Kirkwen axle (thereby beating 
Serutan to the punch on cute spell- 
ings)—-was the secret of the Hupp- 
Commerce combination and was 
the first internal-gear-type truck 
axle to carry the load on the live 
axle instead of the dead. 

It would take the truck any- 
where, Jack recalls, but the axle 

(Continued on Page 30, Col, 1) 








In the Good Old Summertime— 

In the halcyon days of 1915 and 1916 the SAE indulged in leisurely cruise-conven- 
tions on the Great Lakes. The Daily SAE, published aboard the cruise ship, was edited 
by Jack Weed, who was then with Timken Magazine. In the 1915 photo aboard the 
ship are other members of the Daily SAE editorial staff. From left are J. G. Roe, Hupp 
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Motor Co.; Ed Spooner, automotive writer of the Detroit Free Press; Weed; Charles M. 


Steele, Carl M. Green Co., and Henry Ewald, Campbell-Ewald Co. Seated on deck 
chairs at right is W. B. (Bill) Stout, then with Scripps-Booth Motor Co. The cruise ship? 


lt was the Noronic, which burned at her pier in Toronto in the fall of 1949 with the 


loss of 119 lives. 
* . 
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couldn’t be positioned well enough 
to keep the cable brakes operative. 
“If we had only had hydraulic 


brakes then .. .” he muses. 
- * + 


ACK left Commerce in 1927 after 
a fight with one of the directors 
who favored gouging Commerce 
dealers. He joined Trailmobile as 
representative to truck manufac- 
turers in Michigan and as manager 


of the Detroit branch. 

While there, he continued to 
build contacts within the truck 
industry as he worked with mak- 
ers on special equipment and 
helped engineer trailer installa- 
tions for dealers. 


In the fall of 1928, when Trail- 
Mobile closed its Detroit branch 
Office and trailers were no longer 
a novelty to truck makers, Jack 
joined the Detroit Board of Com- 


merce as editor of The Detroiter. 


A year later he was named editor 
of Haulage, a trade paper printed 
for Ford truck dealers, staying 
until August, 1932, when Haulage 
was interred along with other vic- 


tims of the great depression. 
* * + 
JULY 1, 1933, Jack joined 


Automotive News, which had 
moved to Detroit from New York 
only three weeks earlier. At first 
covering 





an advertising salesman 
Michigan and parts of Ohio, Penn- 


sylvania and Western New York— 


he switched to the editorial side in 
1935. 

At first he wrote truck news— 
“Trucks were my first love,” Jack 
says—but quickly branched into 

service coverage. 

He also edited Trailer Trade, a 
special section of Automotive News 
in the mid-’30s when house trailers 
burst upon the national scene and 
became a money maker for auto 
dealers. 

Prior to World War Ii, Jack 
became editor of A. N.’s Automo- 
tive Service, “the picture paper 
of the industry,” which featured 
how-to-do-it service stories. 
Early in the war, Automotive 

Service was folded into AuTomMoTIvE 
News because of the wartime paper 
shortage, and Jack again took over 
as truck and service editor. He’s 
been at it since. 

The auto business today, Jack 
says, it not quite so leisurely as it 
once was. He recalls the days of 
covering outstate Michigan—there 
were truck manufacturing firms in 
Saginaw, Bay City, Traverse City, 
Alpena, Cadillac and other small 
communities—when the trains 
would stop for several hours at 
promising trout streams so that 
passengers and trainscrew could 
try their luck. 

* ca * 
ACK isn’t sure how many years 
he has been a fisherman—his 


earliest recollection is that when he 








HELP WANTED 





Earn $15,000 or More! 
Key Territories Open 


al 


Carports to car dealers, National advertisin 
and direct mail support, No investment. 


car dealers already using. Agents will be 
appointed in these key territories immedi- 
ately: 
California Cleveland New York 
Florida Philadelphia New England 
Indiana Nebraska Georgia 
Tennessee Louisiana Alabama 
Colorado Kentucky 
Airmail your sales background with refer- 
ences to Bob Childers, Childers Mfg. Co., 


P. ©. Box 7467, Houston 8, Texas. We will 
send you complete information immediately 
with names of recently appointed agents who 
what can be earned by 
First 
Dun & Bradstreet 


are already provin 
men who can qualify. Our referen 
City National, Houston; 
rating B-+I. 


ces: 








DISTRICT SALES MANAGER for one of 
import car distributors in 


top English 
Midwest. Must have wholesale and retail 
experience, proven record of ability; ex- 
tensive travel, good salary, incentive, 
expenses and car furnished. Send com- 
plete resume and small photo if avail- 
able. Box 1034, c/o Automotive News, 
Detroit 7. 


was 6 years old (that would have/saLeEs MANAGER—Man under 40 for one 


been 1897) he sneaked away in his 
Sunday School best to go fishing in 
an abandoned clay pit. 

He caught heck from his grand- 
—" and a sunfish from the clay 
pit. 

Jack also recalls the time in 
the early 1900s when Billy Dur- 
ant, C. S. Mott, Bert North and 
other industry leaders were 
guests of his grandfather for a 
fish fry. Jack, as a teen-ager, 
spent a day catching 81 small- 
month bass for the guests. 


“The reason I remember there 
were 81,” says Jack, “is that I 
cleaned every one of them myself. 
There was a washtub full of bass, 
weighing 1% to 2% pounds.” 

Jack implies that fishing today 
isn’t what it once was—and Jack 
has fished his away across the 
U. S., Canada and Mexico. 


o* * * 


pPeacnaeriLy displayed in his 
office is a 5 pound 6 ounce 
brook trout. Jack, however, saved 
the big one — 6 pounds 9 ounces — 
for his summer cottage at Crooked 
Lake, Mich. 

Both were caught on one 1955 
expedition to Shoofly Lake in 
Northern Ontario. Lest this in- 
formation start a fisherman’s 
stampede to the bush country, 
Jack says that since then all the 
big ones have been taken from 
the lake. And then he winks. 

In 1939, Jack stepped from his 
cottage, rowed several hundred 
feet into Crooked Lake and 
promptly snagged a 9 pound 14 
ounce big-mouth bass, good enough 
to win him third prize in Field and 
Stream’s national contest. 


Jack says all the big ones have 
been taken from that lake, too. 
Friends and fellow staff members, 
who’ve made memorable visits to 
the Weed cottage, are inclined to 
agree, 

Jack has never been an enthusi- 
astic hunter. Maybe it’s because of 
the old bullet he carries around. 
His own explanation is that “hunt- 
ing season is always ruined by the 
new-model introductions, shows 
and conventions.” 





HELP WANTED 
WANTED: MECHANIC, Excellent oppor- 


tunity for top notch man, Must have 
experience with sports and imported 
small cars. Pay commensurate with 
ability and experience. Send resume and 
references to: Stoddard Imported Cars, 
Inc., 38845 Mentor Ave., Willoughby, 
Ohio. WH 6-1040. 


GENERAL MANAGER: 
ducer with fourteen years’ experience as 


SERVICE MANAGER—23 years’ 


of the finest General Motors dealerships, 
located in Pennsylvania near New York— 
established 30 years. Aggressive, must 
know how to train, supervise and lead 
fourteen salesmen. No figure head. At- 
tractive salary and profit sharing plan. 
Send photo and complete resume to Box 
1035, c/o Automotive News, Detroit 7. 


Auto Service Manager 


For long established North Jersey Cadil- 
lac dealer. To an experienced, top-notch 
man, we offer a permanent position with 
company benefits, top pay and an out- 
standing financial incentive plan. If you 
are of high calibre and ambitious, write 
in complete confidence giving a summary 
of your background and experience. Our 
men know of this ad. Box 1039, c/o Auto- 
motive News, Detroit 7. 


‘OPEN OPPORTUNITY’—If you are a 
qualified truck salesman-specialist, or an 
assistant truck sales manager, or a 
truck sales manager with limited oppor- 
tunities, then you should be interested 
in talking to this super duty franchised 
Ford store about closing this opportun- 
ity. We are located in the midwest in a 
trade area of 125,000 immediate popula- 
tion and 80,000 population city limits. 
There is large truck ownership in our 
area, therefore, there is a tremendous 
opportunity for someone who is qual- 
ified. We are a six-year-old organization 
with still rather unlimited opportunity 
for the right person, Please write Box 
1012, c/o Automotive News, Detroit 7. 


USED CAR MANAGER: The man we are 


looking for must be honest, aggressive, 
age 35-45, full of enthusiasm and have 
thorough knowledge of all phases of the 
used car business. This position is in a 
fast growing dealership located in one 
of the nation’s fastest growing cities in 
the heart of the ‘‘Gold Coast of Florida.’’ 
Pay plan open for the right man. Write 
Box 1041, c/o Automotive News, Detroit 
7 giving complete resume and recent 
photo. All replies held in strict con- 
fidence. 


SALESMEN capable selling intangibles to 


dealers. Wide travel, $15,000-$30,000 
commissions no pipe dream for workers. 
Annual repeats from 80% of clients 
builds permanent annuity for men of in- 
tegrity. Write fully or please don’t reply. 
Edward Fiske Co., 2 Depot Plaza, White 
Plains, New York. 





Aggressive pro- 
sales manager, general manager and 
regional manager, German import. Fa- 
miliar with office and service procedures. 
Capable of training a productive sales 
force. Thorough knowledge of used car 
merchandising and reconditioning. Would 
expect only that compensation be com- 
mensurate with results. Family man, age 
38, desires permanent position with qual- 
ity dealership. Excellent character and 
ability references. Box 1042, c/o Auto- 
motive News, Detroit 7. 


experi- 
ence General Motors and Ford servicing 
—Past 12 years’ service manager, 43 
years of age, excellent references, Will 
relocate. Box 1018, c/o Automotive News, 
Detroit 7. 


are a top salesman now earning 
you can earn $15,000 or more the 
irst year as exclusive agent selling Childers 





PARTS MANAGER: 37, 





POSITION WANTED 


GENERAL MANAGER—If you are a deal- 
er seeking a competent and trustworthy 
general manager, who can assume com- 
plete charge without upsetting your pres- 
ent employes and policy, we believe we 
have the man. This applicant has a real 
outstanding record in automobile man- 


agement. Former dealer, age 40, mar- 
ried, college graduate, sober, very con- 
servative, personable. Our background 


check reveals character and habits above 
reproach. Promotional type, but very 
profit minded. Can train and organize 
all departments and obtains results 
easily. Salary expected reasonable and on 
incentive basis. Twelve years’ experience 
in metro and single point GM dealer- 
ships. Former and present employers 
have highest praise for ability and work 
habits. Has excellent reason for change. 
Now employed southwest, but will re- 
locate. Wire or write at once for lifetime 
resume and recent photo. All replies con- 
fidential and no obligation to you. Ex- 
ecutive Placement Co., 312-A Euclid 
Ave., St. Louis, Missouri — or South- 
western Executive Placement Co., 704 N. 
Rice, Bellaire, Texas. 


family man, nine 
years’ Chrysler Corporation parts ex- 
perience; four years’ Chevrolet assistant 
service manager. Presently employed for 
past four years as MoPar wholesale 
salesman, Prefer middlewest or western 
states. Best of references. Will relocate. 
a, 1036, c/o Automotive News, Detroit 


43 YEARS OLD, happily married, Own 


and operate Ford-Mercury dealership, 
fourteen years. Annual volume average 
$500,000, Have buyer. Looking for em- 
ployment, Will send references and de- 
tailed information upon request. Box 999, 


c/o Automotive News, Detroit 7. 


CARS, TRUCKS DELIVERED. Anywhere. 


Rubbish, ambulance, etc. Tow-bar, 3- 
way. Carls, 6381 Ellsworth, Detroit. 
UNiversity 2-4895. 


DEALERSHIPS AVAILABLE 


I HAVE A SMALL DEALERSHIP han- 


selling about 150 new 
cars without much effort, 300 with a 
little work, and an equal number of 
used cars—located in the most ideal part 
of east Texas. It is a county seat town, 
hub of state highways and farm-to-mar- 
ket roads. A good place to live if you 
like peace and calm. Good location to 
prepare yourself for a larger dealership. 
Chevrolet usually promotes its smaller 
dealers first. Own nice building and lot— 
will sell or rent. This town is not far 
from East Texas oil field and not far 
from Dallas in case you prefer the high- 
life. Better look into it. Reason for sell- 
ing is that I have other, more demanding 
interests. It’s not free, but it is cheap. 


dling Chevrolet, 


. E. Holman, 8311 San Benito Way, 
Dallas 18, Texas. 
HANDLING RAMBLER: Permanent in- 


juries suffered in auto accident necessi- 
tates change in management of success- 
ful, profitable Rambler dealership. Buy- 
in and manage, or buy-out completely. 
Located in Stillwater, Oklahoma, home 
of Oklahoma State University, county 
seat of Payne County. Planning potential 
100 cars. Same location 10 years, pres- 
ently increasing floor space. Contact 
owner, Forrest E. Barnett, P. O. Box 
21, Stillwater, Oklahoma. Phone: FR 
2-2242. 


DEALERSHIP HANDLING FOR D—In 


rapidly expanding small southern town. 


Will take partner and train to eventu- 
ally take complete charge, or sell all. 
Box 1043, c/o Automotive News, De- 
troit 7. 





DEALERSHIPS AVAILABLE 
er 


SPORTS CAR AND ECONOMY PASSENGER 
IMPORT LINE, RANKING AMONG THE TOP 
TEN, CAN NOW FRANCHISE RETAIL DEALS "§ 
IN THE FOLLOWING TOWNS: 


OHIO INDIANA MICHIGAN 
Akron Bloomington Ann Arbor 
Canton Evansville Battle Creek 
Cleveland Fort Wayne Detroit 
Marion South Bend Grand Rapids 
Middletown Indianapolis Lansing 
Portsmouth Gary Pontiac 
Warren Elkhart Saginaw 
Hamilton Lafayette Muskegon 
Springfield Kokomo Flint 
Coshocton Marion Bay City 
Newark Anderson Port Huron 
Zanesville Richmond Ypsilanti 
Athens Terre Haute Jackson 
Defiance Vincennes Kalamazoo 
Sandusky KENTUCKY Traverse City 
New Philadelphia Owensboro Monroe 
Niles Covington Adrian 
Findlay Ashland Midland 
Marietta Paducah 

Washington C. H.Hopkinsville 

Ashland Bowling Green 
Cambridge Corbin 

Chillicothe Middleboro 


Write Box 1040, </o Automotive News, 
Detroit 7 for complete details. 





OWNER, dividing time between three full- 
time businesses, will lease/sell Ozark 
lakes large franchise area dealership 
handling Chrysler-Plymouth-Valiant, 


Large, modern building, minimum com- 
petition, high shop absorption, potential 
150 new. Nothing to buy parts, 


equipment, furniture, supplies turned 
over without charge. Rent 10 years and 
it’s yours; first and tenth year in ad- 
vance, Wonderful opportunity for young 
businessman with modest capital, am- 
bitious to own substantial, permanent 


dealership netting $2,000 monthly in 
spite of neglect. Factory approval not 
required. Operate under my franchises 


until established. Box 1037, c/o Auto- 


motive News, Detroit 7. 





FLORIDA COAST—handling Plymouth 
dual and economy import. A_ profitable 
small deal, 70 new, 132 used vehicles 
sold January-November, 1959. 
potential excellent. No real estate or 
used vehicles, no obsolescence. Modern 
equipment, special tools, fast moving 
parts, signs, prepaid rent. $12,000 or 
best offer. Box 1038, c/o Automotive 
News, Detroit 7. 


TEXAS—Olds, Cadillac, Rambler, small 
well located dealership, annual sales over 
$1,000,000. Over 200 new units retailed, 
all used units wholesaled, Approximately 
$40,000. Factory approval of buyer re- 
quired. Box 967, c/o Automotive News, 
Detroit 7. 

OLD DEALERSHIP HANDLING BUICK, 
Opel, Rambler and GMC trucks in north 
central part New York State. 100 car po- 
tential. Must qualify with franchise hold- 
ers. Will sell or lease building new in 
1945; size 60’x120’ with 35’x35’ building 
attached. Owner has ill health. Box 1000, 
c/o Automotive News, Detroit 7. 





DEALERSHIPS WANTED _ 
WANTED: General Motors, Ford or Ram- 
bler agency in Midwest, Will lease or 
buy facilities. Pay your price, All cash. 
Factory approval assured. Box 979, ¢/0 
Automotive News, Detroit 7. N 
100 TO 200 CAR DEALERSHIP, Cash. 
Confidential, Immediate action, Box 454, 
Brownsville, Pennsylvania. 





HELP WANTED 


SALES EXECUTIVES 


Cessna Aircraft Company, the world's 
offers the following opportunities: 


* AREA SALES MANAGERS 


largest producer of business aircraft, 


These positions require management experience in implementing and adminis- 


tering sales programs. 


Experience in retail and/or wholesale selling. 


Pilot experience desired or company will teach you to fly. 


* BUSINESS MANAGEMENT AND UNIFORM 


ACCOUNTING CONSULTANT 


This position requires consulting with Cessna distributors and dealers on their 
accounting systems and financial management. 


Requires college degree in business administration with an accounting major 


or equivalent in experience. 


Two to four years’ experience in all phases of retail or wholesale accounting. 


Will teach you to fly. 


The above positions will travel out of and headquarter in Wichita, Kansas. If 
you meet the above requirements and are interested in an unlimited opportun- 


ity with the world's largest producer of 
Employment Manager, Cessna Aircraft 


business aircraft, send your resume to: 
Company, Commercial Division, 5800 


East Pawnee Road, Wichita, Kansas. Apply by resume only. 
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DEALER SERVICES 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


ilitary Acceptance Corporation will help 
make more auto sales to Military per- 
sonnel . . , because: 

1. We finance up to 36 months, ; 

2. Cars may be taken overseas without 
refinancing. 
3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- | 
commissioned officers of pay grades ES 
and above . . . on a simplified, 
recourse basis. 


MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 5-6756 
“Worldwide Financing for Military Personnel" 
USAA Insurance available 
to qualified officers) 













HAVE CREW, WILL TRAVEL! 


accessories and equipment. 
Model year reports for obsolescence 
and return parts plan. | 
Bin space for new model parts. 
Reports for dealer terminations. | 
Certified reports for tax, insurance and 
bank. 
The Service That Counts 


ALLIED INVENTORY CO., INC. 


7508 So. Cornell Ave. Chicago 49, Illinois 
TEL.—NOrmal 7-0065 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 











1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide, Order your 
‘0 edition today for only $i0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Box 224, Dept. 6, New York |, 
N. Y. 





BUSINESS OPPORTUNITIES 











"Exclusive Profitable 
Distributorship" 


“In the Foreign Car 
Replacement Market" 


Attractive Franchise available from exclu- 
sive importer of original equipment direct 
from European manufacturers. Advertising 
material, instructions and assistance fur- 
nished with Franchise. Several choice sales 
@reas available in the U. S. A. For further 
information, write Box AN-8, c/o Automo- 
tive News, Detroit 7. « 





CARS FOR SALE 


1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 


© 
TOD-O-CAR, INC. 


ALL AMERICANIZED 





a 
On Hand at Two Locations: 

1415 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 








__ CARS FOR SALE 


CARS FOR SALE 


OARS FOR SALE 


VOLKSWAGENS 
1960 - 1959 






got the 





Sedans-Sunroofs-Ghias 


customer? 


HERTZ 


has the 
used car! 


IMMEDIATE DELIVERY 






MERCEDES 





YORK IMPORTS, 
INC. 
29-11 35th Avenue 


Long Island City 6, N. Y. 
EMpire 1-1690 






Buy Your 


MERCEDES 


in New York 


All Models from 1955 
to 1959 in Stock! 


Let us put you on our mailing list! 
FOREIGN AUTO 
WHOLESALERS, INC. 


1501 Jerome Ave. Bronx, N. Y. 
LU 7-4036 





All are in fast-selling 
colors and fully equipped 
with power steering, 
R & H, automatic trans- 
mission, many with 
power brakes—the works! 








Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts—you name it, we’ve 
got it! Low mileage, 
clean and sharp — real 
bell ringers! 












CARS WANTED 


CADILLACS 
WANTED 


Large leasing company requires 



















1958 and ’59 models are 
now available at Hertz 
offices across the country. 


additional 1960 Cadillacs for de- 
livery in Dec., Jan., Feb., March. 

Must be billed directly from Cadil- 
lac dealer to leasing company. Will 
guarantee these cars will be leased 







not sold. All replies confidential. 
Box AN392, 125 W. 41 St., 
New York 36, N. Y. 






CALL YOUR LOCAL 
HERTZ OFFICE TODAY 


or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash 
Chicago 4, Ill. 
Tel. DE 2-0420 


LIMOUSINES—S passenger—new and used. 
Dennis Distributor, 4804 N. Saginaw S8t., 
Flint 5, Michigan. 
















WE BUY USED 


RENAULTS 


Top Market Prices Paid 





Contact: 


R. S. HENRY 
New Brighton, Pa. 
Tilden 3-6580 





1960 VOLKSWAGENS 


Late Serial numbers—2-doors, Sunroofs 
Fully Americanized 
All Colors—i to 100 








Available immediately from stock in the | [ins 

Midwest. SR eT eee 
JERRY LEEDS MOTORS ANTIQUE, CLASSIC CARS FOR SALE 

Evansville, Ind. GR 6-6900| 1936 PLYMOUTH 4-door sedan—still like| 


new. For details contact: Glenn Seitz, 
7426 Perry St., Cincinnati 31, Ohio. 
PARTS FOR SALE 
EX-RAMBLER DEALER—Rambler-Nash- 
Hudson-Metropolitan parts for sale. Ex- 
Rambler dealer has approximately $7,000 
of inventory and 23 parts bins. Will be 
sold for $1,200 to the first buyer. Box 
1044, c/o Automotive News, Detroit Fe 
BERKELEY PARTS: Largest selection of 

















SEE PAGE 18 
for the nation's 
TOP AUTO AUCTIONS 















New York 
ESsex 1-2880 


277 Clinton Ave. 


VOLKSWAGENS 


1960 


IMMEDIATE DELIVERY 
FOR BEST PRICES CALL: 


Wire, write, phone 


U. N. COMMERCIAL CORP. 






Berkeley parts immediate delivery. 
Write or wire: Lee Circle, Inc., 1063 
Boston Post Road, Milford, Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

| LLOYD PARTS: Large stock available. 
Immediate shipment, J. C, Lewis Motor 
Co., Savannah, Georgia. 

LLOYD PARTS—complete stock, Prompt 
shipment, Importers and distributors for 
Lioyd cars and trucks, Greene County 
Motors, Catskill, New York. Phone: 2000. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

























New Orleans 
JAckson 5-8881, Room 430 













| Buying, selling, trading miscellaneous auto- 
| motive items? Get quick results through 
Automotive News’ Want Ads. 





Newark, New Jersey 












SHOP EQUIPMENT FOR SALE 


DeVILBISS PAINT BOOTH, complete with 
doors, lights, exhaust system and pres- 
sure regulator. 14’ wide, 24’ long, 8’ 
high interior dimensions. Model DTJDFG, 
#512269, Excellent condition, dismantled 
and ready to be moved. $2,600. Rubini 
Imported Motors, 2101 Madison, Toledo, 
Ohio. 


SHOP EQUIPMENT WANTED 


WANTED: Ten good used Burger Parts 
Bins, preferably the new type. H. Glenn 
Ferrell, Parts Manager, Bendall Motor 
Sales, Inc., 1625 Prince St., P. O, Box 
429, Alexandria, Virginia, 

12 V SUN ANALYZERS and late type ga- 
rage equipment. Top prices paid, Daven- 
port, Box 152, Louisville 18, Ky, 








AUCTION SCHOOLS 
BE AN AUCTIONEER—World’s largest 
school, Internationally recognized di- 
ploma, Free catalog, Reisch Auction Col- 
lege, Mason City 77, Towa, 
IDEAS =e 
SEE YOURSELF AS OTHERS SEE YOU. 
Unusual! idea invaluable to dealers. Mail 
letterhead for details. Edward Fiske Co., 
2 Depot Plaza, White Plains, N. Y. 
(Salesmen wanted.) 














MISCELLANEOUS _ 


WANTED 


20-Inch Used Power 
Hole Digger 


Write Box 281, 
St. Cloud, Minnesota 

















Florida Home 


Yearly lease, 3-bedroom, 2 baths, completely 
furnished. At Ocean Ridge between Delray 
and Palm Beach, 200 yards from ocean and 
waterway, Maintenance year round. G. L. 
Telfer, Birmingham, Michigan. Midwest 4-4405. 








MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS' SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS' SPECIAL fr.0.8. Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 


To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canadian Distributors 
Eastern: 
Five Wheels Ltd. 





CARS FOR SALE 


VOLKSWAGEN 








SEDANS AND SUNROOFS 


$1375 


FULL PRICE DELIVERED 
Any East or Gulf Coast port add $50 for West Coast 


deliveries. 


EQUIPPED AS FOLLOWS 


Leatherette interior .. . tool kits . . . mile speedometers 
. - - ASI windshields, heaters and defrosters . .. turn 
signals ... bumper rails . . . outside mirrors. 


Wired for Sealed Beam Headlights. 


ALSO 
| COMMERCIALS—GHIAS—CONVERTIBLES | 


WRITE, PHONE OR WIRE 


CIRCLE DISCOUNT CORPORATION 


2401 Pennsylvania Avenue N. W. 


WASHINGTON, D. C. 


FEderal 7-3900 


U. S. A. AGENTS FOR 


RUDI-ARONS International Agencies GMBH 
HAMBURG, GERMANY 





ee, 


New Subscription Order: 


| 

| 

| 

| 

Send Automotive News to Address Below 

| U. S., Canada and U. S-~ Possessions 

| One Year $9 [] or Two Years $16 [] 

All Other Countries — One Year $13 [] or Two Years $22 [] 
| 
| 
| 
| 
| 
! 
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“AMERICAN Motors 
— KromeX PISTON RING SETS 


with Sealed Power 
Seoinless Steel oil rings 


Now available for all Rambler models 






5 reasons why KromeX with stainless 
steel oil rings gives unmatched perform- 
ance and oil control... 


* they hold their fit in the 
cylinder 
* they have less tension loss 


* they have chrome-plated side 
rails for longer life 





U.S. Pat. No. 
2,789,872 





* they seat instantly 


* they are easy to install 


Chrome-plated compression rings give 
positive blow-by control . . . long life 
...are pre-seated at factory for instant 
seating. 

Install the set with all these advan- 
tages—American Motors KromeX pis- 
ton ring sets. Available from your 
American Motors dealer. 





Manufactured only by the 





Scaled Power Corporation 


MUSKEGON, MICHIGAN 











